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N.Y. Insurance Law 
Changes Summerized 








By Drake and Thacher 


_ Describe Provisions in Revised 
Statutes in Comprehensive, 
Enlightening Briefs 


ASSETS AND INVESTMENTS 


Also Changes With Respect to 
Company Examinations and 
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Agents and Brokers 


Summaries of changes in the present 
New York insurance law made by the 
'new insurance law revision measures 
which goes into effect January 1 next 
have been prepared by Hervey J. Drake, 
counsel for the Association of Casualty 
and Surety Executives, and by Col. Archi- 
bald G. Thacher of the New York law 
firm of Barry, Wainwright, Thacher & 
Symmers. Mr. Thacher’s review was pre- 
pared as a paper to be read at the an- 
nual meeting of the American Bar Asso- 
ciation in San Francisco this week. 
Two sections of particular interest in 
the new law are those dealing with ex- 
aminations, in Article IIT, and assets, in- 
vestments and deposits in Article V. 
With respect to these subjects Mr. 
Drake in his analysis of statute changes 
reviews them in part as follows: 


Examinations 


Page 23, Section 28—Examinations of 
insurers: This changes Section 39 of 
the present law so as to require the 
examination of rating organizations only 
once in five instead of three years. It 
is also provided in Paragraph 8 of Sec- 
tion 181, Page 271, that the Superin- 
tendent shall cause an examination of 
each rating organization to be made at 
least once in every five years. 

Page 25, Section 29—FExaminations; 
how conducted: Lines 11-17. This sec- 
tion corresponds to part of Section 39 
of the present law, but the paragraph 
referred to amends the provisions of 
Section 7 of the present law, with refer- 


| ence to appointment of appraisers so as 


to conform to the construction given to 
it by the Insurance Department. 

Page 25—The Superintendent is spe- 
cifically authorized to appoint comnetent 
persons either in or out of the Insur- 
ance Department to appraise real prop- 
ertv of the insurer, or real property on 
which it holds securitv. 

Page 25, Section 30—Filine of report 
on examination: This section amends 
Section 39 of the present law by pro- 
viding that if an insurer which has been 

(Continued on Page 22) 
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There may be no place like home, but the American public doesn’t 
spend much time there. This year especially, the two fairs in Cali- 
fornia and New York will attract millions. What an opportunity 


for you to sell Personal Effects floaters—when you realize that only 
5% of all travelers carry this important coverage today. 
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A Californian’s Experience 


In what respects has life insurance salesmanship been 
improved during the last fifteen years or so? At least 
four completed improvements:—Organized sales _ talks. 
direct mail and effective literature, time control, and train- 
ing. Two still in the making:—Further elimination of the 
part-timer in urban territories, and sharper recruiting and 
helpful terms of employment of new underwriters. 


The worth of organized sales talks years ago was dem- 
onstrated. 


Direct mail has evolved into a profitably dependable 
aid to the underwriter. 


Time control governs prospecting, sales talks, desk 
work, soliciting, servicing, study, and other things. 


Training teaches the use of the first three, and, through 
General Agencies, and by mail, is directed by expert 
instructors working in and from the Home Offices. 


The fifth and sixth improvements are well on their way. 
the sixth being the most difficult of solution. 


These changes have made possible the recent statement 
of a Californian not many months an underwriter: “I had 
never known before that there was a business where a 
man, going to bed at night, waited with impatience for 
the morning to come, so that he could see more prospects 
and sell more business.” 
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Insurance Large On 
Passengers Making 
Flights On Clipper 


Roy Howard, President of Scripps- 
Howard Newspapers, Carries One 
of Heaviest Lines 


JOURNEYS ARE POPULAR 


Home Office Underwriters Inter- 
ested in Types of Passengers 
Making These Sea Jumps 











The inauguration of commercial end 
of the Clipper flights to England, the 
tremendous interest in them, and the 
type of passengers is the subject of con- 
siderable conversation when home offic 
life The 
takes on added insurance importance by 
the fact that the French on July 9 put 


underwriters meet. situation 


into operation its Air France’s trans- 
Atlantic service to North America. Its 
ship left Biscarosse, France, Friday 


night, and Horta, Azores, Sunday. 

It is not known accurately the exact 
amount of insurance which was carried 
on the passengers who went from this 
country to England last week on the 
Yankee Clipper, but a number of them 
were millionaires. The most consistent 
oceanic flyer of the lot is Roy W. How- 
ard, president of the Scripps-Howard 
Newspapers, which include the New York 
World-Telegram. Several years ago Mr 
Howard was carrying at least $3,000,000 
of insurance. Among some of his trips 
have been the Clipper flight from Hono- 
lulu to Manila; the trip from Manila to 
Honolulu; a journey to China from 
Japan; also one from Miami to Buenos 
Aires. If an announcement were made 
that passengers would be booked from 
Port Washington, L. I., to the North 
Pole, it is not unreasonable to think 
that Publisher Howard, the most ad 
venturous of all the publishers, would be 
one of the first to book up. 

Silliman Evans a Passenger 

One of last week’s passengers is Mrs 
Helen Rogers Reid, wife of the publisher 
of the Herald-Tribune, of which she is 
vice-president and business manager. 
Her husband, Ogden Reid, who is presi- 
dent of the Herald-Tribune, inherited 
a great fortune from his father, the late 
Whitelaw Reid, who was Ambassador 
to England and who was publisher of the 
old New York Tribune. 

Among the other passengers on board 
—and most of the passengers were pub- 
lishers of daily newspapers—were two 
men who have been closely associated 
with each other for years—Amon G. Car- 
ter, Fort Worth Star-Telegram, and 
Silliman Evans, chairman of the Mary- 
land Casualty, who is publisher of the 
Nashville Tennessean. Mr. Evans was a 
reporter on the Fort Worth Star- 
Telegram and he named one of his sons 
after Mr. Carter. 

A short time before 


the ocean was 


spanned by the Atlantic Clipper which 

among other passengers carried C. ‘ 

Whitney, a New York millionaire, re- 
(Continued on Page -8) 
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This boy has 
long white 
whiskers now 


A LOT OF THINGS have happened since this 


picture was taken, some 60 years ago. 


And a lot of things will happen during the 
next 60 years, and succeeding years—many 
things that no human being can possibly foresee. 


But the management of a life insurance com- 
pany must be prepared for cvhatever may hap- 
pen. For the insurance policies a company 
issues are all contracts for future payment. Ex- 
actly how far in the future these payments will 
be made, nobody knows. 


The management of a life insurance company 
must consistently take “the long view.” 


With each passing year, the time comes nearer 
when claims must be paid. So, each year, the 
company sets aside a mathematically deter- 
mined amount of money as a reserve. Because 
this fund is required by law, it is known as the 
“legal reserve.” 


The management of a life insurance company 
must look ahead in another way. It must con- 
cern itself with such unforeseen conditions as 
depressions, panics, epidemics, and other dis- 
asters—and must seek to protect its policy- 
holders’ interests against these unexpected 
contingencies. So the company sets aside an 
additional, and smaller, fund called a “contin- 
gency reserve,” or “surplus.” In New York 
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State, the maximum amount of the contin- COPYRIGHT 1939— METROPOLITAN LIFE INSURANCE COMPANY 
gency reserve is fixed by law. _ _ 
This is Number 15 in a series of advertisements de- 
And in investing these funds it must attempt signed to give the public a clearer understanding of how 

; . ‘ va s a life insurance company operates. Copies of preceding 
through the application of far-sighted and highly advertisements will be sailed apon sequent. 


specialized judgment, to select income-produc- 


ing investments which will prove stable, year Metropolitan Life 


in and year out. 


By thus providing for the payment of all its Insurance Company 


‘ swore . it Sa - inte 
normal obligations through its legal reserve” (A MUTUAL COMPANY) 
. and by setting up a “contingency reserve 





to safeguard policyholders’ and beneficiaries’ Frederick H. Ecker, cuainman OF THE BOARD 
: : . Leroy A. Lincoin, presipeNnt 
interests even in the face of extraordinary emer- 

; ee ; : 1 MADISON AVENUE, NEW YORK, N. Y. 
gencies...a life insurance company seeks in 
every possible way to make sure that it can Plan to visit the Metropolitan s exhibits 

7 Bb ins £ alt Raat . ian at the New York World’s Fair and at the 
meet an its serene . ngations 8 its poucy- Golden Gate International Exposition 
holders and beneficiaries—in good times and bad in San Francisco. 





—whenever these obligations fall due. 











THIS IS THE FIFTEENTH in Metropolitan’s new series of Business Week, July 1; Time, July 3; American Weekly, 
advertisements designed to give the public a clearer under- July 2; This Week, July 9; Forbes, July 1; United States 
standing of how a life insurance company operates. It ap- News, July 3; Cosmopolitan, August; Nation’s Business, 
pears in: Collier’s, July 1; Saturday Evening Post, July 1; July; Fortune, July. 
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F, W. Hubbell Surver Broad Objectives 


of Life Insurance 


Fred W. Hubbell, who early this year 
was elected president of the Equitable 
Life of Iowa, received a long round of 
applause when he arose at the opening 
session of the company’s annual agency 
convention in the Waldorf-Astoria this 
week, following an introduction by Henry 
S. Nollen, chairman of the board of 
trustees. In his introduction Mr. Nollen 
had given briefly the background of the 
company, which was founded by Presi- 
dent Hubbell’s grandfather, its president 
for years, as was also F. M. Hubbell, 
the present president’s father. 

“Three generations have their signifi- 
cance,” he said. “When a man of middle 
age can look back over such years of ex- 
perience and at the same time has suffi- 
cient youth so that he can look forward 
to many years of accomplishment he is 
in an extraordinarily fine position to 
render service.” 


The Founder 


Fred W. Hubbell’s grandfather, Fred- 
erick Marion Hubbell, was 28 years old 
when he founded the company. In Des 
Moines one day he had been approached 
to buy insurance by the agent of a large 
company. He immediately became inter- 
ested; asked many questions about com- 
pany operations, and then decided to 
form a company in Des Moines. He 
interested neighbors and friends; got to- 
gether a group which agreed to invest 
$100,000—not easy to raise in those 
pioneer days, and the company started. 
Selecting an older man for president 
he became secretary, later becoming 
president. The first policy was issued to 
him on February 9, 1867, on the Ten 
Payment Life plan for $2,000. For 
many years he was the oldest policy- 
holder of the company. The policy nov 
hangs on the wall of Chairman Nollen’s 
office. 

Since Frederick Marion Hubbell bought 
that policy the company has grown until 
today it has more than $557,000.000 in 
force and has assets of $182,000,000. 

Essential Purpose of Life Insurance 

In his talk this week President Hub- 
bell stressed the essential purpose of life 
insurance which, he said, was to indem- 
nify against loss of life. He declared 
that too often the underlying principle 
of life insurance is not kept in sight. 

To those remaining in a family be- 
reaved, the lost one cannot be returned, 
but through life insurance they can be 
indemnified in a monetary manner for 
the loss sustained. Thus, widows can 
keep their homes together, educate their 
children, give them the care and ad- 
vantages that will make them useful and 
self-supporting citizens. It is the real 
social security which over 64,000.000 peo- 
ple of this nation enjoy, brought about 
by agents of the life insurance com- 
panies. Through the development of the 
insurance system the service to policy- 
holders has been steadily increased and 
refined with the growing complexity of 
our national life. Closely associated with 
indemnification against loss of life is the 
protection against old age, which is now 
cared for by cash values, endowment in- 
surance and the various forms of an- 
nuity contracts. Indemnification against 
loss caused by total disability, sometimes 
referred to as the living death, is 
furnished now by the addition of total 
and permanent disability benefits to the 
regular life insurance policies. Additional 
indemnification against loss caused by 
accidental death is furnished by the 
double indemnity benefits. 

2 Use of Proceeds 

The manner of payment of claims has 


been developed to best serve beneficiaries 
and to make certain that the purpose for 
which the insurance was purchased will 
be carried out. Payments of proceeds 
of policies are made in instalments, all 
of which are guaranteed by the life in- 
surance company, so that definite plans 
can be made by policyholders to specifi- 
cally provide for future programs which 
they may have in mind. Thus, life in- 
surance can be used to provide regular 
monthly payments for the maintenance 
of the family, for the education of chil- 
dren, and for numerous other special 
situations that may be deemed desir- 
able. “A life insurance company is the 
only institution of which I have any 
knowledge that will specifically guaran- 
tee to carry out programs of this char- 
acter to the very letter of the contract 
selected,” said Mr. Hubbell. 

Through the changing conditions of 
the nation insurance is available to solve 
many diverse and serious problems. In 
addition to these family situations there 
are business difficulties that arise at the 
time of death. One may be a partner 
in a business that depends for its suc- 
cess on the united efforts of all those 
connected therewith. Upon the loss of 
one of the partners, the business is 
burdened with an extra expense in order 
to replace the deceased and at the same 


time fulfill its obligation to the former 
partner’s estate. This, in many _ in- 
stances, represents the difference be- 


tween success and failure. Partnership 
insurance properly written can and does 
fill this gap and protects not only the 
family of the deceased partner but pre- 
serves the business for those remaining. 


Corporation insurance, likewise, pro- 
tects and indemnifies an incorporated 
business against the loss of so-called 


key men responsible for the continued 
success of the enterprise. In smaller 
corporations, stock purchase plans can 
be arranged by means of life insurance 
whereby the stock holdings of a de- 
ceased stockholder can be taken over by 
those remaining. There are numerous 
ramifications of the use in preserving a 
business to which life insurance can be 
put, with which you are familiar, There 
are many other applications also, such 
as its availability for inheritance and 
estate taxes, which burdens have been 
increasing rapidly through the years. 
National Economy 

The other phase of life insurance is 
its effect on the national economy, con- 
tinued Mr. Hubbell. Life insurance dol- 
lars are not idle dollars, but most active. 
The life insurance company, in order to 
carry out its contracts, must put its 
funds to work, make them earn interest. 


Equitable of lowa Leaders Honored 


The annual convention of the produc- 
tion clubs of the Equitable Life of Iowa 


was held this week at the Waldorf- 
Astoria Hotel, New York. It was the 
thirty-first annual meeting. Sessions 


lasted part of four days. 

Theme of the convention was “The Life 
Insurance World of Tomorrow.” Among 
addresses were those by Henry S. Nol- 
len, chairman; F. W. Hubbell, president ; 
Robertson G. Hunter, vice-president and 
actuary; E. E. Cooper, assistant superin- 
tendent of agencies, and A. Freeman 





| Convention Chairman 











RAY E, FULLER 


Mason, CLU, a member of the Phila- 
delphia agency. 
Ray E. Fuller Presides 


Presiding at all sessions of the joint 
meetings was Ray E. Fuller, superin- 
tendent of agencies. He installed the 
following officers of the clubs who had 
earned their ranks by production and 
conservation efforts during the 1938 
qualifying year: 

President’s Club—R. O. Claypoole, 
Philadelphia, president; R. H. Sheldon, 
Los Angeles, vice- president; Alex Van 
Zanten, Grand Rapids, secretary. 

Agency Club—J. M. Utter, Seattle, 
president; A. R. Crawford, Chicago, vice- 
president; S. L. Ford, St. Louis, secre- 
tary. 

Organization Club—H. S. Bell, Seattle, 
president; P. B. Rice, Harrisburg, vice- 
president. 

Five new agency he -ads attending their 
first convention in that capacity were in- 


troduced: H. S. Brownlee, Pittsburgh; 
H. P. Cooley, Boston; E. J. Cross, Syra- 
cuse; F. W. Durkee, Buffalo; E. V 


Reed, Wichita. 

Vice-President and Actuary Robertson 
G. Hunter then presented awards to 152 
soliciting agents and agency heads who, 
during the calendar year 1938, had ex- 
celled in matters of conservation of busi- 
ness, and awards of silver service were 
presented by A. Scott Anderson, man- 
ager of the service section, to fifteen 
members of the Equiowa One-A-Week 
Club, who had attained one-a-week pro- 
duction records of from 200 to 900 weeks 
during the year ending July 1. Addi- 
tionally, Mr. Anderson gave special rec- 
ognition to two members of the Equiowa 
One-A-Weck Club who had completed 
1.000 weeks of club production—Ben 
Bloch, soliciting avent Peoria agency, 
and Armand C. Pfaff, general agent, 
Griffin, Ingram & Pfaff agency, Chicago. 

The first session closed with an ad- 

(Continued on Next Page) 


-projects too numerous to mention. 





W. HUBBELL 


They are not just deposited in a bank 
but are loaned to thousands of individuals 
and corporations who can use them in a 
productive enterprise. “I dare say that 
hardly a personal commodity which we 
own and enjoy, or a service which we 
use and require, is not affected and 
made possible in part by the life insur- 
ance dollar,” he said. 

Real estate owned by the companies 
is rented to farmers who produce the 
foodstuffs of the nation, as homes to 
shelter myriads of people of all classes 
in life, for stores and offices necessary 
in the transaction of every-day business. 
Mortgages enable farmers to purchase 
farms, city dwellers to own homes, fi 
nance construction of apartments, hotels, 
office buildings, hospitals, stores and in- 
dustrial plants. The proceeds of loans 
to policyholders are used for every con 
ceivable purpose and are available when 
other sources of credit are non-existent. 
The proceeds of bonds held by life in- 
surance companies touch every aspect of 
our national life. They assist in the 
financing of the Federal Government, 
over 10% of the national debt being 
held by the life insurance companies. 
This financing alone has assisted in the 
building of post offices, schools, bridges, 
airports, dams, flood control and naviga 
tion projects, and so on ad finitum. Life 
insurance dollars have gone into and 
made possible the building of railroads, 
utility plants of every character, such 
as those producing electricity, water. 
steam, ice and gas. They have assisted 
in the building of roads, bridges, fac 
tories, sewage disposal plants aol other 
Even 
the life insurance dollars deposited in 
the bank and necessary for working 
capital and payment of claims is used in 
part by the depository in the making of 
loans to help carry on the business of 
the country, so that life insurance not 
only serves the individual policyholdet 
and his or her beneficiaries but als 
plays a large and important part in the 
development of the country as a whole 

In conclusion Mr. Hubbell said: “The 
world of tomorrow approaches and we 
face it with confidence. We know from 
experience that success for the future is 
built upon the achievements of the past 
Without a good foundation no structu~« 
can long exist. For us, associated to 
gether, the past records seventy-twi 
vears of steady progress, and a wonder- 
ful foundation upon which to build has 
been accorded us.” 








Unfair Deductions 
From Termination Data 
DEPRESSION FIGURES ONE-SIDED 





Robertson G. Hunter Denies Economic 
Waste Assertion Made at Ins. Hear- 
ing; Tells of Conservation 


Robertson G. Hunter, vice-president 
and Equitable Life of 
talking to the annual. agency convention 
at the Waldorf-Astoria this week, made 
some comments respecting terminations 
of policies based on the hearings of the 
O’Mahoney Committee in Washington 
which has been making an insurance in- 


actuary, Iowa, 


quiry. 

At the hearings considerable was made 
of the fact that during the past ten 
years 158 billions of dollars of life insur- 
ance was written and 133 billions termi- 
nated. He didn’t agree with any con- 
clusion drawn from this exhibit that 
there was an enormous economic waste 
in the termination of policies other than 
those terminated by reason of death or 
maturity. A SEC professor on the stand 
stated that the purpose of 82% of the 
insurance taken out was frustrated. By 
this, he meant that 18% of the business 
accomplished the purpose for which it 
was taken out and Mr. Hunter presumed 
he meant that the balance was economic 
waste. 

Why Not Analyze Figures Before 
the Depression? 


Commenting upon this he said: 

“The period selected by the committee 
took in all the years of depression, when 
it was difficult to write insurance and 
wholly out of the control of the com- 
panies to prevent terminations. Had the 
committee selected the ten years prior to 

(Continued on Page 16) 





Honor H. A. Hedges 


Herbert A. Hedges, Kansas City gen- 
eral agent, Equitable Life of Iowa, was 
today honored as the company’s 1939 
Master Agency Builder at the thirty- 











HERBERT A. HEDGES 

first annual banquet of the Production 
Clubs now in convention at the Waldorf- 
Astoria Hotel. 

The Master Agency Builder award is 
a mark of recognition for agency leaders 
bestowed annually by the company upon 
the agency head who for five consecu- 
tive years has paid for $1,000,000 or more 
of business and has during that period 
excelled in matters of organization, pro- 
duction, conservation, average sized 
policy and economical operation. The 
award is considered the company’s rank- 
ing recognition for agency organization 
and leadership. Mr. Hedges was pre- 
sented with a bronze wall plaque. 

Mr. Hedges for twenty years has been 
with the Equitable of Iowa and since 
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BEN BLOCH 


Equitable Life of Iowa has a One-a- 


Week Club. A. Scott Anderson of the 
agency division had some of these con- 
secutive producers take a bow at the 
field convention of the company in the 
Waldorf-Astoria this week. 

Two of these agents have produced 
applications for 1,000 consecutive weeks. 
They are Ben Bloch of Peoria and Ar- 


mand C. Pfaff of Griffin, Ingram & 
Pfaff, Chicago. 
When Mr. Bloch, who is general 


agent, got his 1,000th week application 
he was given a testimonial dinner at- 
tended by civic, business and professional 





Two Who Passed 1,000 Weeks 








ARMAND C. PFAFF 


leaders of Peoria. He joined the com- 
pany in 1914. Mr. Pfaff ten years ago 
wrote to the company and said that his 
general agency duties would make it in- 
creasingly difficult for him to maintain 
consecutive weekly personal production, 
but he was wrong because he has con- 
tinued to click in that direction to the 
present time. 

Glenn Gillette of Williamsport, Pa., 
has a record of 963 weeks. Two agents 


have produced consecutively for 700 
weeks. They. are L. J. Beaucage of 
Portland, Ore. and P. B. Caster of 
Cleveland. 





NAMES AGENCY COUNCIL 





President of Equitable of Iowa An- 
nounces New Advisory Body of 
Seven General Agents 
The Equitable Life of Iowa at its an- 
nual agency convention held at the 
Waldorf-Astoria Hotel this week, an- 
nounced the establishment of an agency 
advisory council, to be composed of 
seven general agents, three of whom be- 
came members of the council by reason 
of their achievements in agency work 
during the previous year, and four of 
whom were appointed by the president 
of the company. Those qualifying on 
their attainments are the Master Agency 
3uilder, the president of the Organiza- 
tion Club, and the vice-president of the 

Organization Club. 

Purpose of the council is to concen- 
trate in one group the constructive ideas 
of the agency force for the better pro- 
motion of the business; to unify and 
improve sales methods and sales ma- 
terial; and to counsel with the officers 
of the company regarding policies which 
will be helpful in the building of the 
agency force and in increasing sales. 

Regular meetings of the council will 
be held at least twice each year and 
special meetings may be held as neces- 
sary. For the year 1939-40, the council 
membership follows: 

Herbert A. Hedges, general agent, 
Kansas City; Hugh S. Bell, general 
agent, Seattle; P. B. Rice, general agent, 
Harrisburg; J. . Moorman, general 
agent, Cincinnati; F. W. Osmundson, 
general agent, Mason City. Iowa; H. 
W. Stanley, general agent, Wichita; C. 
M. Vaughan, general agent, St. Louis. 





1924 he has served as general agent in 
Kansas City. He has fully qualified for 
membership in every Organization Club 
since 1924 and twice has been an offi- 
cer in that club. In recent years, in 
addition to his work as general agent, 
Mr. Hedges has found time to serve with 
distinction in civic matters and life un- 
derwriter association affairs in Kansas 
City, and he is a national trustee of the 
National Association of Life Under- 
writers and chairman of the “On to St. 
Louis” committee of that organization. 


Leaders Honored © 
(Continued from Page 3) 


dress, “The Equitable Life Insurance Co. 

of Iowa of Tomorrow,” by F. W. Hub- 

bell, president, wherein he charted the 

broad outlines of the course the com- 

pany will follow during the years ahead. 
Order of WOIF 

Members of the Order of WOIF, an 
honor group composed of those agents 
of the company who as of June 30 of 
the current year had completed produc- 
tion requirements for membership in the 
1940 Agency Club, were guests of com- 
pany officers at a reception in Le Per- 
roquet suite in the Waldorf. The Pro- 
duction Clubs’ banquet was held Tues- 
day night in the Empire Room. At the 
banquet Mr. Fuller, who presided. pre- 
sented three major awards. C. P. Spahn 
of the Griffin, Ingram & Pfaff Agency, 
Chicago, was presented as the 1939 mem- 
ber of the Hall of Honor, the highest 
honor attainable by a soliciting agent, of 
the company. Herbert A. Hedges, gen- 
eral agent, Kansas City, was awarded 
the Master Agency Builder Plaque for 
1939 in recognition of ranking organiza- 
tion efforts. James L. Brader, agency 
manager, San Francisco, was then hon- 
ored as the winner of the Kirk Memo- 
rial Cup in recognition of his paper 
submitted in the 1939 Kirk essay contest 
entitled “Life Insurance for Young Busi- 
ness and Professional Men.” 

The banquet program was closed with 
a brief .address by President Hubbell 
who recognized company representatives 
with twenty or more years of service by 
the awarding of Founder’s Club medals. 

CLU’s at Breakfast 

Thirteen agents and agency heads, all 
Chartered Life Underwriters, gathered 
Wednesday morning for the annual 
Equitable of Iowa CLU breakfast pre- 
sided over by Agency Secretary E. E. 
Smith. The general convention section 
which followed, and which was called to 
order by Mr. Fuller, was opened by a 
panel under the leadership of Agency 
Secretary Smith and participated in by 
the following field representatives: A. M. 
Boex, Cincinnati; R. O. Claypoole, Phil- 
adelphia; S. L. Ford, St. Louis; E. W 


Lemonds, Sioux Falls, and F. L. Me- 
Cormick, Des Moines. The subject of 
the panel discussion was “Prospecting 
Today and Tomorrow.” This feature, 
which was one of the highlights of the 
entire program, was followed by a care- 
fully prepared discussion on the subject 
“Answering Objections,” presented by A, 
Freeman Mason, CLU, of the Philadel- 


phia agency. “The Agent of Tomor- 
row,” an address by E. E. Cooper, as- 


sistant superintendent of agencies, pro- 
vided a stimulating note to the program 
at this point. Mr. Cooper was followed 
by Vice-President Hunter who present- 
ed a question and answer feature under 
the title “Information Please,” an in- 
teresting and enlightening adaptation to 
life insurance of the radio program by 
the same name. 

Henry S. Nollen. chairman, brought 
the meeting to a close with an address 
entitled “Life Insurance and Democracy,” 
which thoughtfully and comprehensively 
ontlined the vital part which the institu- 
tion of life insurance plavs in the mod- 
ern world. The recention accorded Mr. 
Nollen’s speech clearly indicated that it 
fittingly climaxed an outstanding pro- 
cram. 

At the close of the Wednesday busi- 
ness session the Production Clubs’ con- 
vention was adjourned and the balance 
of the day and evening was devoted to 
individual entertainment. 

The Agency of Tomorrow 


The Organization Club, composed of 
the agency heads of the company, met 
Thursday morning, Superintendent of 
Agencies Fuller presiding. The theme 
of the Organization Club was “The 
Agency of Tomorrow,” and the program 
was opened by another panel discussion 
under the leadership of Agency Secre- 
tary Smith on the subject “Let’s Talk 
Over Recruiting,” and participated in by 
the following five general agents of the 
company: N. C. Day, Burlington; G. V. 
Fort, Des Moines: R. Hoghe, Los 
Angeles: P. B. Rice, Rice agency, and 
C. M. Vaughan, St. Louis. This was 
followed by an address delivered by 
Phineas M. Henry, vice-president and 
counsel of the company, on the subject 
“A New Form of Collateral Assign- 
ment.” Herbert A. Hedges, general 
agent at Kansas City and company’s 
master agency builder for the vear 1939, 
then addressed his fellow agencv heads 
on “Some Answers to the Problem of 
Keeping the Old Man in Production.” 

The final hour of the Organization 
Club meeting was devoted to an open 
discussion participated in by all present, 
under the leadership of Superintendent 
of Agencies Fuller, on the general theme 
“How to Do a Better Job.” 

Members of the President’s Club met 
on the morning of July 14, under the 
chairmanship of E. E. Cooper, assistant 
superintendent of agencies, for a pro- 
gram consisting entirely of addresses by 
the following agents: L. J. Beaucage of 
the Portland agency, V. G. Ruthemeyer 
of the Cincinnati agency and Alex Van 
Zanten of the Grand Rapids agency, 
each of whom discussed “My Most In- 
teresting Recent Cases.” Wilbur Love- 
land of the Wichita agency and Ben 
Bloch of the Peoria agency discussed 
their work methods under the general 
heading, “It Works for Me.” Mr. 
Cooper concluded the session with an 
informal talk. 





SEND WIRE TO S. A. SWISHER, JR. 


At the Equitable of Iowa convention 
this week a telegram of sympathy and 
hope for improvement in health was sent 
to Stephan A, Swisher, Jr., who recently 
retired as agency vice-president of the 
company because of illness. 





HONOR BARDENHEUER RECORD 


One of the managers honored at the 
Equitable of Iowa field convention this 
week for conservation achievements was 
H. E. Bardenheuer of Hoey & Ellison, 
Inc., New York. 





E. C. Baker, Prudential Assurance Co. 
of London, England, has been appointed 
district representative with headquarters 
at Stratford, Ontario, Canada. 
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Penn Mutual Appoints 
New G. A. at Providence 


CARR R. PURSER GETS POST 





Succeeds Edwin A. Collett Who Remains 
With Agency as Personal Producer; 
Purser Was With Bethea 

The Penn Mutual Life has appointed 
Carr R. Purser, formerly with _ the 
Bethea agency of the company in New 
York City, as general agent in Provi- 
dence, R. I. He succeeds Edwin A. 
Collett, who for some months has been 





Bachrach 


CARR R. PURSER 


desirous of returning to personal pro- 
duction. Mr, Collett will remain with 
the agency. Announcement was made 
this week by Alexander E. Patterson, 
vice-president. 

A native of Charlotte, Mr. Purser was 
graduated from the University of North 
Carolina in 1928. After various business 
experiences in Charlotte, he entered the 
Oliver Roddey agency of the Penn Mu- 
tual there in 1932. as a personal pro- 
ducer. In February, 1936, he came to 
New York City with the Bethea agency 
and in October of that year was given 
supervisory assignments. 

In the Life Underwriters Association 
of New York City, Mr. Purser has served 
on the public speaking committee and 
the constitution and by-laws committee. 
He is treasurer of the University of 
North Carolina Alumni Association in 
New York and _ secretary-treasurer of 
Kappa Alpha Alumni. 





Connecticut General Names 
R. C. Bevan at Worcester 


Following the resignation of Duane 
Sprague as general agent for the Con- 
necticut General Life at Worcester, 
Mass.,. Ralph C. Bevan was appointed 
manager as of July 1. 

Mr. Sprague, who has been with the 
company since 1921 and has served as 
general agent since 1930, will continue to 
represent the company, devoting his time 
to personal production and servicing his 
personal clientele. During fourteen years 
of his association with the Connecticut 
General, he has been a member of the 
company’s honor roll of leading pro- 
ducers. 

Mr. Bevan has been assistant manager 
in the company’s Providence agency 
since December, 1934, and has qualified 
regularly for the honor roll. 


BERKSHIRE LIFE GAINS 

The Berkshire Life Insurance Co. re 
ports a gain in new paid volume of life 
insurance of 30% for the month of June 
over June, 1938. The company shows a 
444% increase in new paid volume for 
the first six months of 1939 as compared 
with the new paid volume of life insur- 
ance for the first half of 1938. 

















“f INSURED HIM” 


This insurance salesman has 
reason to be proud as he directs 
the attention of his companion to 
a widow and her children. 


Because of his persistency their 
late husband and father was ade- 
quately insured and they are 
spared the added grief of want. 


Check up on the bread winners 
of your community. 
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ted) rudlential 
Insurance ¥ Company of America 


Home Office, NEWARK, N. J. 















New England Mutual 
Transfers C. H. Stull 


GOES TO WEST COAST SEPT. 1 





General Agent at Providence, R. I., Will 
Take San Francisco Agency Suc- 


ceeding O. C. LeBart 





Effective September 1, C. Harvey Stull, 
now general agent at Providence, R .L, 
will become general agent at San Fran- 
cisco for the New England Mutual Life. 
Mr. Stull will succeed Oscar C., LeBart, 
who has resigned his post after seven- 





C. HARVEY STULL 


teen years with the company. Mr. Le- 
Bart plans to spend several months 
traveling in Europe. 

After serving overseas for a year and 
a half during the war, Mr. Stull began 
a broad business experience which led 
to the positions of pension and insurance 
analyst, and later sales manager, with 
the General Electric Co. In 1933 he fol- 
lowed the example of his father, for 
many years an agent for the New Eng- 
land Mutual, by joining that company’s 
agency force in Connecticut. He imme- 
diately showed his ability in original life 
insurance work and produced over a 
quarter million in a limited territory 
during his first year. 

In 1935, Mr. Stull was appointed New 
England Mutual’s general agent at Prov- 
idence and in the first year succeeded 
in more than doubling the agency’s busi- 
ness. Since then his agency has shown 
a consistent increase each year, regu- 
larly exceeding its quota. Mr. Stull was 
one of the organizers of the Rhode Island 
Life Underwriters Association, and was 
elected its first president. 





Connecticut General Makes 


Change in Pittsburgh Agency 

A. T. Yungman, manager Connecticut 
General at Pittsburgh since 1935, has 
resigned to become associated with the 
company’s Philadelphia agency, and Hugh 
Kemp of Philadelphia has been appointed 
manager at Pittsburgh. Mr. Yungman 
will assist in the estate analysis opera- 
tion of the Philadelphia agency and will 
be a member of the company’s home of- 
fice advisory bureau, expanding the func- 
tions of this department to supply broad- 
er sales information to the field. 

Mr. Kemp, who has been assistant 
manager in Philadelphia, active in organ- 
ization and programming work, has been 
with the company since 1921, qualifying 
as an honor producer in each year. 


KROSS MANAGER AT DETROIT 
General Underwriters, Inc., recently ap 
pointed general agent for Connecticut 
General in Detroit, has appointed Fred- 
erick H. Kross of that city to manage 
its newly established life department. Mr. 
Kross has been in life insurance as a 
successful producer for fourteen years. 
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HEARD on the WAY 








Rene P. Banks, general agent Penn 
Mutual, Cleveland, devoted an _ entire 
page of his broadside publication to the 
late Grover D. Davis of the Penn Mu- 
tual’s agency division, running a picture 
of the agency executive showing him in 
cowboy clothes on horseback. Grover D. 
and his late brother, Frank H. Davis, 




















“DODE” DAVIS 


Wyoming. Mr. Banks 
“The Last Round- 
part were 


had a ranch in 


captioned his eulogy, 
up,” and comments in 
these: 

“We pause today at the Crossroads— 
Grover D. (Dode) Davis has gone West. 

“We pay silent tribute to the memory 
of a great and good friend—a man whose 
courage and capacity for friendship knew 
no limits—who literally numbered his 
friends by the hundreds. He was that 
manner of man, 


“In the parlance of the Old West, 
Dode Davis ‘would do to take along.’ 
In any crowd and in any company, he 
belonged. Brother, husband, father, 
friend—his life was the true measure 
of a man. 

“Born in the valley of the Missouri 
nearly half a century ago, Dode Davis 
rode through three decades of manhood 
almost at a gallop. 

“From the ‘hurry up’ deck of a Wyo- 
ming mustang, riding range for The 
Swan at Chugwater, to a junior officer of 
the Penn Mutual in Quaker Philadelphia 
is a long jump— but he made it. He 
mastered both tough jobs and never once 
‘pulled leather.’ 

“His was truly a life not measured in 
vears but by achievement. For us at 
the Crossroads and in the entire field, 
with his passing goes something from 
the very heart of a creat institution. 

“The End of the Trail found him back 
in his own Missouri Valley—riding un- 
afraid into a setting sun. Goodbye, Dode, 
old pardner, you were the bravest man 
we ever knew.” 


his 


Many insurance men visited the Davis 
Brothers ranch in Wyoming. It is lo- 
cated at Hawk Springs, Wyo., seventy- 


five miles north of Chevenne and con- 


sists of 


10,000 acres. The ranch was 
known as ANA which initials were 
branded on the Davis cattle. The brand 
was formerly the property of Col. Wil- 


liam F. Cody. 





The Hartford Courant announces that 
in its future obituary notices it intends 
to omit the cause of death, an occasional 
exception being made. Its editorial an- 
nouncement is packed with common 
sense. Anyway, for years newspapers 
have frequently not told the exact reason 
the subject died, simply designating as 





the ailment “heart trouble.” That covers 
a wide latitude and is correct because 
when the heart stops beating death fol- 
lows. Certain diseases also are not men- 
tioned in such obituary notices because 
they are not mentioned in conversation. 
Many deaths result from a complication 
of diseases, and it is rather difficult to 
tell which was the concluding factor in 
cutting short the life. The Hartford 
Courant’s explanation of its decision in 
part follows: 

“Although it may be 
readers of a bit of information which 
they have been accustomed to find in 
the press, The Courant is now omitting 
to mention in its obituary columns the 
nature of the disease or ailment to which 
death was attributable. It is difficult to 
establish a hard and fast rule governing 
a matter of this sort; exceptions to it 
may at times seem necessary. Also it is 
possible that in the writing and editing 
of ‘copy’ departures from the rule may 
inadvertently be made. 

“Perhaps it will readily occur to most 
discriminating persons why we have seen 
fit to impose this censorship on our col- 


depriving its 


umns. Every physician knows that the 
mental attitude of the patient has a 
great deal to do with his or her re- 


covery, and it cannot be otherwise than 
disturbing to one undergoing treatment 
for a given disease to pick up the paper 
and read of deaths due to that same 
cause. Furthermore, those who have 
recovered from a serious ailment of any 
sort often find it difficult to dismiss the 
fear that they may be visited by its re- 


currence. It is not helpful to their 
tranquility to have it paraded before 
them that other ‘cured’ cases they may 


have perhaps known about were not last- 
ing. 

“To one who is entirely well a 
of comfort and contentment is a 


sense 
great 


Washington State Agent 
For National Life of Vt. 


The National Life of Vermont has 
appointed Renaldo A. Baggott, age 35, 
as state agent for the company at Seattle, 
Wash. The company has done business 
in Washington since the state was ad- 
mitted to the Union in 1889, 

Mr. Baggott is a native of Wenatchee, 
Wash. He attended the University of 
Washington and has since won distinc- 
tion for a number of public activities in 
Seattle, particularly in the Seattle Junior 
Chamber of Commerce. He is an ac- 
complished musician, organist, and choir 
director at St. Paul’s Episcopal Church 
in Seattle. For the past two years he 
was supervisor in the Grant agency, 
Penn Mutual, Seattle, having been with 
that agency in all five years. The offices 
of Mr. Baggott and his associates will 





be at 835 Henry Building, 1318 Fourth 
Avenue, Seattle. 
blessing; to one who has forebodings 


about his health the cultivation of this 
sense may make all the difference in the 
world to his enjoyment of life. If we 
can make through the policy here an- 
nounced a small contribution to the peace 
of mind of those who foster gloomy pre- 
dictions we shalt be well satisfied.” 


The Washington National of Evanston, 
Ill., is operating a home office employes" 
school, giving instruction in principles of 
life insurance following plan outlined by 
Life Office Management Association. 
Class meets every Monday and Thursday 
after office hours. W. A. Granville is 
dean of the faculty and J. K. Davis is 
head instructor. 


The Hartford National Bank & Trust 
Co. printed an advertisement recently 
asking the public to look into all types 
of business insurance so as not to over- 
look its importance. 

Uncle Francis. 
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Million Dollar Round 
Table Now Has 91 


ALL PARTS OF COUNTRY ON LIST 


Noble Frank Lowndes of England Paid 
For Most; No Woman in New 
Qualifying Group 


This year’s Million Dollar Round 
Table group consists of ninety-one mem- 
bers of whom 35 are qualifying and life 
members; twenty qualifying; and thirty- 
six are life members. 

Chairman Paul C. Sanborn says that 
the largest production credit submitted 
is from its London member — Noble 
Frank Lowndes. He paid for fifty-eight 
cases for $4,227,431. 

Most interest in executive offices is 
taken probably in the qualifying mem- 
bers as there are some new names there. 
Following is list of qualifying members: 

Herry J. Baker, Bankers National, 
O. S. Carlton, Jr., Great Southern, 
Frank B. Falkstein, Aetna, San Antonio: 

rank P,. Fonvielle, Phoenix Mutual, Okla: 
homa City; W. T. Gwaltney, Southland Life, 
Fort Worth; Dwight G. Johnson, Philadel- 
phia; I. Austin Kelly, III., Phoenix Mutual, 
White Plains; 

Also, Herbert R. Ketzer, Metropolitan, West 
Brighton, Staten Island; Michael G. Kietz, John 
Hancock, New York; John R. Mage, North- 
western Mutual, Los ‘Angeles; Cornelius J. Me- 
Cole, Mutual Life, Wilkes-Barre; Max Moch, 
Sun Life, Akron; 

Also, F. R. Olsen, Northwestern Mutual, 
Minneapolis; Roderick Pirnie, Massachusetts 
Mutual, Providence; Jules J. ’Polacheck, New 
England Mutual, Pittsburgh; Frank R. Roll- 
inger, Sioux Falls; Sidney Salomon, Jr., 
Equitable Society, St. Louis; Carey Selph, Great 
Southern, Houston; Loren D. Stark, Connecti- 
cut Mutual, Houston; Burton F. Vessey, Provi- 
dent Mutual, Minneapolis. 

Qualifying and Life Members 

The qualifying and life members are 
these: 

Dr. Charles E. Albright, Northwestern Mu- 
tual, Milwaukee; C. Vivian Anderson, Provi- 
dent Mutual, Cincinnati; Edward L. Arthur, 
Tampa; Daniel Auslander, Massachusetts Mu- 
tual, New York; Louis Behr, Equitable Society, 
Chicago; : 

Also, 
Mutual, 
Benefit, 
fit, Chicago; 
Arthur K. Deutsch, 
cisco 

Also. Paul H. Dunnavan, Canada Life, Min- 
neapolis; S. Henry Foreman, Mutual Life, 
Chicago: Isaac Kibrick, New York Life, Brock- 
ton; Eugene M. Klein, Northwestern Mutual, 
Cleveland; Felix U. Levy, Penn Mutual, New 

ork; Maurice Linder, Travelers, Brooklyn; 
Noble Frank Lowndes, London 

Iso, Max Matusoff, "Mutual Benefit, 
Cleveland; Ben S. McGiveran, Northwestern 
Mutual, Eau Claire, Wis.; "John Morrell, 
Equitable Society, Chicago; Henry G. Mosler, 
Massachusetts Mutual, Los Angeles; Robert C. 
Newman, New England Mutual, St. Louis; 

Also, Lowell L. Newman, Penn Mutual, Fort 
Wayne; Alfred JT. Ostheimer, III., Philadel- 
phia; Harold S. Parsons, Travelers, Los 
Angeles; Harold L. Regenstein, Massachusetts 
Mutual, New York; Marvin Sherman, Equitable 
Society, Los Angeles; J. W. Shoul, Mutual 
Life, Newburyport; Harry Steiner, Equitable 
Society, Chicago; Henry C. Stockman, Newark; 
James M. Stokes, New England Mutual, Phila- 
delphia; John O. Todd, Chicago; Malcolm Vail, 
Chicago; Harry T. Wright, Equitable Society, 
Chicago; Harry Wuertenbaecher, Penn Mutual, 


St. Louis. 
Life Members 


Life members are Herbert F. Austin, New 
York Life, Patchogue; W. Lester Brooks, Jef- 
ferson Standard, Charlotte; Philip F. Brough- 
ton, New York; Manning P. Brown, Equitable 
Society. Philadelphia; Dana C. Clarke, New 
York; Ralph Colby, Franklin Life, Indianapolis; 
William O. Cord, Penn Mutual, Dayton; R. U. 
Darby, Massachusetts Mutual, Baltimore; 

Also, Harry I. Davis, Massachusetts Mutual, 
Atlanta; Julius M. Eisendrath, Guardian Life, 
New York; Tames E. FitzGerald, Fidelity Mu- 
tual, San Jose; Cecil Frankel, Equitable So- 
ciety, Los Angeles; J. Douglas Freeman, Equit- 
able Society, Baltimore; Adolph E. Gillman, 
Northwestern Mutual, Cincinnati; 

Also, Fred S. Goldstandt, Equitable Society, 
New York; Max Hemmendinger, Mutual Bene- 
fit, Newark; J. Frank _ Holmes, Indianapolis; 
W. H. King, Mutual Benefit, Lima; Herman 
Kramer, Penn Mutual, Chicago; 
Rowland F. Mellor, Mutual Benefit, 

:; Sigourney Mellor, Provident Mu- 
Philadelphia; Joseph H. Reese, Penn Mu- 
Philadelphia; Theodore@M. Riehle, Equit- 
Society, New be oa | od A. Rosen, 
Union Central, New i 
Mutual Benefit. Sees William *E. “Sander, 
Mutual Life, Seattle; 

Penn Mutual, Phila- 
Asheville: Stuart F 


Also, Thomas M. Scott, 
delnhia; Celeb R. Smith. 

Smith, Connecticut General, Philadelphia; 
Fugene B. Stinde, Northwestern Mutual, St. 
Louis; J. E. B. Sweeney, Fquitable Society. 
Huntington; Grant Taggart, California-Westeri 
States. Cowley, Wyo.; Harold L. Taylor. Mu- 
tual Life, New York; Dix Teachenor, Kansas 
City Life, Kansas City; Sam R. Weems, Min 
nesota Mutual, Weslaco, Tex.; and J. Hawley 
Wilson, Massachusetts Mutual, 


Boston; 
Houston; 


Thomas K. Carpenter, Northwestern 
New York; John E. Clayton, Mutual 
Newark; Paul W. Cook, Mutual Bene- 
Lowell D. Crandon, Newark; 
State Mutual, San Fran- 


tual, 
tual, 
able 


Oklahoma City. 
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Future Will Straighten 
State Exams’ Problem 


NEEDS INQUIRY AND DIPLOMACY 


Commissioner Blackall Tells Hartford 
Rotary Club of Some Questions 
Interesting Insurance Men 


Tohn C. Blackall, Insurance Commis- 
sioner of Connecticut, gave the Hartford 
Rotary Club some slants on insurance in 
a talk delivered Monday. In discussing 
the examinations situation he said: 

“IT can observe in the workings of our 
National Association of Insurance Com- 
missioners a great insistence, if you will, 
on the part of the Western and South- 
ern states for participation in the regula- 
tion of companies. It is manifest in our 
arguments over the methods of examin- 
ing companies, and it seems to me now 
that for a substantial period of time 
reasonable outside representation of 
other states must be accepted as a mat- 
ter of policy. It is too early to state 
whether such a plan is more advantage- 
ous than the old plan which left the 
complete responsibility to the state in 
which the company examined was domi- 
ciled, but a few more years of experi- 
ence with it will indicate to us what 
further declarations of policy should be 
made in connection with this question. It 
is one on which, at present, perhaps the 
most satisfactory attitude to take is one 
of inquiry plus a diplomatic acceptance 
of the various points of view. 

“We have recently completed a study 
of the so-called mortality table done 
through the work of the actuaries of the 
larger departments including Connecti- 
cut, and the report made to our con- 
vention at San Francisco has already 
been widely commended. It is a sub- 
stantial contribution to the development 
of the life business.” 

Realty Situation Improves 

In discussing real estate portfolios of 
life companies the commissioner said in 
part: 

“Obviously, the companies in the in- 
terest of states as a whole could not put 
on to a distressed market real estate 
holdings acquired through foreclosure 
and, at the same time, it was their duty 
to keep these properties moving consist- 
ent with fair rather than distressed 
values, and generally speaking, the de- 
velopment in this field while it leaves 
something to be desired is better than 
it was.” 

Mr. Blackall said that casualty com- 
panies are quick to reflect changes in 
our social life. 

Without safety campaigns, good high- 
ways and reasonable administration of 
motor vehicle laws accident frequencies 
mount, deaths increase, number of in- 
juries pile up,” he said. “But in recent 
years consciousness of the people of the 
fact that the man at the wheel has much 
to do with insurance rates has produced 
an experience in the last few years that 
has been quite favorable and has been 
reflected in lower costs.” 





To Transfer Irish Business 


Justice Gavin Simonds, in the Chan- 
cery Division of the British High Court, 
has fixed July 26 for the hearing of a 
petition presented by the Prudential, 
Pearl, Britannic, and Refuge companies 
for the sanction of the court to the 
transfer of the Industrial insurance busi- 
ness carried on by these four British 
offices to the new company formed under 
the law of Eire called the Industrial 
and Life Insurance Amalgamation Co. 

James C. Dowdall, chairman of this 
new Irish company, while in England in 
connection with this transfer of busi- 
ness, collapsed and died at Holyhead 
when on his way back to Eire. He was 
on the boards of many Irish commercial 
enterprises. 


The Bankers Life of Iowa has appointed 
Mrs. Cora Elizabeth Mullineaux agency 
cashier in Columbus, O. She succeeds 
Kenneth P, Douglas, resigned, 
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LIFE INSURANCE co 


NEW CAMPAIGN IN “LIFE” A REAL SALES AID, say Union Central men 


An ingenious departure in advertising, Union Cen- 
tral’s new campaign in LIFE magazine is being acclaimed 
throughout the Company’s field force. They have dis- 
covered already that this campaign builds a background 
in the prospect’s mind that makes the agent’s selling job 
easier and more effective. 


Typical of field comment is the following from Mark 


Trueblood of Los Angeles, dynamic Manager of Union 
Central’s largest West Coast Agency. 

“It is with particular pleasure that we see our Com- 
pany enter the advertising columns of LIFE. The Com- 
pany’s new campaign is timely and interesting and will 
further serve to spread its fame—already growing from 
the cumulative results of its campaigns of the past seven 
years in the great national magazines.” 


The UNION CENTRAL LIFE Insurance Company 
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Trust Agreements Talk 
Given Bar Association 
VIEWS OF LELIA E. THOMPSON 





Attorneys Can Educate Insured Relative 
to Limitation of Rights When 
Agreement Is Entered 


Lelia E. Thompson, attorney, Connec- 
ticut Mutual Life, was one of the speak- 
ers before the American Bar Associa- 
tion in San Francisco on July 11, the 
title of her paper being, “Drafting Life 
Insurance Trust Agreements—From Point 
of View of Life Insurance Company.” 

Miss Thompson said it is interesting 
to note that one of the first questions 
that came before the courts in connection 
with life insurance trusts was—whether 
or not a revocable life insurance trust 
agreement was valid at all, or whether 
it was invalid because it was in the na- 
ture of a testamentary disposition. 

“It is well established that a benefi- 
ciary designation is not a testamentary 
disposition,” she said. “The fact that 
the insured can control the policy and 
remove the beneficiary does not change 
the contractual character of the arrange- 
ment. It was thought, however, by some 
attorneys, who attempted to establish 
their views in court, that since the trust 
agreement was also in a certain sense 
ambulatory, and entirely subject to the 
control of the grantor during his lifetime, 
the immediate interest of the trustee was 
not sufficient to support the arrangement. 
However, the courts have not taken that 
point of view. It has been held that 
the fact that a deed of trust contains 
full power of revocation does not render 
the instrument testamentary, or the trust 
invalid, nor does a recital of the power 
to change the beneficiaries invalidate the 
trust. It makes no difference whether 
the policy is assigned to the trustee or 
whether the trustee is simply designated 
as a beneficiary of the policy, the right 

.to change the policy beneficiary being 
reserved to the insured. 


The Contract 


“In arriving at these conclusions, the 
courts have proceeded upon the theory 
that a life insurance policy is a contract 
to pay a sum of money to a third party, 
the performance of which is postponed 
until the death of the insured. The trust 
agreement which controls the disposition 
of the policy proceeds when they have 
been received by the beneficiary-trustee 
would not be testamentary in character 
because it would not apply to any prop- 
erty owned by the deceased but only to a 
fund arising out of a contract made by 
him, performance of which was post- 
poned until his death. 

“Assuming, therefore, that life insur- 
ance trusts, whether revocable or irre- 
vocable, are valid instruments, the terms 
of which will have to be carried out, 
the next question which arises is how 
their terms affect the obligation of the 
life insurance company, Generally speak- 
ing, the life insurance company is not 
interested in the provisions of the agree- 
ment which relate to distribution of the 
income and principal. 

“There is one instance in which that 
statement is not true. It sometimes 
happens that the insured will elect a 
deferred settlement under the terms of 
his policy in lieu of immediate payment 
in a single sum at maturity. He may 
provide, for example, that the principal 
shall be held by the insurance company 
and interest paid to his wife after her 
death to his children. Upon the death 
of the last surviving child the principal 
shall be paid to a trust company as trus- 
tee under a trust agreement affecting 
other funds. In such a case the interest 
of the trustee is remote and it is ex- 
tremely unlikely that the company would 
have to concern itself in any way with 
the effect of the trust instrument upon 
the policy options during the lifetime of 
the insured. It must, however, be sure 
that there is no violation of the rule 
against perpetuities involved in the ar- 
rangement. There is a further possibil- 
ity-that the principal of the fund origi- 


Thomas A. Buckner, chairman of the 
New York Life, and Mrs. Buckner re- 
cently celebrated the fiftieth anniversary 
of their marriage. 

At the time—in June, 1889—Mr. Buck- 
ner was an insurance agent. His wife 
was Miss Myrtie Lewis. They were 
married in the bride’s home in Ottum- 
wa, Ia. 

In commenting upon the Golden An- 





niversary, Nylic Review says in its cur- 
rent issue: 

“The charming, friendly young woman 
who through all these years has been 
his inspiration, his constant guide and 
companion, became a familiar figure at 
club and other Nylic meetings. Blessed 
with sincerity, simple modesty and a 
warmth of human understanding, she has 
won the hearts of thousands of Nylics 
and their wives.” 





nally held by the trustee may have been 
distributed before the termination of in- 
terest payments under the deferred set- 
tlement agreement or that the trust 
agreement may not have been so drawn 
as to permit of the addition of the prin- 
cipal of the fund originally held by the 
insurance company. 


Final Distribution of Principal 


“We anticipate that in some of these 
cases it will be necessary to reopen the 
estate of the insured, who has died many 
years before, and in some _ instances 
doubtless interpleader proceedings will be 
necessary in order to determine the 
rights of the administrator and the trus- 
tee. In the opinion of the writer it 
would be better in many instances to 
provide for a final distribution of prin- 
cipal by the insurance company under 
the terms of its own deferred settle- 
ment agreement instead of attempting 
to pass the insurance proceeds over to 
another trustee at a date remote from 
the date of the insured’s death. 

“Although the provisions of life in- 
surance trust agreements relating to the 
investments to be made by the trustee 
are not a concern of the insurance com- 
panies as long as the insured is living, 
they may become important when the 
proceeds become payable upon the in- 
sured’s death. Nowadays it happens with 
some frequency that the trustee will wish 
to elect one of the settlement options 
contained in the policy.” 


Desirability of Cooperation 
After further discussion of the trust 


agreements situations Miss Thompson 
said she believed that the closest co- 


operation between the trust companies, 
the attorneys representing clients who 
wish to become grantors under trust 
agreements, and the insurance companies 
in order to prevent inconsistencies and 
consequent misunderstandings is highly 
desirable. In such misunderstandings 
may be the seeds of friction which will 
later on blossom into definite dissatis- 
faction with the service offered by the 
trust companies and by the insurance 
companies. The attorneys who have the 
advantage of a direct discussion of his 
plan with the insured, have the best 
opportunity to educate him in regard 
to the limitations that may be put upon 
his rights when he enters into the trust 
arrangement, 





Clipper Passengers 
(Continued from Page 1) 


ported to have a large line of insurance. 
The Atlantic Clipper returned to New 
York with seven passengers, including 
Norman C. Lee, a New York broker. It 
stopped at Lisbon and the Azores. 
Attitude of Insurance Companies 
The insurance companies now have a 
form which requires a statement from 
applicant for insurance telling what his 
past flying activities have been and 
what flying he contemplates making dur- 
ing next twelve months. Some com- 
panies list the actual flying experience 
during the five years preceding applica- 
tion for life insurance over commercial 
air lines and independent flying. Chances 
are that if a man came to an insurance 
company with statement that he intend- 


15,000 to Attend Shore 
Prudential Excursion 


ASBURY PARK VISIT JULY 29 





Affair Under Auspices of Company’s 
Athletic Association; Eight Special 
Trains; Schedule of Events 





The largest single excursion ever dis- 
patched from Newark probably will be 
that of the Prudential Athletic Associa- 
tion, scheduled for Thursday, July 20, 
The president of the association is Joseph 
E. O’Rourke. 


More than 15,000 persons are expected 
to visit Asbury Park under Prudential 
auspices on that day which marks the 
silver jubilee, this being the twenty-fifth 
P.I.C.A.A. function of its kind—and in 
order to transport them reservations 
have been made for eight special trains 
on the Pennsylvania Railroad, each of 
twelve cars, and twenty Public Service 
buses. In addition more than 2,500 in- 
dividuals are expected to drive to the 
shore resort in their own automobiles. 


Swimming and Golf 


An elaborate program has been worked 
out by Al Lang, chairman of the excur- 
sion committee and his associates, for 
the entertainment and amusement of the 
excursionists after they reach Asbury 
Park. . 

Promptly upon reaching the ocean a 
majority of the visitors will don their 

athing suits to enjoy a swim, devoting 
most of the morning to that pastime. 
The program for the remainder of the 
day includes: ; 
_ A golf tournament with 150 entrants 
including men and women, will be staged 
at the Asbury Country Club. It will 
be a kickers’ handicap. 

There will be dancing at the Asbury 
Casino from 1 to 4 p. m. and from 3 
to 7:30 p. m. 

A fashion show, to be staged by the 
Kresge Co. of Newark, will entertain the 
excursionists during the intermission 
hour at the Casino—between 4 and 5 
in the afternoon. 

A swimming meet will occupy the at- 
tention of devotees of that sport in the 
Monterey open air pool between 3 and 
4 p.m. There will be four races, two 
for men and two for women, with six 
prizes. This will be supervised by 
Charles Nunn, chairman of the associa- 
tion’s swimming committee. 

Special awards have been set aside for 
those who prove most successful in fish- 
ing from the end of the pier. William 
Schweitzer, A.A. fishing committee chair- 
man, will be in charge. 

Special concessions have been made 
on fifteen various amusement enterprises, 
including the Walter Reade Theatres, 
for those who wish to avail themselves 
of the privileges. 

Special buses will meet all excursion 
trains and transport the excursionists 
from the depot to the boardwalk at re- 
duced fare. 

As usual the Prudential excursion com- 
mittee will install a hospital unit for the 
care of those who might need such at- 
tention. It will be quartered in the 
solarium of the Berkeley-Carteret Hotel, 
at the boardwalk, also the committee’s 
headquarters for the day. 

The arrangements for the excursion 
have been negotiated with Anthony Feil. 
secretary of the Asbury Park Board 
of Trade. 





ed making a journey on a Clipper he 
would not be accepted unless he had 
made up his mind to fly the ocean after 
three-fourths or so of his line had al- 
ready been worked up; in other words, 
had made the decision to fly after most 
of the insurance he wanted had been 
placed. 

Attitude of companies relative to regu 
lar pilots differs. One of largest com 
panies will take these risks if the pilots 
have had 400 hours of flying experience 
and will pay $25 extra premium. 
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General American Studies 
Quality of Contest Business 


The General American Life Insurance 
Co., St. Louis, Mo., has recently an- 
nounced the results of a study of the 
quality of new business produced during 
contests periods. The business submitted 
to the company during President’s 
Month, 1938, was analyzed on the ‘basis 
of non-taken ratios and rejections. These 
results were then compared with a simi- 
lar study of business submitted during 
the last six months of that year. 

The contest business showed a 14% 
not-taken ratio while the average for all 
of the company business during the last 
half of the year, exclusive of contest 
business, was 12.7%. From an_ under- 
writing standpoint the contest business 
made an even better showing, since its 
ratio of rejections was only 5.3% by 
number of policies as against 6.8% for 
the non-contest volume the last six 


months of 1938. 





SCHWEMM AGENCY FIRST 


The Earl M. Schwemm agency at Chi- 
cago for the Great-West Life led all 
agencies for the company in June for 
the sixth consecutive month. New 
placed business for the first six months 
was 56% ahead of the same period last 
year, with considerably over a million 
dollars more in new placed business. 





FRASER AGENCY AHEAD 
The Fraser agency, Connecticut Mu- 
tual, New York City, reports figures for 
the first six months of this year, $5,095,- 
370 as compared with $5,020,753 for the 
same period last year. 


WILLIAM P. BEHLING DEAD 

William P. Behling, retired treasurer 
of the Northwestern Mutual Life, which 
he served for fifty-six years, died July 7 
at the age of 74. 
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STOP, LOOK ani LIVE 


Chairmen Named For 
New York City Ass’n 
FIRST TO ACCEPT ASSIGNMENTS 
Partial List Released This Week of 
Those Who Will Serve in Admin- 


istration of Benjamin Alk 








The new administration of the Life 
Underwriters Association of New York 
City headed by Benjamin Alk as presi- 
dent this week announced names of com- 
mittee chairmen who have already ac- 
cepted assignments. Committees are 
divided under the various divisions of 
association activity. The chairmen are 
these: 

Administrative Group’ 


Admissions to membership, William S. 
Verplanck, Mutual Life of New York; 
Constitution and by-laws, Harry E. Mor- 
row, Penn Mutual Life; Cooperation with 
general insurance brokers, Samuel D. 
Rosan, Union Central Life; Cooperation 
with legal reserve life insurance compa- 
nies, Lawrence L. Lifshey, New York 
Life; Law and legislation, Clancy D. 


Connell, Provident Mutual Life. 
Public Relations Group 
Cooperation with attorneys, Leroy 
Bowers, Mutual Life; Cooperation with 
trust companies, Irwin D. Herzfelder, 
New England Mutual; Cooperation with 
chambers of commerce and other asso- 
ciations, Edward J. Sisley, Travelers. 
Educational Group 
Cooperation with chartered life under- 
writers, Carl M. Spero, independent; As- 
sociation and other libraries, Robert A. 
3ernard, Aetna Life. 
Treasurer’s Group 
Membership and conservation, Benja- 
min D. Salinger, Mutual Benefit. 
Special Committees 
Bulletin editorial staff, Solomon Huber, 
Mutual Benefit; Speakers for monthly 


in MINNEAPOLIS... 





City of beautiful lakes, parks, and homes, gateway to the great North- 
west and to Minnesota’s incomparable summer vacationland, Minne- 
apolis is also the home of one of America’s soundest, strongest life 
insurance companies—Northwestern National Life. NWNL is proud to 
be headquartered in Minneapolis—proud of its substantial contribu- 


tion to the life and wealth of the community. 
bound we suggest that you stop... look .. 


To you who are Fair- 


. and live in Minneapolis. 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY 


STRONG . O. J. Arnold. President - 


Minneapolis, Minn. . LIBERAL 


John Hancock Now Issues 
Juvenile Ordinary Policy 


A juvenile Ordinary policy, just ap- 
proved by the Massachusetts Insurance 
Department, has been made available by 
the John Hancock Mutual Life. 

These juvenile Ordinary policies insure 
children age one to nine years nearest 
birthday, and include the payor feature 
covering death of payor applicant for 
insurance. The plans presented include 
20 Year Endowment, 20 Payment Life, 
Endowment at Age 65 or Endowment at 
Age 85 and the amounts are for a mini- 
mum $1,000 ultimately to a maximum, 
ultimately, at ages six to nine years of 
$10,000. 

Policies are reported particularly sale- 
able for children whose parents fit these 
conditions: are already wealthy and who 
have limit insurance; wish to utilize the 
annual gift exclusion; wish to create an 
educational fund; desire to teach them 
systematic thrift; are uninsurable; want 
to establish future income; are ambitious 
for them to have a proper start in busi- 
ness life. 





RENEWALS CAN EARN 5% 
The General American Life has ar- 
rangements under which it pays agents 
who leave renewal commissions on de- 
posit interest at the rate of 5%. A 
number of agents have already taken 
advantage of this plan. 





ACACIANS MEET IN SUN VALLEY 

The Acacia Mutual Life convention 
will be held next week, July 16 through 
19, at Sun Valley, Idaho. 





meetings, Leon Gilbert Simon, Equitable 
Society; Exhibit space committee, Har- 
old A. Loewenheim, Mutual Benefit; Re- 
ception of guests and new members, 
John M. Fraser, Connecticut Mutual, 


and Beatrice Jones, Equitable Society. 





G. A. Kederich Has Been 
45 Years With N. Y. Life 
GEORGE W. PERKINS’ OFFICE BOY 
Also With Darwin P. Kingsley and 


Thomas A. Buckner Before Becom- 
ing an Agent in 1908 





George A. Kederich, supervisor of 
New York Life and one of Brooklyn's 
outstanding insurance men, has _ been 
forty-five years with that company. He 
entered its service as office boy and he 
worked for three of the giant figures 
of the business. His bosses were the 
late George W. Perkins, who was vice- 
president in charge of production; the 
late Darwin P. Kingsley, who was presi- 
dent, and Thomas A. Buckner, now 
chairman of the board. With the in- 
spiration he got from such contacts it 
was only natural that he should want to 
sell insurance. 

In 1908 Mr. Kederich became an agent 
and did so well that six years later he 
vas appointed agency director of the 
3rooklyn branch which showed a phe- 
nomenal growth under his direction. He 
was appointed supervisor in 1925 and he 
has charge of these branches: Brooklyn, 
Court Square, Mercantile, Metropolitan, 
Midtown and Stuyvesant. 

Mr. Kederich has been president of 
the Life Underwriters Association of the 
City of New York and the New York 
State Association. He is now chairman 
of the board of the past presidents of 
the state association. Ever since he was 
a young man he has been engaged in 
charitable and civic works. He has al- 
ways been interested in boys’ welfare 
and at one stage he spent two years dur- 
ing Saturday afternoons and Sundays 
visiting Tombs prison in weliare work. 

His affability, energy and loyalty have 
won for him the friendship of the in- 
surance fraternity. 
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Isadore Freid etait 
Two in Brokerage Dep’t 


Edwin W. Kelly, who has been with 
the Isadore Freid agency, New England 
Mutual, New York City, for the past 
five years has been appointed head of 
the brokerage department of the Freid 
agency assisted by Robert Kent, who 
has been with the agency since 1933. 
The Freid agency is located at 17 East 
Forty-Second Street. 

Mr. Kelly is a graduate of the Univer- 
sity of Pennsylvania. He has been in 
the life insurance business about ten 
years having started in New York City 
with the Mutual Life as a personal pro- 
ducer. Five years ago he joined the 
Freid agency as an agent and two years 
later started in brokerage work, build- 
ing a large business with a select group 
of brokers. 

Mr. Kent has been a friend of Mr. 
Freid for the past eighteen years. A 
eraduate of the University of Florida, 
his early business experience was in 
sales promotion work. In 1933 he en- 
tered life insurance with the Freid 
agency, has been fairly successful as a 


producer, at one time maintaining his, 


own office, and has been in brokerage 
work with the agency during the past 
vear. 


NEW BOOKLET ISSUED 


National Association of Life Underwrit- 
ers Publishes “Life Insurance Infor- 
mation”; One of Series 

A booklet on “Life Insurance Informa- 
tion,” newest in the group’s series on 
“Suggestions on Running a Life Under- 
writers soon poo has been issued by 
the National Association of Life Under- 
writers to all local officials during the 
past week, it has been announced by 
Harry T. Wright of Chicago, chairman 
of the National Committee on Life In- 
surance Information. 

The booklet describes the possible de- 
velopment of local committees on life 
insurance information and outlines the 
steps to be followed in organizing and 
bringing to complete effectiveness this 
activity of a local unit. It discusses the 
fundamentals of publicity and public re- 
lations, sketches the machinery for a 
strong and active local committee, briefly 
outlines the type of news stories for 
general distribution and shows how such 
stories should be written, and explains 
the establishment of a clearing house of 
information and speakers’ bureau. 





MADE GROUP ASSISTANT 

Henry G. Gauthier of Kansas City, 
Mo., has been appointed Group assist- 
ant in the territory under the super- 
vision of the Travelers’ Detroit and 
Grand Rapids branch offices. Mr. Gau- 
thier will make his headquarters in the 
Detroit office. FE. Rowland Evans of 
Des Moines, Ia., has been appointed field 
assistant in the life, accident and Group 
departments of the Travelers’ branch 
office in Des Moines. 





The 
(COLONIAL 


LIFE INSURANCE COMPANY 
OF AMERICA 


A PUBLIC SERVANT SINCE 1897 
The COLONIAL patriot, Thomas 


Jefferson, said: “We mutually 
pledge to each other our lives, 
our fortunes, and our sacred 
honour.” 


Next to this is Life Insurance! 
OVER 115 MILLION IN FORCE 
Home Office—Jersey City, N. J. 











Niemen Schultz ws 
Company Leaders’ Club 


WITH CONTINENTAL AMERICAN 
Matthew J. Lauer, His General Agent, 
Is Vice-President; Members Leave 
for Bermuda Tomorrow 
Harry Schultz of the Matthew J. 
Lauer agency, New York City, is the 
new president of the Continental Ameri- 
can Life Leaders Club for 1939-40 while 
his general agent, Matthew J. Lauer, is 
vice-president. Mr. Lauer was also vice- 





HARRY SCHULTZ 
president of the last Leaders Club. Mem- 


bers of the club sail tomorrow on a° 


trip to Bermuda. 

The new Leaders Club, which is the 
result of volume qualifications with a 
minimum case requirement over the 
eighteen-month period from January 1, 
1938, to July 1, 1939, consists of eight- 
een men. 

Six members of the club were not in 
the last Leaders Club. They are Mil- 





Blackstone Studios, Inc. 
MATTHEW J. LAUER 


ton Berson of the Max J. Hancel agency, 
New York; John F. Hazel of the Wil- 
mington Branch; Ellsworth C. Burt, 
Baltimore Branch; Gerald M. Doherty, 
general agent; Boston; Abraham _ I. 
Covell and Joseph W. Fox, Robert 
Kruh agency, New York. 

Other members of the 1939-40 Leaders 
Club are Harry Greene, Newark, N. J., 
agency; Sam B. Sapirstein and Herman 
V. Nathanson, Lauer Agency; Max J. 
Hancel, general agent, New York; Louis 
May and Murray April, Hancel Agency ; 
Mahlon B. Simon, Philadelphia branch; 
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Cantiie Life era 
Dividend Increase 


SIMILAR TO CHANGE YEAR AGO 





Company Points to Ninety-Year Record 
In Making Announcement; Interest 


Rate Still at 3%% 





For the third successive year the Can- 
ada Life Assurance Co. has announced 
an increase in the rate of dividends paid 
to policyholders. Effective for the divi- 
dend year July 1, 1939, to June 30, 1940, 
the increases are on much the same basis 
as those made in the two preceding 
years and mean that policyholders will 
receive approximately 10% more in an- 
nual cash dividends. 

The company points out that divi- 
dends have now been declared for every 
year without exception over the past 90 
years. A few years ago the amount so 
distributed was reduced considerably in 
order that possible contingencies—eco- 
nomic or otherwise, might be even more 
fully provided for. This has been ac- 
complished to the point where officials 
of the company state that never in its 
92-year history has it been more secure, 
more financially sound. And _ conse- 
quently the upward dividend trend has 
been resumed. In actual dollars, the 
rising scale has meant that in the three 
years ended with June, 1940, the com- 
pany will have distributed over three- 
quarters of a million dollars more than 
if the increase had not been made. A 
summary of the dividend changes fol- 
lows: 

Summary of Changes 

For policies issued at rates adopted 
May, 1934, the increases are similar to 
those made a year ago and accordingly 
are larger at the more advanced ages 
than at the younger ages. 

For annual dividend policies issued at 
the premium rates in effect prior to 
May, 1934, the increases are similar to 
those made a year ago and vary with 
plan, age and duration. 

Special dividends, first introduced in 
1935, for policies completing a five-year 
period, have also been increased and 
will now be 100% of the regular divi- 
dend at the end of the five-year period, 
whereas formerly they were 75% of 
such dividend. 

Taking into account the increase in 
annual dividends as well as the increase 
in special dividends, the combined effect 
will be that the company will pay ap- 
proximately 10% more in annual divi- 
dends than would have been paid if the 
dividend scales of the past year had 
been continued. 

There has been no change in the in- 
terest on dividends and proceeds of 
policies left on deposit with the com- 
pany, the rate remaining at 314%. 


F. W. GUILD WINS AT TENNIS 

Fred W. Guild, mortgage loan officer 
of the New York Life, successfully de- 
fended his tennis crown in the NYLIC 
singles tennis championship, held on the 
Tudor City Tennis Courts, July 5. 
Guild’s opponent was Paul Greer of the 
company’s real estate department. The 
score was 6-3, 4-6, 6-2, 7-5. This is the 
fifth consecutive season Guild has won 
the championship. In 1937 he won the 
New York City Insurance League title 
and in 1938 he was runner-up. The 
tournament finals were watched by a 
large number from the company. 


HILLER LEADS COMPANY 

Walter N. Hiller, million dollar pro- 
ducer for the Stumes & Loeb agency, 
Penn Mutual, Chicago, led the company’s 
entire agency force in paid-for business 
for the months of February, April and 
May, according to the company’s report. 
He was also the leading agent nationally 
in volume of paid-for business with the 
Penn Mutual with over $700,000, which, 
with excesses brought his total five 
months’ production to more than $1,- 


600,000. 











Jules Anzel, Kruh Agency, and George 
J. Ainbinder and David Moskowitz, gen- 
eral agents in Newark. 
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Ground for Building 


LED CONTINENTAL AMERICAN 


Abraham I. Covell and Ralph Benson 
Get Second and Third Honors in 
Production for June 
Gerald M. Doherty, general agent 
oston, will perform the act of break- 
ing ground for Continental American’s 


new home office building in Wilmington. 
A personal production of $96,000 of paid 
business during the month of June made 





GERALD M. DOHERTY 
him the “Chief Spadesman” in the com- 
pany-wide Spade Crusade which was 
dedicated to the coming ceremony. 

Abraham I. Covell, CLU, supervisor in 
the Robert Kruh agency, New York, 
earned the title of Lieutenant Spades- 
man; and Ralph Benson, agent in Rock- 
ville, Md., working out of the Baltimore 
agency, became “Spade Committee Chair- 
man” by virtue of leading the company 
in lives insured, 

More than 20% of the Continental 
American field force qualified as mem- 
bers of the Board of Spadesmen, and 


others are being selected to join the 
Spade Committee. Both these groups 
will attend the ground-breaking cere- 


mony in Wilmington in the near future 
and see the first spadeful of earth turned 
in preparation for construction of the 
company’s new home. 
June Business Well Ahead 

The Spade Crusade is regarded by offi- 
cials of the company as an_ unusually 
successful campaign. Production for the 
month of June exceeded the highest 
previous June in the company’s history. 
and showed a gain over June, 1938, of 
44% in volume and 51% in premiums. 

In spite of last year’s record-breaking 
gain over the previous year, Continental 
\mericon’s new business volume in the 
first half of 1939 showed an increace 
over the same period last year, and its 
in-force figure shows a substantial rain 
for the twelve-month period since July 
1, 1938. 

“1949 MEMBERS IN 1940” 

William H. Siegmund, agency man- 
aver, Zimmerman agency, Connecticut 
Mutual, Chicago, new chairman of the 
membership committee for the Chicago 
Association of Life Underwriters which 
for two years has stood first in member- 
ship among all local associations, has 
announced that Chicago’s slogan is “1940 
members in 1940.” Chicago membership 
now stands at nearly 1,800. 





B. N. MILLS’ SON IN HOSPITAL 

While on a vacation trip to the West 
Coast with his parents, Scott Mills, son 
of B. N. Mills, secretary Bankers Life 
of Towa, suffered an attack of acute ap- 
pendicitis and underwent an operation 
at Bridgeport, Calif. 


Atlantic Life Makes Gains; 


Convention Here in August 


Atlantic Life of Richmond reports an 
increase in new paid business for June, 
1939, of over 50% compared with June, 
1938. For the first half of 1939, com- 


pared with the same period in 1938 the 
increase was 25%. 

The company’s Convention Club period 
ended June 30, and the leading producers, 
members of the Aces Club will meet at 
the Hotel New Yorker in New York, 
August 7, 8 and 9. August 8 has been 
designated “Atlantic Life Day” at the 
World’s Fair. 





TERRY ARCHER HOLDS TWO JOBS 

Terry Archer, manager of one of Na- 
tional Life & Accident’s Chattanooga of- 
fices and vice-president Tennessee As- 
sociation of Life Underwriters (elected 
April 14 at Nashville), was elected pres- 
ident of the Chattanooga Association of 
Life Underwriters at the regular monthly 
meeting June 23. He succeeds General 
Agent David A. Park, New England Mu- 
tual. The new vice-president is Wen- 
dell Thatcher, New York Life, and John 


GREAT-WEST BUSINESS GAINS 





Half Year in 1939 Showed Best Sales 
Record in Many Years; July Starts 
With Rush of Applications 
With a further increase in total new 
business sales during the month of June, 
the Great-West Life closed the first half 
of 1939 with the best report of sales 
operations for many years. Five of the 
six months showed individual gains over 
the corresponding: months of 1938, May 
being the only month to show a slight 
decrease as compared with last year. 
Business in force at the first of the 
year $607,500,000, increased to $613,700,- 
000, a gain of more than six millions. 
To start the second half of the year 
the closing of a special sales campaign 
resulted in more than five millions of 
new business in the first three days of 
July. On Monday, July 3, more than 
750 individual applications were received 
at the home office, a new company rec- 

ord for any single day’s business. 


JOINS VOGEL AGENCY, NEWARK 

Zola Jelin has resigned as field super- 
visor in charge of agencies of the Postal 
National Life, New York City, and has 


been made associate general agent in the 


Elles M. Derby Returns To 
Life Insurance as an Agent 
Elles M. Derby, who for six years was 
the executive secretary of the Life Un- 
derwriters Association of New York City, 
last week returned to the life insurance 
business as an agent in the C. E. De- 
Long agency, Mutual Benefit, New York 
City. Mr. Derby left the Life Underwrit- 
ers Association here in May, 1938, for a 
similar position with the Fifth Avenue 
Association, a post which he recently re- 
signed. He has many friends in the 
business, made during his years with 
the New York association. 





OFFICERS OF LOS ANGELES CLU 

Los Angeles Chapter, Chartered Life 
Underwriters, at its annual meeting held 
June 30 elected these officers for the 
coming year: President, F. W. Pierce, 
Connecticut General; vice-president, Al- 
fred C. Duckett, Northwestern Mutual; 
secretary-treasurer, Harry B. Keeling, 
broker; directors, Russell L. Hoghe (ex- 
officio), Equitable of Iowa; Warren Day, 


New York Life; Millar W. Hickox, Pru- 
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“WHAT'S NEW?” 

“Have you heard 

about the Berkshire’s new 

GUARANTOR PLAN ? 

It’s the smartest buy in all- 

round financial security I’ve 

ever seen, and I'll tell you 

why—IT PAYS THREE WAYS. WhenI’m 65 I get a 
cash payment which will come in mighty handy when I retire, 
but in event of a death claim, either before or after age 65, my 
family will receive—first, a cleanup fund and second, a re- 

adjustment income over a period of years.” 
“Sounds good! Where can I get further details?” 

“ e 4 
Cth any Berkshire Generalchent 
LIFE INSURANCE COMPANY 
F. H. RHODES, President 
Littsfield,-Mass INCORPORATED 1851 
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IDEAS that CLICK 


By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 93 


This week I had an interesting talk 
with Denis B. Maduro, New York City 
attorney and counsel for the Life Un- 
derwriters Association of New York 
City, on the subject of business insur- 
ance for the little business man. Mr. 
Maduro expressed the opinion that the 
field is a tremendous one, even greater 
with sales possibilities among small busi- 








But if you go home with the pitcher, what 
about my share of the business? 


nesses than with the large corporations. 
Reason is that most small businesses 
are personal service corporations and if 
anything happens to the proprietor or 
to one of the partners, the business may 
not be worth anything. The large cor- 
poration is geared to be self-perpetuat- 
ing and may absorb from its own funds 
the loss caused by death of an individual. 

In his approach, commented Mr. 
Maduro, the agent must remember that 
businesses differ just as individuals dif- 
fer and he must know something about 
the business before he attempts to make 
a recommendation. Just as he uncovers 
family needs for personal life insurance 
through asking questions, the agent can 
uncover a need for life insurance in 
business, treating it as an individual 
human problem. Those questions may 
have to do with the credit situation of 
the business, bank rolls, the partner’s 
will, stock, children who may succeed to 
the business, relationship of the part- 
ners, do the partners take only salary 
from the business or do they take divi- 
dends on the stock? 

One actual case Mr. Maduro cited was 
that of two partners who were brought 
into his office. They were engaged in 
selling radios. Each earned $10,000 a 
year but they were aware that while 
their combined earnings were $20,000, 
each would be able to earn only about 
$3,000 without the help of the other. 
They had calculated that it would take 
the survivor three years to replace the 
loss caused by the death of either of the 
partners. To cover the loss of earnings 
over a period of three years, each part- 
ner bought $30,000 life insurance on the 
life of the other. 

Just as the need for life insurance is 
greatest among men of small income be- 
cause it is the only medium through 
which they can create a reserve for their 
survivors, so the need for business in- 
surance is great among the small busi- 
ness men who must also think of their 
survivors. The situation is equally a 
human one. 


Regional Meeting Plan 
Includes More Agents 

PRESIDENT PERRY COMMENTS 

Following Mass. Mutual Experiment 


This Year Sees Advantages in Both 
New and Old Type of Convention 








Bertrand J. Perry, president Massa- 
chusetts Mutual, expresses himself as 
favorably impressed by the _ regional 
meeting plan followed by the company 
this year, as an experimental alternate 
for the customary single convention. 

Mr. Perry, together with Vice-Presi- 
dent Chester O. Fischer and Agency 
Secretary Wrayburn M. Benton, attend- 
ed the regionals at Excelsior Springs, 
Mo., and Del Monte, Cal., the meetings 
at Lookout Mountain, Atlantic City, 
Swampscott and Cleveland being attend.” 
ed by Vice-Presidents Joseph C. Behan 
and Alexander T. Maclean and other 
officers. 

Comparing the two types of meetings, 
Mr, Perry said: “While our formerly 
unvaried plan of holding one annual con- 
vention attended by representatives from 
all over the country has met with general 
favor on the part of our field forces, 
it is evident that the regional meeting 
idea has been enthusiastically received. 
On every side we have heard enthusiastic 
comment. 

“The sectional character of this year’s 
meetings presents some worth while ad- 
vantages, making it possible for a far 
greater number of our representatives to 
attend and to hear methods and problems 
discussed by outstanding men in their 
own section of the country. The aggre- 
gate attendance in the six meetings this 
year was 128% more than the average for 
the past five annual conventions. 

“Successful as we feel they have been, 
however, it is obvious that there are dis- 
tinct advantages in each form of meet- 
ing. There is a place for each kind, 
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and doubtless we should seek to preserve 
the benefits inherent in each through 
some form of alternating schedule.” 

Following the Western meetings, Pres- 
ident Perry and his associates visited 
the company’s agencies on the Coast. 





CONNECTICUT MUTUAL AHEAD 





Half Year Figures Show Gain in New 
Paid Business; Insurance-in-Force 
Reaches New Company High 

Six months’ figures published by the 
Connecticut Mutual Life show a 12.9% 
increase in new paid-for life insurance, 
the total being $49,755,780, which is $5,- 
700,988 greater than the corresponding 
figure for last year. The favorable 
showing was nation-wide with fifty-one 
of the company’s seventy-one agencies 
showing gains for the period. 

Insurance-in-force increased $18,040,079 
during the half year period to reach a 
new high total of in-force for the com- 
pany at $1,031,130,038. The increase for 
the half year was 28.8% greater than the 
increase of $14,006,344 made during the 
first half of 1938. 

June business held up remarkably well 
in spite of the fact that the company’s 
national convention took most of the 
agents out of the field. Paid-for busi* 
ness in June was $6,355,837, only 4.3% 
under June of last year. 
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COMMENTS ON LIFE BUSINESS 





Says Greater Emphasis Should Be Put 
on Community Benefits, Which He 
Measures in Billions 





Community benefits of life insurance 
should be given greater emphasis, in the 
opinion of Colonel H. Kenneth Cassidy, 
general agent, Pacific Mutual Life, whose 
election to the presidency of the San 
Francisco Life Underwriters Association 
has just been announced. Col, Cassidy 
said: 

“Payments to policyholders in the past 
ten years aggregate 29 billion dollars. If 
we use the estimates of economists, that 
such money turns over at least ten times 
a year in trade, we arrive at a figure 
of 290 billion dollars, which gives us a 
fair measure of the value of these pay- 
ments in the economic and business life 
of the community. 

“But this is only one aspect of the 
value of life insurance to the community. 
Life insurance gives remunerative em- 
ployment to thousands and _ indirectly 
through its investments to countless 


others. The earnings of those engaged 
in the business, plus expenditures for 
office rentals, operating expenses and 


fees, amount to a substantial sum. These 
expenditures each year represent an im- 
portant factor in the business life of the 
nation and demonstrate the significance 
of life insurance as a community asset.” 





EXPANDING IN TEXAS 





California-Western States Life Appoints 
New Managers; Plans to Enter 
New Mexico 


Continuing a broad expansion program 
in the Southwest by the California-West- 
ern States Life, Ray P. Cox, vice-presi- 
dent and manager of agencies, July 1 
announced the appointment of a new 
group of managers in Texas and plans 
to actively enter the State of New Mex- 
ico with agency organizations. 

Reid W. Webb, personal producer and 
organizer, has been named manager of 
the new Corpus Christi agency. Mr. 
Webb, a native of Groesbeck, Texas, 
has been in the life insurance business 
since 1921. Leslie V. Gentry was ap- 
pointed manager of the San Angelo 
agency. He is a former Barnhardt, 
Texas, high school principal and has been 
a leading producer since his entry into 
the business. 

Tolbert F. Poynor, has been appointed 
field superintendent, with headquarters 
at Fort Worth. Frank R. Spaulding 
has been appointed field superintendent 
in the San Angelo agency, with head- 
quarters at Odessa. Leo A. Moll has 
been appointed unit manager in the San 
Antonio agency. Last month Vice- 
President Cox also announced the ap- 
pointment of William A. Gamble as 
manager of the San Antonio agency and 
Lawrence A. Hanley as unit manager in 
the Dallas agency. 





HEADS HYGIENE SOCIETY 


Lynn P. Sabin, well known member of 
the "Pestiend Ore., staff of Aetna Life, 


has been elected "president of Oregon 
Mental Hygiene Society. 
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Life Restainies in ns of 


Another World War 


One of the most interesting inter- 
views with an insurance man ever printed 
in a British paper took place between 
The Policy of London and William Pen- 
man, F.I.A., life manager of the Atlas 
Assurance. 

The reporter asked Mr. Penman, one 
of the most famous of living actuaries, 
and representing one of the oldest Brit- 
ish companies, if he would explain the 
position of life insurance and its claims 
to the attention of the general public 
in the present uncertain condition of 
the world. He said: 

“Tf one ordered one’s life by making 
every transaction de pendent on the pros- 
pect of war, things would be impossible. 
One would not buy a car, or order a new 
suit of clothes; one would not buy a 
house or have a house repainted and the 
whole business of the country would 
gradually but inevitably slow down. Some 
additional degree of caution in regard 
to new finz uncial commitments is reason- 
able, but there is less reason for caution 
when the commodity is life insurance 
than in the case of most other commodi- 
ties. Moreover, most companies still 
issue unconditional policies, a practice 
which would be discontinued immediate- 
ly if war seemed certain and it is only 
prudent—it would be only prudent—on 
the part of men, under, say, the age of 
fortv, to insure fully while the terms and 
conditions remain in their present very 
attractive forms.” 

The Last World War 

The balance of the interview follows: 

“How did the life insurance compa- 
nies fare when the last Great War 
started?” I asked, 

“Actually,” replied Mr. Penman, “after 
a very difficult but short period, the 
Great War brought prosperity to British 
life offices. Securities were bought at 
very low prices, and other securities, 
written down to very low prices, gave 
high yields even when taxation was at 
its highest—and still higher yields when 
taxation was reduced. History might 
repeat itself in another Great War but 
it is all a question of degree—degree of 
inflation, degree of taxation, length of 
war and severity of casualties, and 
so on.” . 

“But if another Great War as large 
or bigger than the last did break out, 
enormous loans would have to be raised 
by the British government and would not 
that inevitably mean inflation ?” 

“Probably,’? replied Mr. Penman. 
“There would have to be a measure of 
inflation of the currency as a means of 
lightening the pressure of the national 
expenditure and debt. In or about 1918- 
1919 the pound sterling you may remem- 
ber was worth—measured by the com- 
modities it would purchase—only about 
eight pre-war shillings.” 

“Would that hurt the 
do you think ?” 

“In a narrow sense,” replied Mr. Pen- 
man. “It may be said that this would 
not affect the relationship between the 
company and its policyholders. The 
company contracts to pay its policies 
in pounds sterling. A £1,000 policy (if 
there be a measure of inflation) is 
still a £1,000 policy. It may buy less 
than £1,000 used to buy. To this extent 
no complete protection from inflation is 
possible. But most offices have some 
ordinary shares and some real estate in 
their portfolios of investments, which 
should give a measure of protection. 
Securities payable in other currencies 
would also be a help and most offices 
have some of these.” 

Assets 

“In the event of another Great War, 
do you think that the fall in the value 
of the assets of the life companies is 
going to be a very serious thing?” 
I asked. 

_“There are two aspects of this ques- 
tion,” replied Mr. Penman. “The stand- 
ard usually applicable to the balance 
Sheets of British life offices is ‘Market 
values or less.’ If the fall were suffi- 


policyholder, 


” 


ciently severe, values above market val- 
ues would have to be allowed for balance 
sheet purposes. That would not be un- 
reasonable, particularly in the case of 
securities, good in themselves, which are 
redeemable in full on a fixed date. There 
is also a ‘set off’ if an office has grow- 
ing funds. The lower security values 
render it possible to buy good invest- 
ments at low prices giving a high yield 
of interest and an excellent prospect of 
an improvement in value as things return 
to normal.” 

“Would you say that the life compa- 
nies are able to stand the strain of an- 
other Great War as well as they did 
for 1914-1918?” I asked. 

Stronger Than in 1914 


“The companies are much stronger 
than they were in 1914 and better able, 
therefore, to stand a strain equivalent 
to the 1914-1918 strain, but nobody knows 
whether the strain of a new war would 
be as heavy or heavier or lighter than 
the 1914-1918 strain. One would expect 
it to be heavier while it lasted, but that 
probably it would not last for over four 
years,” he replied. 

“Death losses from increased mortality 
would be much greater owing to casual- 
ties in the field and from air raids, 
shock and worry,” I suggested. 

“Yes, the increase in this respect would 
be a definite loss but don’t forget that 
probably many annuitants would also 
die too and that saves the companies 
money to a certain extent,” he said. 

“In other words,” I said, “the life 
companies are strong. Would you say 
that life insurance taken out in a power- 
ful British company is about the best 
kind of investment to be made today?” 

I don’t like to be too definite or dog- 
matic,” replied Mr. Penman. “But life 
insurance is safe and under existing con- 
ditions the very best form of protection 
which a man can get for himself and 
his dependants.” 





RANNI AGENCY LEADS COMPANY 

The James G. Ranni agency, Manhat- 
tan Life, New York City, paid for $1,- 
000,000 for the first six months of this 
year, an increase of 40% over the same 
period in 1938, Leading all agencies of 
the company for the year to date, the 
Ranni agency expects to establish a rec- 
ord with the company this year for vol- 
ume of paid business. 


ELECTED TO NATIONAL COUNCIL 
Frank Vesser, St. Louis manager for 
the Reliance Life Insurance Co. of Pitts- 
burgh, was elected committeeman to the 
National Association of Life Underwrit- 
ers, at the first meeting of the newly 
elected board of directors of the Life 
Underwriters Association of St. Louis 
on July 6. Mr. Vesser recently retired 
as president of the association there. 


GENERAL AGENT AT PARIS, ILL. 

J. T. Lynn, vice-president General 
American, has announced appointment 
of Emmett Roberts as general agent for 
the company at Paris, Ill., to succeed 
the late Hoyt Braselton, who died several 
weeks ago. Mr. Robert has been in 
the business nine years. 


APPOINTS TWO UNIT MANAGERS 
California-Western States Life has ap- 
pointed Clinton R. Hamilton as_ unit 
manager for Santa Ana territory work- 
ing out of Los Angeles and Curtiss C. 
Jones as unit manager of tke Orecon 
azency with headquarters in Ontario. 




















REPORTS 88% GAIN IN —— 

The Eastern Life of New York re- 
ports an increase of 88% in its paid-for 
new insurance written in June as com- 
pared with the same month of 1938 





INCREASES CAPITAL 
The Standard Life of Indiana has in- 
creased its capital to 100,000 shares ot 
Class A, $5 value, and 100,000 of Class 
B, $5 value. 
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IM FIXED-— 
HOW ARE YOU FIXED? 


This 5 Star annuity policyholder is pleased with 
his contract, and rightly so. In it he has a flexible 
retirement-protection contract that provides money 
every month—for himself if he lives and for his family 
if he dies. Here are the five star points of this policy— 
proved a sales leader by LNL field men: 


* Income for life. 

* Available when desired. 
* Cash if preferred. 

* Insurance protection. 
* Preferred Risk rate. 


De 


THE LINCOLN & NATIONAL LIFE 
INSURANCE . COMPANY 


FORT WAYNE, IND. 
ITS NAME INDICATES ITS CHARACTER 
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State Mutual Awards 
Given at Home Office 


GEO. F. ROBJENT AGENCY FIRST 
Chandler Bullock Presents Cups to 
Leading General Agents and Agents 
For May Business 





The whole State Mutual Life home 
office staff and a number of the com- 
pany’s directors watched the presenta- 
tion ceremony in which President 
Chandler Bullock gave inscribed silver 
cups on July 6 to twelve field repre- 
sentatives for production leadership dur- 
ing a May campaign in his honor. Four 
general agents and eight agents, who 
were invited to Worcester by President 
Bullock, received the awards in the 
home office auditorium following a vic- 
tory dinner held for them at noon at 
the Worcester Club and attended also 
by officers and directors. A picture of 
the group is shown on this page. 

During May all State Mutual agencies 
were divided into four groups. The gen- 
eral agent whose agency led his group 
in volume; the leading agent in volume 
and the leading agent in lives in each 
group, were offered the trip to Worces- 
ter to receive awards. 

General Agent George F. Robjent of 
Boston, President of the General Agents’ 
Association, which originated and car- 
ried through the campaign, was one of 
the prize winners. Mr. Robjent’s 
agency led the company in volume. 

Records Set in Lives Paid For 

General Agents Jeff Gros of Memphis, 
Harry V. Montgomery of the Mont- 
gomery-Deutsch office, San Francisco, 
and Norris C. Estabrook, Houlton, Maine 
received the awards in behalf of their 
agencies, volume leaders in the three 
other agency groups. 

The four agents leading in volume 
were Frank J. Lally, Robjent agency, 
Boston; William A. Wilder, Memphis; 
William A. Waldman, Dallas; and Fred 
C. Richards, Toledo. 

Records were set in lives paid for 
during one month, the leaders writing 
as follows: Walter C. Leck, Chicago, 
Nothhelfer, 36; Robert C. Glassman, San 
Francisco, 34; Isaac Loskove, Memphis, 
29, and A. Chandler Farley, Houlton, 
Maine, 19. 





WOULD FORM BURIAL COMPANY 





Maurice Janklow, New York Lawyer, 
Working on Idea of Company Which 
Would Charge Penny a Day 

Still in a formulative stage is the 
proposition of a “cent-a-day” funeral in- 
surance company “to be sold by a non- 
profit corporation which would make 
available to its policyholders the services 
of limited-profit undertakers.” 

The New York World-Telegram gave 
a column to a story about it. Inquiry 
by The Eastern Underwriter develops 
that the idea originated with Maurice 
Janklow, an attorney at 521 Fifth Ave- 
nue. He consulted with Actuary Rich- 
ard Fondiller as to what rates would be 
the proper ones. Mr. Janklow presented 
his plan to the City Affairs Committee, 
which, according to the World-Tele- 
gram, has endorsed it. 

The World Telegram says that for a 
cent a day the insured would get a policy 
for $100 payable at his death, and in 
addition would be entitled to services of 
undertakers who would provide funerals 
at lower than present standard rates. 
Policyholders would be taken in groups 
of twelve. Policies would be sold with- 
out agents or commissions; with inspec- 
tion of risks but no medical examination. 
There would be no surrender value, no 
loan values, no paid-up values, but the 
promoter thinks there would be divi- 
dends. 





LICENSE REVOKED 


Superintendent of Insurance Louis H. 
Pink, has revoked the licenses of John 
G. Ryan, 141 East Forty-fourth Street, 
New York City. Ryan was licensed as 
an agent of a life insurance company. 

















Front row, I. to r.: George F. Robjent, general agent, Boston. Stephen Ireland, 
vice-president; Mrs. William A. Waldman; President Chandler Bullock; Mrs. Walter 
C. Leck, Chicago; Mrs. Norris C. Estabrook, Houlton, Maine; Ross B. Gordon, 
vice-president. Second row: Robert C. Glassman, San Francisco; Norris C. Esta- 
brook, general agent, Houlton; Harry V. Montgomery, general agent, San Fran- 
cisco; Walter C. Leck, Chicago. 


Third row: Frank J. Lally, Boston; A. Chandler Farley, Houlton; William A. 
Waldman, Dallas; Isaac Loskove and W. A. Wilder, Memphis; Alvin R. Hart, 


Boston; Fred C. Richards, Toledo. 
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Emphasize Importance 
Of Income Settlement 


MAY BE MOST IMPORTANT “WILL” 





Seminar on “Options and Trusts” at Re- 
cent Convention of Connecticut 


Mutual Life 





At the recent convention of the Con- 
necticut Mutual there was a seminar on 
“Options and Trusts,” presided over by 
Edward C. Andersen, educational direc- 
tor, with Warren T. Blease, income trust 
department, as co-chairman. 

Particular importance was placed on 
responsibility of agent and company alike 
in handling and discharging income in- 
surance arrangements. Size and impor- 
tance of the company in the income in- 
surance field was illustrated by the fact 
that nearly one-half of its billion of in- 
surance in force is to be distributed un- 
der some form of income settlement. 

The importance of the agent’s role in 
effecting that tremendous volume of in- 
come settlements was given equal stress 
by Mr. Andersen in his statement that 
“the agent should not lose sight of the 
fact that in having his client execute an 
income settlement in connection with the 
latter’s insurance estate he is having the 
insured sign a document which in most 
cases will prove to be the most impor- 
tant paper he will ever sign regarding 
the distribution of his, financial estate. _ 

A Sacred Obligation 


_Most men plan and dream about finan- 

cial independence through the creation 
of a sizable general estate. They are 
helped by attorneys in the direction of 
the distribution of the hoped-for general 
estate. But experience shows that in the 
majority of estates the life insurance 
property is the only property of any con- 
sequence left for the protection of de- 
pendents. For that reason the income 
agreements drawn by insurance compan- 
ies represent the all-important will for 
most people. 

“Because of the importance of that 
‘will’ in the case of most people,” said 
Mr. Andersen, “it becomes the sacred 
obligation of every agent to have fitting 
income settlements drafted, and, of equa: 
importance, to have those settlements re- 
fitted to changing family conditions er 
needs.” 


ARTICLES IN BANK MAGAZINE 
_A series of articles on trust company- 
life underwriter collaboration is being 
written by Henrv S. Koster, trust offi- 
cer, Franklin Washington Trust Co. 
Newark, for Trusts & Estates Magazine, 
a banking publication. Current article is 
third in series. 





ORLANDO H. PALMER RETIRES 
Orlando H. Palmer, who has been with 
the State Life in Indianapolis for thirty- 
two years and before that was with the 
New York Life, has retired. In point 
of years he was the oldest man in the 
State Life’s employ. 
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To Analyze TNEC Testimony 


National Association Special Advisory Committee of Five 


Members Will Study Implications Affecting 


Agency 


Special authorization has been obtained 
from his board of trustees by Holgar J. 
Johnson, president of the National As- 
sociation of Life Underwriters, to ap- 
point a special advisory committee of 
five members from the board of trustees 
and past presidents of the National As- 
sociation to make a complete study of 
the implications contained in the testi- 
mony presented at the recent and subse- 
quent hearings of the Temporary Na- 
tional _Ecenomic Committee (Monopoly 
Committee) and their relationship to the 
membership of the National Association 
and the American Agency System. 

A thorough analysis of the recorded 
transcript is being made for consideration 
by the committee at its first meeting 
which will be held at an early date for 
the purpose of determining procedure. 
The committee will also have before it 
suggestions and comments which are be- 


System 


ing received from the officers and the 
members of the 338 local units affiliated 
with the National Association. 

In authorizing the committee, the 
board also placed in their hands the au- 
thority to take such action as deemed 
necessary. 

Mr. Johnson, who will personally act 
as chairman of the special advisory com- 
mittee, has appointed the following to 
serve with him: Charles J. Zimmerman, 
national vice-president, Chicago; Harry 
T. Wright, national secretary and chair- 
man of the committee on life insurance 
information, Chicago; C. Vivian Ander- 
son, past president and chairman of the 
association’s committee on law and legis- 
lation, Cincinnati; and Julian S. Myrick, 
past president and chairman of the as- 
sociation’s committee on cooperation with 
the Chamber of Commerce of the United 
States. 





Court Adjourns; No Action 


Yet on American Life Case 


Failure of the Michigan Supreme 
Court to hand down an opinion during 
the past week in the American Life In- 
surance Co, receivership case virtually 
assured that there will be no decision in 
this matter until the court reconvenes 
for the Fall session in September. The 
justices take an extended vacation dur- 
ing the Summer months although work- 
ing individually on cases in many in- 
stances. The final pre-vacation opinion 
dav was held during the past week. 

The old management of the American 
Life of Detroit, now under a temporary 
departmental receivership, appealed the 
Ingham County Circuit Court order for 
the receivership, claiming the company 
to be solvent. Following the Michigan 
action receivership steps were taken in 
Iowa, Missouri and Texas, where . the 
company has extensive assets. Accord- 
ing to testimony at the month-long hear- 
ing in the Ingham court a year ago, the 
company had withdrawn from all states 
but Michigan before the custodianship 
petition was filed by former Commission- 
er Charles E. Gauss. 





D. S. HENDERSON MARRIED 


David Storrer Henderson, Newark 
agency Connecticut Mutual, and Mrs. 
Claribel Parker Stevens, East Orange, 
N. J., were married recently at Arlington. 
Va. Mrs. Henderson is the widow of 
William H. Stevens, who was a partner 
in the insurance and real estate firm of 
Harry J. Stevens, East Orange. Follow- 
ing a honeymoon the couple will reside 
in East Orange. 





NEW JACKSONVILLE MANAGER 


Superintendent of Agents Frank _ T. 
Limont of the Pan-American Life has 
announced the appointment of George 
C. Culbreth as general agent for the 
Jacksonville (Florida) territory. He first 
represented the Pan-American Life as 
an agent in 1934, and in November, 1938, 
was advanced to district agent. 





PROUTY GIVES BARBECUE 
The Phinehas Prouty, Jr. general 
agency of Connecticut Mutual in Los 
Angeles, held its annual barbecue supper 
at the Prouty home recently with thirty- 
two members of the agency force in 
attendance. 





P. F. HUFF ENTERTAINS 

Los Angeles Resident Vice-President 
Perez F. Huff, Bankers National Life, 
observed the fiftieth anniversary of his 
entering life insurance by entertaining 
fifty-four of his friends in the business 
at a Juncheon and lawn party at his 
home recently. 


GIVES HALF YEAR FIGURES 


Jefferson Standard Shows Gains in Paid- 
For and In-Force; Lapse Record 
Lowest in Years 

Ralph C. Price, vice-president Jeffer- 
son Standard Life, reports $25,000,000 
paid-for in new life insurance during the 
six months’ period, bringing the total 
amount in force to $395,000,000. Sales 
were 13% ahead of the first six months 
in 1938. 

There was a large decrease in the 
volume of life insurance terminated by 
lapse, the actual volume of lapses dur- 
ing the first six months of 1939 being 
less than for any similar period in the 
past twenty years. 














° OPEN TERRITORY 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 








New General Agent For 
National Life of Vermont 


John Kellam has been appointed gen- 
eral agent for the National Life of Ver- 
mont at Norwalk, Conn., covering all of 
Fairfield County, including the cities of 
Bridgeport, Stamford and Greenwich. 

Mr. Kellam is 31 years old, a Virginian 
by birth and was graduated from Vir- 
ginia Military Institute in 1930 with a 
bachelor’s degree in engineering. After 
holding several positions in this field, in- 
cluding work for the United States Gov- 
ernment on an expedition to Alaska, he 
was attracted to life insurance as a more 
congenial occupation for himself. In 
1933, located at Norwalk, “with no cap- 
ital and but one friend,” as an agent for 
the Penn Mutual, he wrote more than 
$100,000 the first year and approximately 
half a million dollars in his third year. 
In 1938 he passed the million-dollar 
mark. He attained his designation as a 
Chartered Life Underwriter in 1938. 

While he will operate mainly for the 
National in Fairfield County, he will 
operate somewhat in New York City as 
well as along the Connecticut border in 
Westchester and Putnam Counties of 
New York State. 
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A $225,000,000.00 Mutual Company, 59 years old 


with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


Insurance Personalities 


Added to St. Louis Program 


Two more life insurance men have 
been scheduled to appear on the Golden 
Anniversary Convention program of the 
National Association of Life Underwrit- 
ers in St. Louis next September, Ralph 
G. Engelsman, program chairman, stated 
in an announcement this week. They 
are Milton Sherman, general agent, Con- 
necticut Mutual, Buffalo, and Gale F. 
Johnston, divisional sales manager, Met- 
ropolitan Life, St. Louis. 

Milton Sherman’s experience includes 
both sales and general agency work. He 
started with the Connecticut Mutual Life 
as a rate book carrier in Toledo sixteen 
years ago, and a vear later was named 
supervisor. In 1927 he was made general 
agent at Toledo, and in 1937 he was ap- 
pointed to his present post as general 
agent at Buffalo. 

Gale Johnston is divisional sales man- 
ager for the group insurance division 
of the Metropolitan Life, with a terri- 
tory that includes the states of Missouri, 
Oklahoma, Kansas, Tennessee, Arkansas. 
Texas and Louisiana, and with headquar- 
ters in St. Louis. In spite of the com- 
prehensiveness of his work. he has he- 
come a well known civic figure in St 
Louis, and in 1934 was given an award 
for outstanding civic service to the city. 


Divorce Does Not Affect 
Wife’s Right to Proceeds 


A life policy naming insured’s wife as 
beneficiary expressly stated that it was 
issued “without the right reserved to the 
insured to change the beneficiary.” The 
policy was made in Massachusetts when 
insured and his wife were residents of 
New York. The parties were subse- 
quently divorced. Insured thereafter 
made default in payment of premitms 
and received paid-up insurance. Sur- 
plus accumulated to the date of insured’s 
death. The insurance company brought a 
bill of interpleader to determine the ad- 
verse claims to the proceeds of insured’s 
administrator and his wife. 

The Federal District Court for West- 
ern New York. New England Mutual 
Life v. Spence, 25 F. Supp. 633, said the 
law of New York and of Massachusetts 
which would govern the case would be 
the same. The beneficiary’s interest 
vested when the policy was issued and 
became effective. It continued till the 
policy became pavable. The divorce did 
not affect her rights. Her insurable in- 
terest continued till the maturity of the 
policy. The United States courts and 
many state courts have held this to be 
the law. The beneficiarv had a contract 
right which could be divested only by 
her own act to abrogate it. When in- 
sured defaulted he had three options 
Under one he could have taken paid-up 
insurance to amount of the cash surren- 
der value and accumulated surplus. less 
indebtedness on the policy. This option 
became effective. unless he selected one 
of the others which he did not do. The 
result was a paid-un policy. This did 
not affect the wife’s interest in the 
policy. She was held entitled to the full 
amount payable on the policy 








DR. EDWARD J. MOORE DEAD 


Dr. Edward J. Moore, medical direc- 
tor, Pennsylvania Mutual Life of Phila- 
delphia, died recently. He was 65. 
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Business Men’s Assur. 
Founded 30 Years Ago 


W. T. GRANT WAS ORGANIZER 





President on Coast Celebrates With 
Vice-President Baldwin Who Marks 
His Twenty-fifth Anniversary 
June 28 the Business Men’s Assurance 
Co. celebrated the thirtieth anniversary 
of its founding. The company was or- 
ganized by President W. T. Grant and 
was first known as the Business Men’s 
Accident Association. Mr. Grant is this 
year serving as president of the Amer- 

ican Life Convention. 

On the West Coast to attend a series 
of company meetings, President Grant 
was in San Francisco on the anniversary 
date, attended a sales meeting June 26- 
27, and was present at a banquet which 
honored J. Baldwin, vice-president 
and California branch manager, on his 
twenty-fifth anniversary with the com- 
pany. Mr. Baldwin was elected a vice- 
president in 1937 and at the beginning of 
this year was put in charge of the entire 
West Coast territory. Mr. Baldwin 
started as an agent in Oklahoma and 
later was made supervisor in the Cali- 
fornia branch. 

Also at the meetings and banquet were 
C. W. Rogers, manager for Washington; 
E. M. Ward, Oregon manager; W. M. 
Jones, manager for Utah; T. R. Dann, 
district manager, Los Angeles; R. E. 
Sanders, district manager, San Diego; 
Frank Keesling, company counsel at San 
Francisco, and Grant Stauffer, a director 
of the company. 

June Continues Series of Gains 

The anniversary month showed the 
sixth consecutive month of increased 
business, the gain for June being 4.7%. 
The Tennessee office set a high record 
for June business. Seventy-one com- 
pany salesmen participated in special 
awards for the month. The home office 
territory, Illinois territory under Man- 
ager C. E. Mitchell, and Arkansas terri- 
tory under Manager A. J. Johnson turned 
in the best records in their respective 
divisions. 

Mrs. Grant and son, Bill, are with 
President Grant on the West Coast. 


Sobel Succeeds Freifelder 


M. Milton Sobel has been appointed 
manager of the Scranton Life’s agency 
in Philadelphia, succeeding Benjamin 
Freifelder, who died this month. He 
had been the latter’s assistant for some- 
time past. 

The Philadelphia agency is one of the 
largest agencies of the Scranton Life. 
For years Mr. Freifelder was a Scranton 
Life production leader. He was one of 
the old school writers of life insurance 
who did not stress detailed technical 
presentation, but followed tact and in- 
stinct in carrying through to the pros- 
pect what life insurance would do for 
both insured and beneficiary as a result 
of experience and visualization abilities. 

















STEVENSON RADIO TALK 


President of Penn Mutual Life Will Be 
on WOR Tuesday Night at 9:30 
Eastern Daylight Saving Time 
John A. Stevenson, president of the 
Penn Mutual Life, will be the program 
highlight on “Success Session” Tuesday 
evening, July 18, Station WOR, at 9:30 
Eastern daylight saving time. Mr, Ste- 
venson, interviewed, will be asked career 
questions designed to bring out points 
helpful to those who are ambitious to 

progress toward business success. 

“Success Session” is a weekly program 
of the Mutual Broadcasting System, con- 
ducted by Clara Belle Thompson and 
Margaret Lukes Wise. Philadelphia au- 
thors. Each week features a man of 
national prominence. The program in- 
cludes dramatization and interview, with 
real persons, real life stories, and real 
job problems discussed informally. 








Frank Pennell Writes Story 
For July Issue of The Spur 


An enchanting story of water and sky 
and great salmon is told in “They’re 
Rising at Anticosti,” written by Frank 
W. Pennell for the July issue of The 
Spur. The story is illustrated with the 
author’s own photos. It is a yarn of the 
author’s experiences and observations on 
the island in the Gulf of the St. Law- 
rence where Henri Menier, French choc- 
olate manufacturer, created a sportsman’s 
paradise forty-three years ago. 

Frank Pennell, old newspaper man, 
graduate of the University of Michigan 
where he edited the Michigan Daily, re- 
tired a littlke more than a year ago as 
general agent in New York City for the 
State Mutual Life. He is still in the 
life insurance business, has his own of- 
fice at 225 Broadway, does a big per- 
sonal production. 





SPRAGUE AGENCY OUTING 


New York City Provident Agency Lead- 
ers Enjoy Week-End at Buckwood 


Inn in Pennsylvania 


Leaders in the Lewis C. Sprague agen- 
cy, Provident Mutual Life, New York 
City, were honored at an agency meet- 
ing and outing held at Buckwood Inn, 
Shawnee-on-Delaware, Pa., on July 7, 
8 and 9. Home office guests were Mal- 
colm L. Williams, assistant manager of 
agencies, and William E. Creery, assist- 
ant insurance supervisor. 

Five qualifiers on the basis of May and 
June production were S. Roy Swenson, 
Dalton C. Stapleton, Robert M. Saville, 
Phyllis Cunnyngham and Robert H. 
Derck. They paid for thirty-five lives 
for $183,960. Mr. Swenson led in volume 
for the period. Mr. Saville is leading 
the agency in lives with thirty paid cases 
during the first half of the year. 

Golf tournament at Buckwood was won 
by Henry G. Barnhurst with S. Roy 
Swenson and C. Gordon Ferguson tied 
for the second and third prizes. Dalton 
C. Stapleton and Lewis C. Sprague won 
the prize for low best ball. 





John K. Luther Editor 
Of The Life Aetna-Izer 


HAS BEEN AGENCY SUPERVISOR 





Given Farewell Party by K. A. Luther 
Agency; Vice-President Whatley 
One of Speakers 





John K. Luther, who has for some 
time been an agency supervisor of the 
Aetna Life of New York, is the new 
editor of the Life Aetna-izer, one of the 
outstanding agency publications in the 
country, and will take over his new 
duties in Hartford on Monday. 

On the threshold of entering his new 
editorial duties Mr. Luther was given a 
tribute of a good wishes-going away 
party by the K. A. Luther Agency at 
60 East Forty-second Street, New York 
City, which was attended by the entire 
agency force and executives of the 
agency and by the agents. S. T. What- 
ley, vice-president in charge of produc- 
tion, was at the lunch which was in the 
Uptown Club Wednesday. Chairman of 
the luncheon was Louis W. Sechtman, 
assistant general agent. In addition to 
Vice-President Whatley and General 
Agent Luther, talks were made by Rob- 
ert A. Bernard and O. A. Krebs. The 
speakers praised the Life Aetna-izer and 
the assistance it has given the agency 
force, and had many kind things to say 
of the guest of honor. Also a speaker 
was Harold Darling, Aetna C. & S. 

Tohn K. Luther is a graduate of the 
Wharton School of Finance, University 
of Pennsylvania, class of ’30. He was 
prominent at the college. having been 
business manager of The Pennsylvanian; 
member of the basketball and track 
teams. He was also a member. of the 
Mask and Wig Club. After leaving the 
University Mr, Luther joined the Aetna 
Life’s Group training school in Hart- 
ford. He became an agent in Syracuse, 
In 1933 he came to this city as brokerage 
supervisor for the Aetna Life’s agency 
at 100 William Street and in 1934 was 
made agency supervisor there. He then 
went with the K. A. Luther Agency at 
60 East Forty-second Street. as agency 
supervisor. Mr. Luther has _ literary 
talent and demonstrated editorial ability. 

Eugene Reed, who has been editor of 
the Life Aetna-izer, is entering the 
Ordinary life school of the company in 
Hartford. 





25 YEARS WITH TRAVELERS 





Daniel J. Bloxham, Supervisor of Agency 
Field Service, Began With Company 
as an Agent in Up-State New York 
Daniel J. Bloxham, supervisor of the 
agency field force, the Travelers, has 
been with that company a quarter of a 
century. He began as an agent in Ovid, 
N. Y., and was soon appointed a special 
agent. Then he was transferred to Erie, 
Pa., as supervising special agent and 
was appointed manager of the Travelers 
branch there in June, 1917. After the 
war he became agency instructor at the 
home office, in 1924 was appointed assist- 
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SECURITY BY 


Unfair Deductions 


(Continued from Page 4) 


1930, an entirely different story would 
have been told; but even if that period 
had been chosen, the committee, because 
of its ignorance of the actual problems 
of a life insurance company, would prob- 
ably have found some good reasons for 
pointing to the economic waste of termi- 
nations. 

“In spite of the fallacious reasoning 
of the investigating committee and _ its 
counsel, we should not, however, blind 
ourselves to the waste in the business 
that terminates before it has accom- 
plished its purpose; but I think the 
members of the committee are not think- 
ing straight when they look at all dis- 
continued business as being in the nature 
of economic waste. There is a point, I 
think, below which we cannot reduce 
the lapse rate because of the instability 
of human nature, and because of the 
economic ups and downs of individuals. 
In other words, there is an irreducible 
minimum. At the very worst, then, eco- 
nomic waste consists only in the differ- 
ence between the actual lapse rate and 
the irreducible minimum. 

Companies Not Remiss 

“Reading the accounts of the investi- 
gation, the public might conclude that 
the life insurance companies had been 
remiss in their responsibilities, that they 
had sought volume to the exclusion of 
the best interests of the policyholders, 
and that they had welcomed terminations 
instead of actively campaigning against 
them. We know that this is not true. 

“Speaking for our own company, we 
have combed the highways and byways 
of our minds for plans that would re- 
duce the terminations. Many years ago 
we set an objective for the first year 
lapse rate, and have hammered away at 
it by keeping it constantly before our 
field force, and have rewarded their ef- 
forts in many various ways that you all 
know about. We were going places 
when the depression struck, but where 
was the waste when policyholders 
flocked to the insurance companies to 
get the cash surrender value that saved 
them from economic disaster? What a 
splendid thing the life insurance com- 
panies did for the people of this country 
at that critical time, by what the investi- 
gating committee is calling waste! 

“Coming out of the depression we have 
again set the objective. Slowly but sure- 
ly we are approaching the irreducible 
minimum. It is a gigantic task we have 
set for ourselves, but if we are going to 
earn the good will of the public, we 
must not lose heart at the contrariness 
of human nature, but continue until we 
have completely destroyed Mr. and Mrs 
Economic Waste. 

“Time marches on by the handiwork of 
nature. The Equitable marches on by 
the handiwork of its agency force.” 





ant superintendent of agencies in life, 
accident and Group departments and in 
1930 was made supervisor of agency field 
changes. 
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H. S. Nollen Praises Agents 





To Conserve Business 


The invaluable part played by the in- 
surance agent in the building of the 
creat life insurance institution, the spirit 
of sacrifice and family love which have 
been the motivation in buying insurance, 
the self-reliance of the American public 
and its craving for independence and 
initiative, were graphically illustrated in 
a talk before the Equitable Life of Iowa 
field convention in the Waldorf-Astoria 
this week by Henry S. Nollen, chairman 
of the company. At the same time he 
warned against the tendency towards 
regimentation with its loss of independ- 
ence and dampening of the spirit of in- 
dividualism which has been growing since 
the depression. 

Self-Reliance and Discipline 

Life insurance, said Mr. Nollen, is a 
voluntary association of self-reliant peo- 
ple who have been persuaded by life in- 
surance agents to so order their affairs 
and so set aside from their current in- 
come and savings that they will provide 
for the future protection of themselves 
and their dependents, with the all im- 
portant factor under which in case of 
premature death the contemplated in- 
surance will be paid from a common 
fund. 

Mr. Nollen emphasized that self-re- 
liance and self-discipline of the people 
has meant as illustrated by the protec- 
tion they have been able to purchase 
from insurance agents. In America there 
has existed a pioneer spirit that has been 
adventuresome and which has resulted in 
pride in building one’s own future. 

The development of life insurance and 
what it accomplishes and how its assets 
have been a permanent factor in indus- 
try, agriculture and business, were then 
discussed by Mr. Nollen. The support 
of the government in the various types 
of investments made through the insur- 
ance company was also stressed. 

The idea of democracy, as formulated 
and accepted in this country, is that the 
people shall through periodically chosen 
representatives make rules for conduct 
in dealing with each other, such as offi- 
cers to carry on public affairs and judges 
chosen to settle disputes, but always 
there has been an allowance for freedom 
of the people in their choice of activities 
so that they may depend upon their self- 
reliance and _ self-discipline to promote 
public welfare. 

Regimentation 
_ Public opinion is the motivating force 
in the conduct of a democratic form of 
government. But now there has come 
a tendency (growing out of perplexity 
of life) to increase the functions of gov- 
ernment and Mr. Nollen discussed the 
effect upon the life insurance business 
which this expanding function has taken 

The progress of the idea that it is 
the duty of the government to give 
security against want to those who are 
in need and its development in enact- 
ment of the Social Security Act to pro- 
vide income for old age and retirement 
involves a regimentation and a leveling 
of benefits among the people. Those 
who have lower incomes are given a 
larger return in proportion to those who 
have a larger income. There is a de- 
parture from the principle involved in 
life insurance through a system of regi- 
mentation and _ providing of funds 
through taxation. Regimentation is in- 
compatible with the thought of self-re- 
liance and self-discipline. It leaves out 
of account the many uses to which life 
insurance is put in addition to providing 
an old age income. It leaves out of ac- 
count the human factor and the spiritual 


values which the insurance agent appre- 
ciates so well and whose mission and per- 
formance is constantly to bring into 
action. 

“We have seen in the operation of 
Savings Bank Life Insurance in Massa- 
chusetts and in other directions how few 
people will buy insurance when an agent 
does not have opportunity to use his 
persuasive powers in prescribing future 
insurance protection in order that needs 
shall be sufficiently covered by policy 
contract,” said Mr. Nollen. 

The effect on the government of sub- 
stitution of plans for current life insur- 
ance, which will materially reduce the 
volume of insurance in force, is obvious. 
For one thing the government will lose 
huge amounts in tax payments which 
have been made, and that will result in 
necessity of increasing the tax through 
getting the lost funds by getting them 
through other sources. Substitution for 
outstanding life insurance or new life 
insurance will largely increase the num- 
ber of public charges. The work of the 
insurance agents has kept tens of thou- 
sands of widows from financial distress. 

“We can well ask how many fatherless 
children and orphans would be left with- 
out financial resources if no agent had 
successfully pictured to the head of the 
family the needs which would arise after 
his death. It is the agent who has been 
the vital factor in bringing the benefits 
of life insurance to the 60,000,000 insured 
people of this country,” said the Equit- 
able’s chairman. 

He took issue with the college profes- 





S. NOLLEN 


sor who told the O’Mahoney Committee 
that life insurance had been oversold and 
declared that the high pressure allega- 


tions made in Washington were not 
justified. 
Mr. Nollen presented a dramatic pic- 


ture of the terminations for which the 
depression has been responsible. He told 
also of the heartaches which accompanied 





Heads Insurance Institute 

J. D. Williamson, actuary, Canada Life, 
has been elected president of the Life 
Insurance Institute of Canada. 

The Institute. with a membership rep- 
resenting all Canadian life companies, 
has for its objects “the promotion and 





J. D. WILLIAMSON 


cultivation of a thorough knowledge of 
the life insurance business by means 
of its educational courses, the circula- 
tion of insurance literature, the reading, 
discussion and publication of suitable 
papers.” 

For a number of years, Mr. William- 
son served as chairman of the educa- 
tional committee. During his term a 
new syllabus, including the advanced 
course, was worked out and inaugurated. 
Before his present appointment to the 
president’s chair, Mr. Williamson served 
successively as second and first vice- 
president. 


ANSWERS TO OBJECTIONS 





A. Freeman Mason Gets Replies From 
Ben F. Hadley, Lowell Boyd, Preston 
Hanawalt and George Maltby 

A. Freeman Mason, Philadelphia, in 
a talk on answering objections, made at 
Equitable of Iowa convention in Nev 
York this week, interrupted his address 
to give a number of objections and then 
called on men present to answer them. 
Answers were given by Ben F. Hadley, 
Columbus, Ohio: Lowell Boyd, Kokomo, 
Ind.; Preston Hanawalt, Cleveland, and 
George Maltby, Kansas City. 

Mr. Hadley answered the obiection: 
“I don’t believe in life insurance because 
you have to die to win,” by asking this 
query: “Do you call it ‘winning’ to trade 
$100,000, your probable earnings in the 


future, for a $10,000 policy? Anyway, 
you have to die; why not win? 

The obiection, “I am Ae rid bonds,” 
Mr. Hadley answered by saying: “A 
widow has to live on income, and bonds 
may default. On sale the price varies 


within wide limits. Life insurance pays 
100 cents on the dollar. Good bonds are 
bought at a premium with no chance for 
appreciation. Life insurance may appre- 


ciate 1,000%.” 
INSURES MANY PRIESTS 





Cincinnati Agent Has Their Pictures and 
hose of Insured Seminary 
Students in Book 

E. E. Smith, agency secretary of the 
Equitable of Towa, was chairman of the 
forum on prospecting during the com- 
pany’s convention at the Waldorf-Astoria 
this week. 

One of the best prospecting talks was 
made by A. M. Boex of Cincinnati who 
has written a large number of students 
at a Catholic seminary. and also a num- 
ber of Catholic priests who once at- 
tended the seminary. On two days of 


the withdrawal of cash values on policies 
which had been in force for many years. 
Among those who understand these 
tragedies best are the agents who knew 
the circumstances under which the poli- 
cies were taken out in the first place. 
“One of the greatest tragedies,” he said, 
“has been a realization by a self-reliant 
individual who had planned the future 
carefully that this great prop of life in- 
surance could no longer be used, be- 
cause he can no longer pay for his in- 
surance.” 

Then Mr. Nollen looked at the other 
angle—the importance of having had 
available the billions of life insurance 
dollars which have been paid out in the 
depression, and the satisfaction that such 
protection has been available. The com- 
panies have done everything possible to 
retain business on the books, and the 
field force has done yeoman service in 
this regard all through the depression. 
The agents have fought to keep these 
policies on the books and generally when 
they lost such a battle it has been be- 
cause financial circumstances of the in- 
sured could not prevent it. 

In conclusion Mr. Nollen said: 

“A tendency to mechanize all human 
relations and regiment the lives of peo- 
ple on the theory that they cannot care 
for themselves or make the decision as 
to the conduct of their own affairs is a 
serious one which if not checked may 
ultimately destroy all of those qualities 
which have been the foundation of the 
progress of this nation. Without vision 
the people perish. Let us remain watch- 
ful against the destructive mechanizing 
trends and keep alive our reverence for 
the intangible values which have brought 
humanity to a higher and_ beautiful 
standard of living. Our moral and 
spiritual qualities, which foster kindness 
and sympathy and minister to human 
welfare, are realized in the vision and 
wisdom of the immortal Lincoln. We 
must always keep before us his great, 
imperishable saying that the government 
of the people, by the people and for 
the people shall not perish from the 
earth.” 





Equitable of Iowa Seal 
Rich in Its Symbolism 


The seal of the Equitable Life of 
Iowa, which made its appearance in com- 
pany advertising and literature this 
month, is the result of a long process of 
development. Every figure in the de- 
sign posseses a symbolic meaning. The 
company says about the seal: 

“The very form of the emblem—a 
circle containing the corporate name em 
bracing the shield and design—is an age 


old symbol of group or family solidarity 
within the confines of established pur- 
pose, and as such indicates Unity. Above 
the shield appears an arch, the tradi- 


tional delineation of Stability. On either 
side of the shield appear decorative oak 


leaves, indicative of Venerable Age and 
Endurance. 

“The shield itself is emblematic of 
Strength. The scales appearing in one 


quarter of the shield represent Justice; 
the helmet stands for Protection; the 
compass indicates competent Direction; 
and the key is, of course, the recognized 
symbol of Friendship.” 





each weck salesmen may come to the 
seminary. Mr. Boex’s best sales docu- 
ment is a book containing pictures of all 
students and clergymen he has insured 
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CONFERRING WITH INSURED 
BEFORE NEW COVERS ARE 
PREPARED 
Among the coverages in the insurance 
field where relationship between compa- 
nies and the insured is particularly close 
is that of blanket bonds. In its agency 
publication the National Surety points 
out that in preparation of new coverages 
the various committees appointed by the 
Surety Association of America have had 
the collaboration of the insurance com- 
mittees representing the various classes 
of insureds for which the coverages were 
intended. In short, instead of assuming 
that the insured could and would change 
its method of operating so as to fit the 
available coverage, often the practice, 
there has been a change for the better 
in that the coverage is being arranged 
to fit more closely the needs of the 

buyer. 

For some years now the Surety Asso- 
ciation and the insurance committee of 
the American Bankers Association have 
cooperated with each other in the prepa- 
ration of practically all forms of bank 
coverage. Result has been to eliminate 
to a considerable extent the necessity 
of preparing new forms of endorsements 
for explaining or clarifying language, 
which in the first place was not clear to 
the purchaser. 

In discussing the new Blanket Bond 
forms on which the committees from the 
companies and the insureds had con- 
ferred the National Surety says: 

“The working arrangement thus cre- 
ated with these organizations has de- 
veloped a healthier condition in the 
business and has at the same time re- 
flected itself in the rates promulgated 
to apply to the various forms. In short, 
since the insured has the coverage which 
is required in the conduct of his busi- 
therefore, not paying for 
He has 


ness, he is, 
something he does not need. 
insurance which fits his needs.” 





AMERICAN AGENCY SYSTEM 

The National Association of Life Un- 
derwriters has taken a constructive step 
in appointing an advisory committee to 
intently study and analyze the insurance 
testimony which was heard by the 
O’Mahoney Committee in order to ascer- 
tain what are the implications in the 
mind of the committee and its assistants. 
Nothing has developed at the Washing- 
ton insurance inquiry which has been 
an effective argument against the agency 
system. That system has done phe- 
nomenal work in lifting life insurance 


to the predominant position it occupies 
today. Without that system Americans 
might not be more 
than many countries in the world where 
amounts of life insurance owned are 
small. This is the insurance- 
minded country in the world, and by con- 
stantly improving himself, correctly in- 
terpreting the economic needs of the 
public and seeing that those needs are 
met, the agent has become a professional 
in the best sense and truest meaning of 
the word. 

If the agency system were damaged 
or its prestige impaired it would be a 
national calamity. The public will go 
to the defense of the agency 
because if it were not operating in its 
present form millions now insured would 
not be carrying protection. 


insurance-minded 


most 


system 





LARGEST MANUFACTURING 
STATE 

Financial center of the nation, it is not 
generally remembered that New York 
State still ranks first in value of manu- 
factured products, also. Approximately 
17.8% of the country’s total number of 
manufacturing establishments in 1937 
were located in this state. 

The three most important industries 
in the state are textiles and their prod- 
ucts; food and kindred products, and 
printing and publishing. These three in- 
dustries combined employ about 50% of 
the total number of wage earners in the 
state. Largest number of employes in 
the textile group are clothing, both men’s 
and women’s, knit goods and millinery. 

Next to New York State in number 
of manufactured products are Pennsyl- 
vania, Illinois, Ohio, Michigan, New Jer- 
sey and Massachusetts in the order 
named. 





Edwin G. Seibels of Seibels, Bruce & 

o., Columbia, S. C., is now an honorary 
member of the Delta Sigma Pi, interna- 
tional commerce fraternity. He was 
initiated into the fraternity recently at 
exercises at the University of South 
Carolina. He was graduated from this 
institution in 1885. It was then South 
Carolina College. He is chairman of the 
board of trustees of the university and 
is an honorary member of Phi Beta 
Kappa. 

* * * 

Raymond N. Caverly, vice-president 
Fidelity & Casualty, New York, stopped 
off in Los Angeles last week en route to 
San Francisco to attend the American 
Bar Association meeting. 


* * * 

Tom Braniff, Oklahoma City, leaves 
this week to join his family in Califor- 
nia, for a few weeks’ vacation. 











LIC. REINA 


Lic. Reina, Superintendent of Insur- 
ance for Mexico, has returned to that 
republic after attending the annual con- 
vention of the National Association of 
Insurance Commissioners. They regarded 
his visit as a distinct honor as it was 
the first time that Mexico has been rep- 
resented at a convention of the com- 
missioners in this country. He was in- 
troduced at the opening session of the 
meeting and also addressed the conven- 
tion before its close. He received a 
warm welcome. 

* * * 


Jerome A. Young, assistant secretary, 
Monarch Life, Springfield, Mass., who is 
a past president of the Advertising Club 
of that city, was recently elected lieuten- 
ant-governor of the Advertising Federa- 
ion of America for the New England dis- 
trict. Mr. Young has also been named 
general chairman of the N. E. district 
convention of advertising clubs which 
will be held in the Fall at Springfield. 
A prominent member of the Life Ad- 
vertisers Association Mr. Young has had 
considerable to do with. preparation of 
the successful direct mail material put 
out by the Monarch Life. 

* * * 


R. J. Lilly, secretary-manager of the 
Central States Hail of Lincoln, Neb., is 
spending the month at White Bear Lake 
with his family. He reports the hail 
experience in Nebraska this Summer as 
anything but satisfactory. Mr. Lilly for- 
merly was in the local agency business 
in St. Paul and is a past president of 
the Minnesota Association of Insurance 
Agents. 

* * * 

William Audley White, former New 
Jersey state agent for John Hancock, 
who retired from active service May 1, 
has been elected an honorary member 
of the Life Underwriters Association of 
Northern New Jersey. At the time of 
his retirement Mr. White had been in 
insurance for fifty-four years, most of 
which was spent in the life insurance 
field. In 1888 he joined New York Life 
as an agent and in 1898 was sent to 
Washington, D. C., as district manager. 
He joined the John Hancock there in 
1903. After two years he was offered the 
New Jersey state agency. 

* * * 


Raymond D. Shepard, vice-president 
and treasurer, Bankers National Life of 
Montclair, N. J., has been elected a 
director of the Montclair Chamber of 
Commerce. Mr. Shepard is also a mem- 
ber of the Board of Adjustment of the 
town of Montclair. 





Paul Stone-Raymor, Ltd 
LUIDENS 


JOY M. 


Joy Luidens, secretary of Life Under- 
writers Association of Chicago, sailed for 
3ermuda on Tuesday of this week. Miss 
Luidens has won a nation-wide reputa- 
tion as one of the most efficient women 
executives in the insurance business. She 
is particularly gratified that the mem- 
bership of that association, largest in the 
country, now consists of more than 
1,700 members. While in New York 
this week she said that there is a possi- 
bility that the association will eventually 
reach a membership of 2,000. While 
here she called on Major Roger B. Hull, 
managing director of the National As- 
sociation of Life Underwriters. 

* * & 


Curt Felix, secretary of the Mutual 
Life, has been with that company half 
a century, beginning as an office boy for 
William J. Easton, then secretary. In 
1895 he was transferred to the company’s 
registrar’s department, and became sec- 
retary of the Mutual Life on July 1, 
1933. In discussing his work the com- 
pany says: “To a large degree his 
efforts—in cooperation with other unscen 
workers behind the firing line — have 
brought about the accuracy and expedi- 
tion with which the Mutual Life poli- 
cies are issued and sent throughout this 
country to the field for delivery.” 

* * * 

Allen Gates, general agent Penn Mu- 
tual, Little Rock, who has been named 
one of the five members of the Arkansas 
State Banking Board, was appointed as 
the governor’s personal choice. The 
board acts as an executive committee for 
the State Banking Department and as 
an advisory committee for the governor 
and general assembly in the matter of 
legislative recommendations. 

* * x 


Richard Blackmur, Massachusetts Mu- 
tual general agent at Boston, won the 
Memorial Day eighteen-mile handicap 
race around Boston Light, and was 
awarded a trophy cup presented by the 
sponsors, Hingham Yacht Club, of which 
Mr. Blackmur is vice-commodore. He 
led the runner-up by twenty minutes 
with his “Bacardi.” Mr. Blackmur will 
enter the Bacardi in the President Roose- 
velt Trophy Race this month. The 
Bacardi is a past winner in this race. 


ie iii: Pind many years a con- 
sistent club member ‘of the Equitable 
Life Assurance Society, started as a 
home office stenographer and subse- 
quently took the dictation of two Equi- 
table presidents — James W. Alexander 
and Paul Morton. With his background 


he became an agent in Brooklyn and 
has been associated with H. S. Gierhart. 
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Insurance Men Becoming Art 
Connoisseurs 
One of the most interesting sidelights 
on the New York World’s Fair is the 


fine education in art which insurance 
executives are getting. This is the re- 
sult of the desire to make an inspec- 
tion themselves of the paintings in the 
Masterpieces of Art, together with a 
familiarity with the environ. 

As there is $30,000,000 at risk in the 
buildings containing these great works 
of art from museums in all parts of the 
world the executives and other under- 
writers cannot be blamed for wanting to 
take a good look at the risk. Once in 
the buildings and getting over the 
amazement that a small piece of canvas 
can rate a value of $250,000 they nat- 
urally want to learn more about the 
paintings and hence they have been 
studying up on them. There are many 
insurance men who can now pass a 
pretty good examination on the various 
schools. 

The exhibits are well guarded. There 
is either a special officer in every room 
or one who stands at such a point where 
he can see everything that passes in 
two rooms. 

+ + + 
Royal-Liverpool Colored Movies 
of the Fair 
The Royal-Liverpool Groups’ World’s 
Fair headquarters on the fourteenth 
floor of their building at 150 William 
Street, New York, has been visited by 
many agents and their families since the 
Fair opened. There are quite a num- 
ber of rooms for the visitors. These 
include one where agents can attend to 
their correspondence; also a beautifully 
furnished room which the women have 
for their own and is fitted like a club 
room. Principal feature in the main 
room is a display of advertising, : sell- 
ing and service exhibits. Also, on the 
floor is a small theatre where shown 
twice a day are colored motion pictures 
of the World’s Fair and of New York 
City. In all 5,200 square feet of floor 
space is used in the home office head- 
quarters. Col. C. R. Redgrave, O.B.E., 
(Officer British Empire), is in charge of 

the headquarters. 

The motion picture of the Fair takes 
forty minutes to run. Photographer was 
Ralph W. Smiley, advertising manager. 
The cinema was the result of a number 
of visits. Equipped with a Victor cam- 
era Mr. Smiley walked about seventy 
miles getting these shots, some of which 
are inside views. It wasn’t an easy job 
because the Fair authorities do not per- 
mit the use of a tripod. This made it 
particular difficult getting a good view 
of the Coldstream Guards band, for in- 
stance, in the British section, but Mr. 
Smiley accomplished the feat. He has 
been taking pictures of one kind or an- 
other since he was in grammar school 
and his first motion picture shots were 
made five years ago. 

The colored films begin with pictures 
of the Administration Building, New 
York City’s building and the theme cen- 
ter. After showing of the statuary and 


Pylons a good view is obtained of the 


























Business Systems and Insurance Build- 
ing where two insurance companies are 
located. Next comes the Radio Cor- 
poration of America, transportation zone, 
with especially good shots of the old 
locomotives. The unique Crosley auto- 
mobile gets its share of shots after 
which is shown the Ford Building, Gen- 
eral Motors, and Goodrich. Last named 
pictures show “Jimmie” Lynch in action 
and the mystery controlled car. The 
camera then takes the audience to Fire- 
stone, Marine exhibit and finally to the 
British pavilion where there are quite 
a number of feet, including views of 
the garden terrace and floral displays. 
The fountains of the lagoon, children’s 
world and other features of the Fair 
are shown, and some particularly good 
shots are taken in the amusement sec- 
tion. Neither the Billy Rose Aquacade 
nor the Cuban village are neglected. 

Harold Warner, United States man- 
ager of the Royal-Liverpool Groups will 
take a copy of the colored movie film 
to Liverpool with him when he sails Sat- 
urday on the Aquitania. 

* * * 


How G. M. “Acceptance Corpo- 
ration” Got Its Name 


In an address delivered in Iowa, Milan 
V. Ayres, secretary of the National 
Association of Sales Finance Companies, 
explains how the acceptance corpoiation 
of General Motors got its name. 

The General Motors Acceptance Cor- 
poration began business in 1919, and 
one of its principal purposes was to 
make wholesale loans to General Motors 
dealers who were having trouble in ob- 
taining funds to purchase their new cars 
from the manufacturer. Its “Acceptance 
Corporation” name was adopted because 
it was at first intended to use bank ac- 
ceptances in connection with the whole- 
sale financing. That plan was aban- 
doned, but the name remained and sev- 
eral other finance companies later 
adopted it, “so that there are now sev- 
eral companies calling themselves accep- 
tance companies which are engaged in 
the sales finance business and would 
hardly recognize a bank acceptance if 
they saw one,” says Mr. Ayres. 

Some of the early finance companies 
would not finance used cars at all, and 
none of them was very willing to do 
so. By 1928, however, the number of 
used cars financed was 85% of the num- 
ber of new. In 1938 there were 218 
used cars financed for every 100 new 


cars. 
* * * 


Can Enter New Insurance College 
at Age 18 


To enter the new Hartford College of 
Insurance a student must be at least 18 
years old. All applicants are required to 
procure two letters of recommendation 
which shall state in detail the writer's 
estimate of the student’s character and 
general ability. Applicants recommend- 
ed by the employment and personnel de- 
partment of insurance companies, or by 
insurance company executives, will re- 
ceive preference in admission. 

Graduates of approved colleges and 





universities may be admitted upon tran- 
scripts of their academic records as can- 
didates for degrees. Preference in ad- 
mission will be given to graduates who 
have devoted a substantial portion of 
their undergraduate study to applied eco- 
nomic science. To a limited extent other 
applicants not possessing the bachelor’s 
degree, but already employed by and 
recommended by insurance companies, 
will be admitted but will not be eligible 
for degrees. 

Rooms and board are obtainable in 
the immediate vicinity of the school as 
the College possesses no dormitory or 
boarding facilities. 

Matriculation fee is $10. For the 
evening general insurance course tui- 
tion is $150 per years, one-half payable 
upon admission. Tuition charged for 
combination insurance and law course 
will be $350 a year. 

The faculty will be composed of junior 
executives of insurance companies and 
professional teachers. The faculty of 
the Hartford College of Law will pro- 
vide for the law instruction contem- 
plated. 

* * * 

San Francisco Chronicle’s Insur- 

surance Day Special 


That was an interesting special issue 
the San Francisco Chronicle got out on 
the recent Insurance Day at the World’s 
Fair. It was edited by Guy C. Mac- 
Donald, insurance editor of the Chron- 
icle, an insurance journalistic warhorse 
who stands well with the Coast fra- 
ternity. 

In his lead-off story about the San 
Francisco Fair and its insurance aspects 
Mr. MacDonald said that the companies 
have assumed about $60.000,000 of lia- 
bility on Treasure Island. 

Leland W. Cutler, president of the 
San Francisco Fair, is vice-president of 
the Fidelity & Deposit Co. Honorary 
chairman for Insurance Day was J. B. 
T.evison, chairman of the Fireman’s 


Fund. 


* * * 


Frank N. Belgrano, Jr. 


Frank N. Belgrano, Jr., who is presi- 
dent of the Pacific National Fire of San 
Francisco, is also vice-president of a 
large life insurance company (the Occi- 
dental Life): and vice-president of a 
bank, the Bank of America. 

He went into the army after being 
graduated from high school, and in 1917 
joined the 144th field artillery, cantain 
of which was Peter B. Kyne, noted 
American writer. Entering the army 
as a private he became corporal, ser- 
geant and second lieutenant. 

First business job was in a bank at 
Oakland, Cal. He worked there during 
vacations and after school hours. Next, 
he went with the First National Bank 
of Son Francisco. Upon leavine the 
armv he joined the staff of the Banca 
Popolare Fugazi of which his father 
was president. He was vice-president 
and cashier at the time it was consoli- 
dated with the United Bank & Trust 
Co., now the Bank of America, N.T. & 
For years he has been prominent in 
the American Legion of which he was 
elected national commander at the Miami 
convention in 1934. Previously, he had 
been commander of the Legion’s Cali- 
fornia department. 

* * * 


Pearl Buck’s Story 
Pearl Buck, author of “The ‘Good 


Earth.” and who spent many vears of 
her life in China, told a story in the 
July Harper’s which illustrates how 
widespread coddling of people weakens 
their moral fiber. This story was quoted 
by Alfred M. Best of Best's Insurance 
Reports in a talk he made before the 
Insurance Section of the American Bar 
Association in San Francisco this week, 
which talk had considerable to do with 
Washington spending, relief projects, 
home settlement ventures and taxation. 
Extracts from Pearl Buck’s story fol- 
low: 

“Centuries ago, when astute China was 
about to be conquered by the naive and 
childlike Manchus the Chinese used a 
weapon which gave them the final and 


actual victory, though the Manchus 
never knew it. When they were con- 
quered, the Chinese said in effect to 
the Manchus: ‘You are our superiors. 
Therefore, we will perform all unpleas- 
ant tasks for you. You shall live in 
palaces apart and there enjoy your- 
selves. Sums of money will be set aside 
for you. You need not labor or strive. 
We will do everything for you. We 
want you only to be happy and enjoy 
yourselves.’ 

“The Manchus were delighted with 
this. They laid aside their weapons, went 
joyfully to the fine palaces the Chinese 
gave them, and began to spend their 
lives in pleasure. In a short time the 
Chinese were ruling their own country 
again as they always had and the Man- 
chus were as good as dead. Easy food 
and drink and plenty of leisure had 
reduced them to complete ineffectuality, 
just as the Chinese had planned it. They 
went on helplessly living in their pal- 
aces and houses, and then one day the 
Chinese realized that there was no use 
in feeding them any more since they 
were of no use to anybody. And so 
they put them all to death in a quiet, 
matter-of-fact way, and that was the 
end of the Manchus in China.” 

* * * 


Happy End of Fishing Trip 


Seldom in fire or casualty insurance 
is production stimulated with what in 
life insurance is called “special honor” 
personality business. In life insurance 
agents frequently stage a campaign as 
a testimonial to an officer, based on an 
anniversary or any other thought which 
will influence associates in the field to 
put on some extra steam. 

But there are exceptions to every- 
thing, and I note such a tribute is being 
paid to J. E. Joseph, resident manager 
of the Commercial Union at Los An- 
geles. Last week’s issue of Under- 
writers Report of San Francisco says 
that when Mr. Joseph returns from the 
Mt. Lassen trout country where he has 
been on vacation he is going to get a 
surprise. Says Underwriters Report: 

“Whatever luck Mr. Joseph has tn 
catching the big ones in the trout stream 
will be overshadowed by the finding of 
an overflowing fishing creel, filled with 
new business applications, when he re- 
turns to his office. 

“Shortly after Mr. Joseph departed 
for the trout streams, his associates in 
the Los Angeles office decided to stage 
a ‘new business drive’ in his honor. 
Suitable stickers were printed to be at- 
tached to each new application, the idea 
being that each new application is adding 
‘a fish to Joe’s line.’ Agents and brokers 
of the Commercial Union group are re- 
ported as co-operating in a_ whole- 
hearted manner. indicating the ‘business 
fishing trip’ will be a huge success.” 

* * * 


Foreign Aviation Losses 


There have been a number of large 
aviation losses abroad. The British fly- 
ing boat Connemara, destroyed by fire 
while refuelling, was insured for £56,000, 
with £16,000 to £20,000 on machinery. 
Previously the Centurion was destroyed 
while landing at Calcutta and the flying 
boat Challenger crashed when landing in 


Mozambique. These three accidents 
measured up to an insurance loss of 
£150,000. 

Recently, Scandinavian underwriters 


subsidized civil and traffic aviation heav- 
ily through the Northern Aviation Pool. 
In 1938 Germany had some heavy avia- 
tion losses. 

A British Air Ministry notice is to the 
effect that aircraft owners and ground 
engineers must equip all new type civil 
aircraft with fire extinguishers of ap- 
proved type, installed in such a manner 
that they can be operated from the 


cockpit to extinguish fire in engine 
nacelles. 
* * 
Two Years’ Losses 
Under the new Federal tax law cor- 


porations may be able to carry their 
losses over a period of two years, thus 
reducing their taxes. These losses in- 
clude bad debts and drop in security 
holdings. 
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Chas. E. Wickham Dies; 
Veteran N. Y. Producer 


FORMERLY AMERICAN MANAGER 
Retired From Commend! s Service End of 
1937 and Since Then Was an 
Agent : at Miami 
Funeral services were held Tuesday 
afternoon at the Home for Services in 
Montclair, N. J., for Charles E, Wick- 
ham of Miami, Fla., formerly New York 
City department manager for the Ameri- 
can of Newark. Mr. Wickham died Sun- 
day at the Hotel Pennsylvania in New 
York where he had been seriously ill 





WICKHAM 


CHARLES E. 


for several weeks. He had come North 
from Miami, where he conducted a local 
ag ag to attend the annual meeting of 
the National Board of Fire Underwriters 
He was 66 years old. 

A man of high integrity and loyalty as 
well as a thorough student of fire insur- 
ance underwriting and production Mr 
Wickham served the business faithfully 
for more than forty years. He was wide- 
ly respected, had many close friends ¢ and 
was deeply missed following his de- 
parture from New York early last year 
to open an agency in Florida 

Mr. Wickham began his insurance 
career with the Queen, after which he 
went with Hall & Henshaw, then to the 
old William S. Banta agency and next to 
the City of New York as general agent 
in New York and suburban territory. 
Following that he formed an agency with 
Archibald Kemp, now vice-president of 
the Firemen’s of Newark. Mr. Kemp 
withdrew and Mr. Wickham continued 
the agency. 

During his long career in New York 
Mr. Wickham served on nearly every 
standing committee of the Exchange and 
likewise served with distinction on the 
executive and other committees of the 
New York Board of Fire Underwriters. 
Quiet, reserved and presenting often a 
gruff exterior he really possessed a 
warm personality which endeared him to 
his friends. His influence was always 
constructive and his example commend- 
able. 

Surviving the deceased are his widow, 
Nora Garrison Wickham, a daughter, 
Jetty, and a son, Elston. The last 
named is field representative of the Na- 
tional Union Fire in Pennsylvania. 

Mr, Wickham was born in Jersey City 
and lived many years in Montclair. At 
and lived many years in Montclair 


NEW YORK CITY POND ELECTS 

E. L. Lewis Most Level Gander With 

H. W. Puschel Supervisor; Memorial 
on W. V. A. Keeler Adopted 

The New York City Pond of the Blue 
Goose held its annual meeting last Fri- 
day afternoon at the National Board of 
Fire Underwriters headquarters in New 
York and elected the following officers 
for the coming twelve months: most loyal 
gander, E. L. Lewis, Underwriters Sal- 
vage Co.; supervisor of the flock, Her- 
bert W. Puschel, northern New Jersey 
state agent for the Home; custodian of 
the goslings, E. C. Niver, executive vice- 
president of the New York Board of 
Fire Underwriters; guardian of the pond 
Harold Hyer, insurance director of the 
New York World’s Fair; keeper of the 
golden goose egg, John N. Ochs, New 
Jersey state agent of the Continental, 
and wielder of the goose quill, Max C. 
W. Buchenberger, Underwriters  Sal- 
vage Co. 

Retiring Most Loyal Gander P. M. 
Winchester reported the membership at 
305 ganders. Thirty-eight new members 
were added during the last year. A 
memorial resolution on the late William 

A. Keeler, Fidelity & Guaranty Fire, 
was adopted. ; 

Most Loyal Gander Lewis announced 
plans for a Fall golf meet to which the 
Penn Pond will be invited to compete 
for the plaque which the New York City 
Pond won at a recent tournament in 
Philadelphia. He also proposed that the 
New York Pond present a golf trophy 
to be played for at tournaments held in 
conjunction with annual mectines of the 
erand nest. 





S. H. Warner Northern N. J. 
State Agent for Pearl Assur. 


The Pearl Assurance announces the 
appointment of Stafford H. Warner as 
State agent for northern New Jersey. 
Mr. Warner, a native of Pennsylvania 
and a graduate of the University of 
Pennsylvania, entered insurance in 1924 
with the Insurance Co. of North Amer- 
ica. He resigned to go with the Na- 
tional Liberty, handling their automobile 
department in Philadelphia and subse- 
quently became a special agent in Phila- 
delphia suburban territory. In 1935 he 
entered the employ of the Pearl-Amer- 
ican Fleet when the Philadelphia office 
was eerie and is now being trans- 
ferred. 


Full Text of Comissioners’ 


Fire Policy Resolution 

When the National Association of In- 
surance Commissioners voted at its re- 
cent San Francisco meeting on the reso- 
lution offered by Superintendent Pink 
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TRIANGLE 


The three sides of an insurance relationship—Company— 
Client—and Agent—must maintain a perfect balance to 
be of real value to each other. 


The Company must be able to contribute wide resources 


. financial strength . . 


. active participation. 


To these, the Agent can add his own ambition, aggres- 


siveness and services. 


The Client, therefore, benefits from all these things . . . 
and, on his part, contributes his confidence and good will. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St.. Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Avery, _ 


92 William St., N 


CHICAGO OFFICE: 209 W. Jackson Boulevard 
SAN FRANCISCO OFFICES: 


Marine—222 Sansome Street 


i Montgomery Street 








of New York proposing a revised stand- 
ard form of fire contract there was some 
uncertainty in press reports received in 
the East as to the exact wording of the 
resolution. This resolution, which was 
adopted by the convention, follows: 
“Resolved, that the proposed revised 
standard fire insurance policy annexed 
to and made a part of this resolution 
be given the general approval of this 
association,.and be it further resolved, 
that the commissioners of the several 
states, in accordance with their own laws 
and in such manner as to them my 
seem advisable, take steps to have the 
annexed revised standard fire insurance 
policy adopted in their respective states.” 





AMERICAN RESERVE DIVIDEND 

Directors of the American Reserve at 
their regular meeting declared a divi- 
dend of 75 cents a share payable 
\ugust 1 to stockholders of record July 





N. F. P. A. OFFICE CHANGE 
Miss Florence Osborn, chief clerk of 
the National Fire Protection Associat‘on, 
has retired and Miss Ruth Freeman has 
been appointed in her place. 











PREMIUM RESERVE 

OTHER LIABILITIES 

SURPLUS TO POLICYHOLDERS | 
TOTAL ASSETS 


$608,121.20 in the above are 


Bonds & Stocks valued on New York Enousanee Department Basis. 





The Tokio Marine & Fire 


Insurance Company, Ltd. 


United States Fire Branch: 80 John Street, New York 
Georce Z. Day, Asst. General Agent 


U. S. Statement June 30, 1938 


$ 2,124,574.79 
639,291.00 
9,047,186.12 
11,811,051.91 


Securities carried at 


d in various States as required by law. 
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Out as Fire Marshal 
Of State of California 





JAY W. STEVENS 


Governor C. L. Olson of California 
late last week named Lydell Peck as 
state fire marshal to succeed Jay W. 
Stevens, who is also chief of the fire 
prevention bureau of the National Board 
of Fire Underwriters on the Pacific 
Coast. He has held the job of fire 
marshal since the office was created and 
his displacement by one regarded as 
unknown to the fire service has brought 
strong objections from fire chiefs. 

Mr. Stevens is recognized as one of 
the leading fire prevention men in West 
Coast circles and his fine services were 
publicly recognized and honored a few 
weeks ago when the Portland Fire De- 
partment called its new and elaborate 
emergency truck the Jay W. Stevens 
Disaster Service Unit. 


———— 
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tire Policy Legal Problems Caused by 
Agents’ Oral Waivers of Conditions 


By James M. Guiher 
Attorney at Law, Clarksburg, W. Va. 


insurance policy itself 
standardized. 


The fire has 
become thoroughly The 
standard policy has so often been before 
the courts that in the usual fire insur- 
ance case, the construction, interpreta- 
tion and application of the conditions 
and warranties of the policy, as written, 
present no great difficulty. In prepara- 
tions for trial, defending counsel may 
have undisputed proof that the plaintiff 
had additional insurance upon the prop- 
erty, or that the property had been va- 
cant and unoccupied for a long period 
of time before the fire, contrary to the 
printed conditions and warranties of the 
policy. 

Yet, he cannot rest secure upon such 
proof, for ever before his eyes stands 
the well-known specter of “waiver and 
estoppel.” His well laid plans for a 
directed verdict are very apt to be ship- 
wrecked by evidence which the plaintiff 
offers at the trial tending to show that 
the local agent of the insurance com- 
pany knew of the policy violations be- 
fore the loss, and perhaps even made 
some verbal statements to the plaintiff 
relative thereto. } : ; 

Even if the agent is available and will- 
ing to take the witness stand to dispute 
such evidence, the damage is already 
done; the conflicting testimony requires 
the case to be submitted to a jury for 
the determination of a factual question. 
Needless to say, the jury is not usually 
much impressed with the argument that 
the local agent had no authority to bind 
the company. The practical effect often 
is that an important condition of the 
policy is emasculated by a jury verdict. 

Factual Assumptions 

In the following discussion, in order to 
keep within reasonable bounds, the fol- 
lowing factual assumptions are made 
throughout : 

1. That the policy involved is in the 
New York standard form, and contains 
the usual provision that the conditions 
and warranties of the policy cannot be 
waived except by written riders or en- 
dorsements attached thereto. 

2. That the alleged verbal understand- 
ing, waiver, or estoppel occurred prior 
to the loss. 

3. That the person whose act or con- 
duct is sought to be imputed to and 
made binding upon the insurance com- 
pany is the local or soliciting agent of 
the company who wrote the policy in- 
volved; and that the facts bearing upon 
the risk which came to the knowledge of 
the agent were not communicated to the 
company. 

4. That unless otherwise indicated, 
the agent’s conduct in the transaction 
was merely passive—i. e., that he re- 
ceived notice or information of facts af- 
fecting the risk, but made no affirma- 
tive verbal representations or promises 
to the policyholder. 

The New York Standard fire insur- 
ance policy contains provisions relating 
to “waiver.” The language is clear and 
there can be no mistake as to its mean- 
ing. It plainly says that there can be 
no waiver of the provisions and condi- 
tions of the policy, except in writing, 
and such writing must be attached to the 
Policy. If the courts gave full effect to 


this provision as it is written, the work 
of counsel for fire insurance companies 
would be very considerably lightened. 
3ut as we all know, it is not so applied 
by the great majority of our courts. 


Waiver and Estoppel in Fire Cases 

in Federal Courts 

Prior to April, 1938, and the epoch- 
making decision of Erie Railroad Co. v. 
Tompkins, the treatment by the Federal 
courts of matters relating to waiver and 
estoppel in fire insurance cases was most 
satisfactory. In fact, the salutary rule 
applied by the Federal courts in such 
matters was sufficient in itself to ex- 
plain and to justify the well established 
practice of defense counsel to remove 
their fire insurance cases from the state 
to the Federal courts. 

The Federal rule had its inception in 
the leading case of Northern Assurance 
v. Grand View Building Association. 
There, it appeared that at the time the 
policy in suit was purchased, the plaintiff 
already had a policy written by another 
company. The policy sued upon con- 
tained the usual warranty against addi- 
tional insurance, as well as a provision 
that a waiver must be in writing attached 
to the policy, but sought to avoid a for- 
feiture by adducing testimony to the ef- 
fect that the defendant’s soliciting agent 
knew of the additional insurance at the 
time the defendant’s policy was issued. 

The agent himself denied that he had 
had any such information, but the jury 
found that he did. It was conceded that 
if the local agent had such information, 
he did not communicate it to the insur- 
ance company. The Supreme Court of 
the United States, with three justices 
dissenting, reversed the judgment recov- 
ered by the plaintiff in the lower court, 
and held that there could be no recovery 
upon the policy at law. The court point- 
ed out that the contract was clear upon 
its face, and that parol evidence could 
not be used to contradict it; and the 
court also called attention to the limita- 
tion upon the agent’s authority contained 
in the policy itself. 

The rule adopted in the Northern As- 
surance case was consistently followed 
by the Supreme Court in subsequent de- 
cisions. 


New Federal Policy in Erie Case 


All of this imposing body of Federal 
decisions suffered a death blow in Erie 
Railroad Co. v. Tompkins. This  in- 
evitably followed from what the Su- 
preme Court said in that case as to 
the duty of the Federal courts to apply 
the law as pronounced by the state 
courts ; and at the same term of court, 
in a series of insurance cases, it was 
made clear that upon questions of insur- 
ance law, the decisions of the state 
courts are now controlling. 

In accordance with these decisions, the 
lower Federal courts now apply in fire 
insurance cases the law as pronounced 
by the courts of the state in which 
they sit. 

It would appear, therefore, that_since 
the decision in Erie Railroad Co. v. 
Tompkins, there is no longer any ad- 
vantage to be gained in defending a fire 
insurance case in the Federal courts, in 
so far as the law applicable to waiver 
and estoppel is concerned, except per- 
haps in the rare case where the state 
court has adopted no clear rule upon 
the subject. In such event, it is be- 


lieved that the Federal courts might still 
be disposed to follow the rule of the 
Northern Assurance. 
Waiver and Estoppel in the State Courts 
In the state courts, the question of 
how far notice or knowledge of a local 
agent as to a policy violation is binding 
upon a fire insurance company is a 
confusing and troublesome subject. Not 
only is there a wide diversity of opinion 





Talks to Bar Association 


James M. Guiher, member of the 
well known Clarksburg, W. Va., law 
firm of Steptoe & Johnson, addressed 
the insurance law section of the 
American Bar Association in San 
Francisco on Tuesday on the sub- 
ject of variations of the written fire 
insurance contract arising out of ver- 
bal understandings, waivers and estop- 
pel. Extracts from this talk appear 
on this page. The address contains 
much of interest, explaining the prob- 
lems which arise due to actual or al- 
leged oral understandings between 
agents and assureds with reference 
to policy conditions, without the in- 
suring companies having knowledge of 
such understandings or waivers. Louis 
A. Johnson, also a member of the law 
firm of Steptoe & Johnson, is assist- 
ant secretary in the War Department 
and a past national commander of the 
American Legion, 











upon the proposition between the courts 
of different states, but there is also, in 
many instances, no consistency of ‘de- 
cision in the same state. Entirely dif- 
ferent results are sometimes reached by 
the same court in cases where there is 
no substantial difference in the facts. 
Hence, when counsel is confronted with 
this problem in his practice, about all he 
can do is to endeavor to ascertain what 
the rule is in the state where his case 
is being litigated, in the light of the 
particular facts involved. 

Almost all state courts agree that if 
at the time of the issuance of a policy, 
the local agent knew of the existence of 
facts which would, under the conditions 
of the policy, render it invalid at its 
inception, the insurance company cannot 
invoke 2 forfeiture of the policy because 
of such facts. There is very little dis- 
sent from this rule in the state courts, 
despite the provision in the standard 
policy that the conditions of the con- 
tract cannot be waived or modified ex- 
cept in writing. 

Vacancy Problem 


The situation is somewhat different 
where the agent’s knowledge at the time 
the policy is issued does not relate to a 
fact which makes the contract void ab 
initio, but which may eventually bring 
about that result. For example, the 
agent may have information that the in- 
sured property is vacant at the time he 
writes the policy. The standard policy 
permits the property to remain vacant at 
least ten days, so that the owner has a 
period of grace within which to secure 
a tenant. There is a sharp conflict of 


opinion on the question of whether in 
such a situation the knowledge of the 
agent prevents the insurance company 
from thereafter invoking the policy con- 
dition against vacancy. 

The weight of authority seems to be 


that the agent’s knowledge is imputed to 
the company. The cases to the contrary, 
however, are very persuasive, as they 
argue that despite his knowledge of the 
existing vacancy, the agent has the right 
to assume that the policyholder will have 
his property occupied within the period 
required by the policy. 

A very different problem is presented 
when the agent acquires knowledge of 
facts constituting a policy violation after 
the issuance of the policy, but before a 
loss. For example, it may come to the 
notice of the agent that foreclosure pro- 
ceedings have been commenced against 
the insured property, or that the prop- 
erty has become vacant since the policy 
was delivered. In such a situation, it is 
believed that the clear weight of au- 
thority, with some dissent, holds that 
such knowledge on the part of the agent 
is not to be imputed to the insurance 
company as a basis for waiver or es- 
toppel. 

Thus, the provision in the policy that 
the conditions and warranties of the 
contract can be waived only by a writ- 
ten endorsement attached thereto is, in 
practice, largely nullified by the courts. 
The reasoning of the various state courts 
in reaching this result is not always the 
same, but the underlying philosophy of 
the judges seems to be, in substance, 
that the fire insurance contract has been 
designed and drafted by the insurance 
companies, that its provisions are not 
arrived at through negotiation or the 
“hageling of the market place,” and that 
its contents are rarely read or. under- 
stood by the policyholder. Accordingly 
the state courts deem it unfair to hold 
the policyholder to the strict letter of 
the written agreement. 

To meet this line of reasoning, it has 
been pointed out that in many states the 
form of the fire insurance policy is pre- 
scribed by statute, and that where this 
situation exists, the “waiver” clause of 
the contract is, in effect, a statutory 
provision. This argument that the 
courts must give full effect to the statu- 


tory language of the contract has met 
with success in some jurisdictions, but 
has been of no avail to others... . 
Verbal Understandings Between 
Insured and Agent 
It has thus far been assumed that 
Waiver or estoppel was sought to be 


based upon some passive conduct of the 
agent—that is, because of facts coming 
to his attention which he merely failed 
to communicate to his company. But 
the agent’s conduct at issue may be af- 
firmative rather than negative. He may 
make some verbal representation to the 
insured upon which the latter relies. 

For example if, after the policy was 
issued, the agent merely had knowledge 
that the policyholder was not complying 
with the iron safe clause, most of the 
state courts would hold that this was 
not sufficient to excuse the policy viola- 
tion. However, if the agent also as- 
sured the policyholder that it was not 
necessary for him to comply with the 
iron safe clause, or that the records 
which were being kept were sufficient to 
comply with the warranty in the policy, 
the courts are more disposed to find a 
waiver or estoppel. 

Another illustration of “Verbal un- 
derstanding” between agent and _ policy- 
holder is where the existence of facts 

(Continued on Page 24) 
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N. Y. Law Changes 


(Continued from Page 1) 


examined desires a hearing on the re 
port, it must make a request for the 
same within ten days after receiving a 
copy. The section also requires the Su- 
perintendent to file the same within six 
months after final hearing thereon. 

Page 26, Section 31—Report on exami- 
nation to be forwarded: This section 
amends Section 39 of the present law by 
providing that the Superintendent may 
require that a copy of the report on ex- 
amination after filing shall be furnished 
by the insurer to, the supervising official 
of each state in the United States in 
wilh such insurer is authorized to 
transact business. 

Assets, Investments and Deposits 

Page &6, Section 77—Reinsurance, 
when pees effect on reserves: This 
section takes place of Section 22 of the 
present law, but makes several import- 
ant changes. Beginning in line 17 on 
Page 86 is an important new provision 
which exacts a new limitation upon the 
allowance of credit for reinsurance. 

Page 88, Paragraph 4 corresponds to 
the second paragraph of Section 22 of 
the present law, but the provisions of 
the latter apply equally to domestic and 
alicn insurers, while the new paragraph 
contains separate provisions applying to 
each; and the limitation relating to the 
latter only applies to reinsurance involv- 
ing the withdrawal or transfer of any in- 
terest in any of its trusteed assets in the 
United States. Furthermore, the pres- 
ent law limits the amount of insurance 
which may be ceded during any twelve 
consecutive months to not more than 
[0% of the total amount of its outstand- 
ing risks, while the new _ paragraph 
makes a limitation of 50% of the un- 
earned premiums on the net amount of 
its insurance in force at the beginning 
of such period, and provides an excep- 
tion as to facultative reinsurance. There 
is also an important new provision which 
imposes conditions under which credit 
will be allowed for contracts which ef- 
fect a reinsurance of substantially all of 
the net insurance in force of the ceding 
insurer. 

Page 90, Section 78—Investments; of- 
ficers and directors: Paragraph 2 on this 
page enacts a new provision that is now 
contained in Section 100 of the present 
law, relating solely to life insurance com- 
panies, which prohibits all insurers from 
participating in any underwriting of the 
purchase or sale of securities in ad- 
vance of their issuance, or entering into 
transactions for the purchase or sale on 
account of an insurer jointly with other 
persons. This paragraph also enacts a 
new provision beginning at the bottom 
of Page 90, which prohibits domestic in- 
surers from pledging or transferring se- 
curities as collateral for loan if such 
loan with all other outstanding loans 
secured by pledge or deposit of its se- 
curities aggregates, or will aggregate if 
such loan is made, more than 5% of its 
total admitted assets, without the written 
permission of the Superintendent. 

Minimum Capital 

Page 93, Section 79—Minimum capital 
investments: This section catuetenieda 
to Sub. 1 of Section 16 of the present 
law, but broadens somewhat the securi- 
ties in which the minimum capital may 
be invested. The present law permits 
the investment in stocks or bonds of the 
United States, or of New York State, or 
in bonds of a county or incorporated 
city of this state, while the new law 
also permits investment in the obliga- 
tions of any district or municipality in 
New York State or in the direct obliga- 
tions of any other state. The present 
law permits investment in bonds and 
mortgages on unencumbered real prop- 
erty in this state worth 50% more than 
the amount loaned thereon, while the 
new law permits investment in mortgage 
loans or deeds of trust specified in Para- 
graph (a) or (c) or Sub. 6 of new Sec- 
tion 81, on property located in this state. 

Page 94. Section 80—Reserve invest- 
ments required: This section enacts a 
new provision in the law which requires 
companies to have in cash or invest 50% 
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of the aggregate amount of their un- 
earned premium and loss reserves, in- 
cluding their minimum capital invest- 
ments, in the limited class of securities 
specified in Section 81. 

Page 95, Paragraph 5 provides that an 
insurer whose investments do not com- 
ply with the requirements may, during a 
period of ten years from the cffective 
date of the new law, acquire such addi- 
tional kinds of securities if acquired in 
substitution for other securities hereto- 
fore lawfully acquired by it and if the 
substitution results in the net reduction 
in the aggregate amount of the insurer’s 
investments in securities not eligible un- 
der Section 81. 

Insurance Company Stocks 


Page 110, Section 86—Insurance com- 
pany stocks: This section is based upon 
Sub. 4 of Section 16 of the present law, 
The present section prohibits a domes- 
tic insurer from investing in the stock 
of another insurance corporation in ex- 
cess of 50% of its “surplus funds,” 
while the new section permits an invest- 
ment of 35% of its surplus to policy- 
holders or 50% of its surplus over and 
above its liabilities and capital, which- 
ever is greater. It is also provided that 
the surplus to policyholders of the 
United States branch of an alien in- 
surer shall be deemed to be its trusteed 
surplus, and the United States branch 
of an alien insurer is prohibited from 
acquiring or holding any stock of an 
alien insurance corporation. 

There is a new provision that nothing 
contained in the section shall be deemed 
to prohibit the owner of previously law- 
fully acquired stock of an insurance com- 
pany from making a contribution, with 
the approval of the Superintendent of 
Insurance, to the surplus of such other 
insurance company. There is also a spe- 
cific provision that any domestic in- 
surer, or a United States branch of an 
alien insurer, which prior to the effective 
date of the new law, has acquired hold- 
ings of stocks of other insurance com- 
panies, in accordance with the law in 
force at the time of the acquisition, may 
continue to hold the same. 

There is also a new limitation as to 
the valuation of the stocks of other in- 
surance companies owned by domestic or 
alien insurers, as well as a limitation of 
the amount at which such stocks will be 
allowed as an admitted asset, and a pvo- 
vision that surplus shall include volun- 
tary reserves and the value of insur- 
ance company stocks before adjustment 
for any excess holdings thereof. 
Thacher on Agents, Brokers, Adjusters 

In his paper, parts of which were read 
at the American Bar Association meet- 
ing this week by A. C. Charles of the 
same law firm, Colonel Thacher pre- 
sented an historical introduction, revie-v- 
ing briefly medieval insurance regula- 
tion and also regulation in this country 
and England. He also spoke on recula- 
tion in New York State from 1849 to 
1939 before taking up in detail pro- 
visions in the new New York insurance 
code. What he wrote on Article VI, 
dealing with agents, brokers and ad- 
justers is of interest and follows here- 
with: 

This article deals not only with the 
ordinary functions of agents, brok-rs 
and adjusters, but also contains pro- 
visions respecting the transaction of 
business with unauthorized and un- 
licensed insurers of other states or for- 
eign countries. 

The act prohibits anyone from acting 
as insurance agent or insurance broker 
without a license and also defines the 
terms “agent” and “broker.” 

Liberal permissions, generously ac- 
ceded to by marine underwriters, are 
found in Section 112 stating that “any 
licensed insurance broker may negotiate 
a contract of insurance, or place insur- 
ance, in an insurer not authorized to do 
business in this state,” in certain cases. 

Included in this important category 
are “insurance against loss or damage to 
property having a permanent situs out- 
side of this state.” Also various kinds 
of marine insurance, “where it is rea- 
sonable so to do,” including merchandise 
“in course of exportation from or im- 
portation into any country,” etc., and 
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Agents Ass'n Still Looks With 
Disfavor on Paramount Fire Plans 


With the statement that it looks with 
disfavor upon any company reinsuring 
all its liability and writing only certain 
classes of business and that it does not 
believe the best interests of insuranee 
are served when any company aids an 
enterprise such as the contemplated 
method of the Paramount Fire is under- 
stood to be, officers of the National As- 
sociation of Insurance Agents on Wed- 
nesday voiced their official reaction to the 
recent announcement by the Paramount 
regarding its plans for operation. Presi- 
dent William H. Menn, Executive Com- 
mitteeman Sidney O. Smith and General 
Counsel Walter H. Bennett conferred at 
the New York headquarters of the agents’ 
association this week, following which 
they issued the following: 

“The executive officers of the National 
Association in New York this week fur- 
ther considered the proposed operation 
of the Paramount Fire Insurance Co. in 
view of the formal statement issued by 


the officers of that company recently, 
which announced a reinsurance treaty 
with the Home Insurance Co. after the 
company was licensed in New York State. 

“The National Association with respect 
to this matter has already held in con- 
vention assembled, that it looks with dis- 
favor upon any insurance company re- 
insuring all of its liability; and also which 
writes only certain classes of desirable 
business. Further that the association 
believes it inimical to the best interests 
of the insurance business for any com- 
pany to aid an enterprise such as the 
contemplated method of the Paramount 
is understood to be. 

“After a further investigation of this 
matter the executive officers of the Na- 
tional Association decided to report im- 
mediately to the executive committee 
the developments subsequent to the Hol- 
lywood convention, and also to the mem- 
bership assembled at the Boston con- 
vention.” 





NEW AGENCY IN BOSTON 
William C. Ryan and William C. Ryan, 
Jr., formerly members of the Boston 
agency of R. S. Hoffman & Co., have 
incorporated under the name of William 
C. Ryan & Co. Inc., with offices at 
55 Kilby Street. 


N. Y. FIELD MEETING HELD 

The semi-annual meeting of the Un- 
derwriters Association of New York 
State was held at Syracuse on Tuesday. 
On Monday the executive committee 
held its regular meeting. A joint outing 
of the Underwriters’ Association and 
the “Old Association” was held Tues- 
day afternoon at the Syracuse Yacht & 
Country Club. John E. Forbes of the 
Sun is president of the Underwriters 
Association. 


GEORGE E. BABBITT DIES 

George E. Babbitt, New York insur- 
ance broker and singer, died last Friday 
after a long illness at his home in 
Morristown, N. J. He was soloist for 
many years in the Church of the As- 
sumption and previously in the Church 
of the Redeemer, Morristown. He was 
also a well known amateur ice skater. 
Fifty-five years of age he leaves a wife, 
two daughters, two sisters and two 
brothers. 


FREDERICK A. TAFF DIES 

Frederick A. Taff, insurance and real 
estate agent of Stamford, Conn., died 
last week at the age of 81. A native of 
Stamford he moved to Kansas in 1878 
and went into farming. After two years 
he returned to Stamford and engaged in 
the lumber business. He was the first 
president of the Stamford Real Estate 
Board and held that post for seven 
years. Surviving are his widow, a son, 
a daughter, two grandsons and a great- 
grandson. 


GEORGE T. CRANMER DIES 
George T. Cranmer, who resigned a 














year ago after serving forty-five years 
as clerk of the Federal courts in New 
Jersey, died Monday in Trenton at age 
90. For many years he was in insurance 
and real estate in Ocean County. He 
served three terms in the state senate. 





W. J. COCHRANE’S MARRIAGE 


William J. Cochrane, automobile de- 
partment manager of White & Camby, 
Inc., prominent New York City agency, 
will be married tomorrow (July 15) to 
Miss Kathleen Rose _ Fitzpatrick of 
Bayonne. N. J. The wedding will be 
held in St. Henry’s Church, that city. 





EDWIN F. FLINDELL DIES 

Edwin Frederick Flindell, long regard- 
ed as one of the leading oil insurance 
underwriters, died Monday at his home 
in Summit, N. J., after a long illness. 
He was 68 years old and had been active 
in the local agency field for many years, 
with offices in New York City and New- 
ark. He retired in 1936. Born in Eng- 
land, he went to Australia in 1890 and 
traveled in the bush country for six 
years. Surviving Mr. Flindell are his 
widow, one son, two daughters and six 
grandchildren. 





PROVIDENCE AGENCY MOVES 


C. D. Paige & Co. of Providence, R. I., 
general and local agents for several fire 
and casualty companies, haye moved into 
new offices at 171 Westminster Street. 
This agency has been in operation for 
thirty years. 





SCRANTON, PA., AGENTS OUTING 

The Lackawanna Valley Underwriters 
Exchange of Scranton, Pa., will hold its 
seventh annual outing the afternoon and 
evening of Wednesday, July 19, at the 
a Hills Country Club near Dal- 
ton, Pa 


Pennsylvania Agents Ass’n 
Convention Dates Changed 


Dates for the annual convention of the 
Pennsylvania Association of Insurance 
Agents have been changed from Septem- 
ber 11-13 to Wednesday, Thursday and 
Friday, September 13-15, in order to 
avoid the primary elections on Septem- 
ber 12. Plans for the convention are 
progressing with Vice-President J. W. 
Randall of the Travelers and Norman B. 
McCulloch, production manager for the 
Globe Indemnity and former member of 
the Pennsylvania Association, having ac- 
cepted invitations to speak. Other 
speakers will be announced shortly. 





Maine Allows Non-Residents 


To Be Licensed as Brokers 


Non-residents of Maine may be li- 
censed as insurance brokers on and after 
July 21 when an amendment to Section 
123 of Chapter 60 of the laws becomes 
effective. Insurance Commissioner C. W. 
Lovejoy has notified all companies ex- 
cept life that the Department’s ruling in 
connection with this amendment is to 
the effect that no licensed agent or 
broker shall pay any commission to any 
non-resident of the state unless such 
non-resident is licensed as a foreign 
broker. It is also held that no company 
shall accept business from, nor pay 
commissions to, any non-resident of 
Maine unless such non-resident is prop- 
erly licensed to negotiate such business 
as a non-resident broker. 

The Department continues to hold 
that any contract, to become a Maine 
contract, must be countersigned by a 
resident Maine agent, and it will be the 
duty of every company to see that this 
is carried out in each instance. Every 
company will be held responsible to see 
that the individual with whom they do 
business is properly licensed. 


. 





ROCHESTER BOARD OUTING 

More than 200 members of the Un- 
derwriters Board of Rochester, N. Y., 
and their employes attended the thirty- 
fourth annual outing of the association 
at Point Pleasant on Irondequoit Bay at 
Rochester on Wednesday. The commit- 
tee in..charge consisted of Charles Hag- 
gerty, chairman; Barry Budlong, Joseph 
Connor, Robert Consler, Kenneth Likly. 
Robert Markin, Harold A. Pye, Donald 
W. Saunders, John Schroth and Louis 
Hawes. “Larry” Daw, Syracuse manager 
of the New York Fire Insurance Rating 
Organization, was one of the guests of 
honor. 





MASS. RURAL AGENTS’ PROGRAM 

The Massachusetts Association of In- 
surance Agents is arranging a program 
for rural agents, designed to aid them 
in producing business. John D. Lynch 
of Stevenson & Co. of Pittsfield is chair- 
man with the other members of this 
committee being R. B. Greenwood of 
Winchendon and F. G. Thatcher of 
Hyannis. 





WILLARD L. MANCE DIES 

Willard L. Mance, insurance and real 
estate. agent in Yonkers since 1927, died 
last Friday in the Yonkers General Hos- 
pital of injuries received in an automo- 
bile accident a week before. He was 64 
years old and had served in the police 
department for twenty-five years before 
entering insurance, retiring as captain. 
Surviving are his widow, a daughter and 
a sister. 





Eagle Fire Insurance Company 
(New Jersey) 


Treaty 
18 Washington Place 
Newark, New Jersey 





FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St.. New York City 
Pacific Reinsurance Bureau, Ltd. 
4 Sansome Street, 
San Francisco, California 








Guiher on Waivers 


(Continued from Page 21) 
constituting a violation of a policy con- 
dition is called to the attention of the 
agent, and the latter represents that he 
will see the matter is taken care of. In 
a situation of this kind, it first becomes 
necessary to determine ‘exactly what the 
“understanding” was, for the courts 
reach different results where there js 
very little dissimilarity in the facts. It 
is important to determine whether 4 
conversation between the agent and the 
insured was merely a casual one, with 
the understanding that the policy would 
be brought in later, or whether the 
agent definitely agreed to prepare imme- 
diately a written endorsement for the 
policy. But assuming that the agent 
promised in praesenti to prepare and at- 
tach to the contract a written endorse- 
ment taking care of the policy violation, 
and failed to do so before the loss, most 
courts will hold that the insurance com- 
pany is bound by its agent’s promise, 
provided the requested endorsement was 
of a character which lay within the 
province of the agent to write. 
Reformation of Fire Insurance Policies 

It is believed that the possibilities of 
reformation of fire insurance policies in 
equity, based upon verbal transactions 
between local agents and insureds, have 
been frequently overlooked by counsel 
for policyholders. In states where the 
distinction between law and equity is 
maintained, it often happens that even 
if the evidence available is not sufficient 
to enable the policyholder to prevail 
against the insurance company in an 
action at law on the theory of waiver 
or estoppel, recovery could be had in a 
suit in equity for reformation of the con- 
tract. The courts appear to be quite 
liberal in permitting reformation of fire 
insurance policies. Even in the Federal 
courts, where prior to Erie Railroad Co. 
v. Tompkins, verbal transactions between 
agent and insured did not furnish the 
basis for a recovery in the law courts, 
policyholders were sometimes successful 
in securing reformation after being de- 
feated in prior law actions. 

Conclusion 

Lawyers handling fire insurance cases 
will everywhere mourn the abrogation in 
the Federal courts of the salutary rule 
of Northern Assurance Co. v. Grand 
View Building Association, supra. It is 
to be hoped that in their efforts to pro- 
tect the policyholder from his assumed 
ignorance of the fire insurance contract, 
despite its standardized form and its re- 
quired use by statute in many states, 
our state courts will not go too far. Ul- 
timately, experience teaches us that each 
case as it arises must be weighed and 
judged upon its own peculiar facts. 

In cases where there has been a clear 
policy violation, some practitioners have 
achieved satisfactory results by making 
use of the provisions of the standard 
policy requiring the insureed to sub- 
mit to an examination under oath imme- 
diately after the loss. At the time of 
such an examination, the insured has 
usually had no “coaching” from his coun- 
sel as to the necessity of establishing a 
waiver or estoppel in order to avoid a 
policy violation, and it can be antici- 
pated that he will make full and frank 
statements regarding any verbal trans- 
actions with the local agent. 

Statements made by the insured dur- 
ing such examination are available for 
use in the event of subsequent litigation 
on the policy, and the insured cannot 
with good grace attempt to change his 
story. The examination under oath has 
some advantage over the examination 
prior to trial permitted under the new 
Federal Rules of Civil Procedure, be- 
cause the latter is almost always con- 
ducted after the pleadings are made up 
in the pending case, so that the insured 
and his counsel are then fully apprized 
of the necessity of proving some waiver 
or estoppel. 


FIRE CHIEFS MEET AUG. 21-24 

The annual meeting of the Dominion 
Association of Fire Chiefs will be held 
at St. Thomas, Ontario, on August 21- 
24. 
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“You're an angel!” Tom 
Barbour frequently told his 
wife... But even so... Tom was 


7 


scarcely prepared to see wings 
sprouting from his house. . . 


Yes, the wings were real enough, but 
there was nothing angelic about them. 
They were the wings of an airplane 
that had wrecked itself on the Barbour 
home. 

Luckily, Mrs. Barbour and the chil- 
dren were away at the time .. . but 
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the damage to the house would run 
well into the hundreds. 


Who Pays the Bill? 


For the Barbours the answer was: The 
fire insurance company. They had pur- 
chased their insurance from a man who 
knew his job—a local agent of capital 
stock insurance companies. So broad was 
the coverage he had provided that it in- 
cluded even damage from falling air- 
planes. 
. . a 

There are sound reasons why four 
out of five people buy insurance from 
local agents or brokers of capital stock 


companies. You can talk things over 
face to face, any day of the year... 
you can have changes made in your 
policies on a moment’s notice .. . you 
can get instant expert advice in event 
of loss. 

There is also the ‘‘dollars and sense” 
point that insurance with capital stock 
companies is backed by a paid-in cap- 


ital and surplus... and you can never 
become liable for assessment. 
. ~ . 


This advertisement is one of a series by the 
Aetna Fire Group to acquaint the public 
with the advantages of purchasing in 

surance through local agents and brokers 
of capital stock insurance companie:. 


Don’t Guess About Insurance—CONSULT YOUR LOCAL AGENT OR BROKER 


The ZETNA FIRE GROUP GY 


NEW YORK 


CHICAGO 


HARTFORD, CONNECTICUT 


SAN FRANCISCO . CHARLOTTE N.C 


») 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








In glancing over an encyclopedia re- 
cently at the Hotel Queensbury at Glens 
Falls 
library 


which hotel provides a rather good 


for guests—I_ ran 
article on arithmetic. What arrested my 
attention was the following remark of 
the commentator: “We don’t speak of 
billions much ... such high figures are 
beyond the knowledge and comprehen- 
sion of most men.” If the commentator 
were living nowadays he would think 
differently. The article was written many 
years ago, and evidently before New 
Deal times at Washington, D. C. 

* * * 


across an 


Advertising Competitors 

I think that to meet competition with 
advertising your competitors’ wares too 
much gets people to think there must 
be some good in them, just because so 
much is said against them by the ad- 
vertising competitor. This is not origi- 
nal with me: an able speaker not in in- 
surance business, who is head salesman 
in typewriter business, gave insurarice 
men a talk on this subject recently from 
an outside of the insurance business 
point of view, drawing on his long ex- 
perience in buying insurance and the 
sales technique of many insurance sellers. 
I have always admired the wisdom of 
the advertising of the Glens Falls, which 
in its advertising plan stated modestly in 
substance: We do not say we are the 
only “best” company, there are other 
good companies, but we claim that we 
are as good as any. 

* + * 
A Change in Viewpoint 

Years ago when I tried to advocate a 

legitimate premium 


to Hugo Schumann, president of the 
Germania (which was to deposit a mod- 
est sum in a local bank to manufacture 
goodwill for a local agent) I was met 
with this answer: “We have greater in- 
terests to preserve than mere business 
getting. We can’t fritter away our money 
by any such schemes.” Times have 
changed since then. Mere business get- 
ting seems to be a very important thing 
nowadays. 


getting proposition 





APPOINTED BY NORTH AMERICA 

The Insurance Co. of North America 
companies announce the appointment of 
Edward D. Hodge, Jr., as special agent 
and assistant to Texas State Agent L. 
F. Dakin. The employment of Mr. 
Hodge further enhances the North 
America field force, which will now con- 
sist of State Agent L. F. Dakin and 
Mr. Hodge with headquarters in the 
Maverick Building at San Antonio, Glenn 
T. Herndon, special agent, who will re- 
tain his headquarters at the First Na- 
tional Bank Building, Dallas, and Carle- 
ton N. Hughs, marine special agent, Cot- 
ton Exchange Building, Dallas. Prior to 
joining the North America, Mr. Hodge 
was employed in the Texas Fire Insur- 
ance Department as a rater and assist- 
ant actuary. 


GEORGE D. VAIL, SR., IMPROVED 

George D. Vail, Sr., general adjuster 
for companies in the Corroon & Reyn 
olds, Inc., group, is recovering at his 
home from the effects of an operation 
for removal of cataracts from one of his 
eves. The operation was successful and 
Mr. Vail will return to his post within a 
short time. 





The Wrong Attitude 

In trying to explain to an examiner 
years ago that a particular agent knew 
the business and that it was unwise to 
write to him as if he were a novice, the 
examiner replied: “That is the trouble 
with agents nowadays, they know too 
much.” This happened while I was 
general agent at home office of the Na- 
tional Liberty in 1919, while I was the 
boss, and shows how futile it is to talk 
to some people. 


DENY MISSOURI CHARGES 





Fire Companies’ Attorneys Say They Did 
Not Pay Money Directly or Indi- 
rectly to Influence Decision 

Attorneys for 142 stock fire insurance 
companies, participants in the O’Malley 
insurance rate compromise of 1935, de- 
nied in the Missouri State Supreme 
Court on July 6 “paying any 
money directly or indirectly” to 
ence approval of the compromise. The 
statement was made in reply to Attorney 
General McKittrick’s suit to regain for 
the state $13,000,000 he claimed the in- 
surance companies obtained “fradulent- 
ly” through the compromise. 

The companies denied that they paid 
“any sums of money to Thomas J. Pen- 
dergast for any purpose whatsoever or 
that they paid any money to any person 
for the purpose of having said money paid 
to said T. J. Pendergast for the purpose 
of affecting any compromise and settle- 
ment.” They also denied paying any 
money “directly or indirectly to R. E. 
O'Malley, the then insurance superin- 
tendent, for the purpose of agreeing to 
a settlement.” ad 

The attorney general’s original suit, 


sums of 
influ- 


filed late in May, accused the companies 
of “corruptly and feloniously” paying 
large sums of money to Pendergast and 
O’Malley. Because of that McKittrick 
claimed they had violated their right to 
do business in Missouri and should be 
barred from the state unless they repaid 
all money obtained through the com- 
promise. 





CANADIAN FIRE LOSSES 

Fire losses in Canada during the week 
ended with July 1 which totaled $166,850 
showed a considerable decrease from the 
losses of the preceding week which 
amounted to $232,000. They were higher, 
however, than the estimate for the cor- 
responding week of a year ago which 
was $64,800. The cumulative total of 
weekly estimates since January 1 to 
July 1 was $8,133,250, which compares 
with $8,341,825 for the corresponding 
period of last year. 





RETIRES FROM CANADA 


The Rhode Island Insurance Co. has 
retired from Canada. It received its 
license in the Dominion in 1927. J. R. 
Lachance is Canadian manager. Its net 
premium income in Canada last year 
was $104,000. 
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SPRINGFIELD FIRE & MARINE INSURANCE CO. . 
CONSTITUTION DEPARTMENT . 
SENTINEL FIRE INSURANCE COMPANY 

MICHIGAN FIRE & MARINE INSURANCE COMPANY 
NEW ENGLAND FIRE INSURANCE COMPANY . 





HE Business Promotion Department of the “Springfield Group” 
is maintained to give agents business-building service that gets 
Our agents become bigger producers because of its 
cooperation, and testify to its tangible benefits. We will welcome 
an inquiry as to how the “Springfield Group” can help your agency 


Write to the Business Promotion Department. 


Te SPRINGFIELD GROUP 


OF FIRE INSURANCE COMPANIES 


Geo. G. Bulkley, President 


SPRINGFIELD, MASS. 
SPRINGFIELD, 
SPRINGFIELD, 


MASS. 
MASS. 

DETROIT, MICH. 
PITTSFIELD, MASS. 
































0) 








July 14, 1939 


THE EASTERN = 
~ UNDERWRITER = 




















Page 27 








"Mr. Agent, | want you to know how much 
we appreciate your map of the World's 
Fair and New York City. Yes, we are going. 
Please see that | have full insurance cov- 


erage along the iines you suggested.” 










WELCOME 
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Increased production, as every agent knows, is 


Ne 

c 

largely a matter of keeping old friends and 

bd = WIThR THE 

making new ones. 

ROYAL-LIVERPOOL INSURANCE GROUPS 
Repressaictives Everywhere 

Writing Practically. AS Clasucs of lasursace Except Lie 







Typical of the friend-making advertising mate- 
rial supplied without cost to Royal-Liverpool 
agents is an attractive and distinctive ; sige ey 

‘ mG i c You are cordially invited to visit our 
map of New York C ity and the World’s Fair Headquarters in the Royal Build- 
ing, 150 William Street, and to avail 
yourself of our information bureau and 


copy: ? Please address your request to other conveniences which may make your 
visit more enjoyable and profitable. 


ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET; NEW YORK, N. Y. 


AMERICAN & FOREIGN INSURANCE COMPANY °° BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD * CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA ® THE LIVERPOO! 
& LONDON & GLOBE INSURANCE CO. LTD. ® THAMES & MERSEY MARINE INSURANCE COMPANY, LTD ® QUEEN INSURANCE COMPANY OF AMERICA * THE NEWARK FIRE INSURANCE 
COMPANY * FEDERAL UNION INSURANCE COMPANY * ROYAL INSURA*'CE COMPANY,LTD ° THE SEABOARD INSURANCE COMPANY ® STAR INSURANCE COMPANY OF AMERICA 





Fair. May we send youa complimentary 
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New England Agents’ 


Convention at Bretton Woods 





500 Agents and Company Men Hear 


Excellent Talks on Production 
By Frank L. Armstrong 


The eighteenth annual midsummer 
convention of the New England Asso- 
ciations of Insurance Agents came to a 
successful close last Saturday noon, at 
Bretton Woods, N. H., following two 
days of interesting discussion of agency 
and company problems, interspersed with 
golf, skeet shooting and mountain climb- 
ing. It was probably the hottest con- 
vention, viewed from the weather stand- 
point, that this group of insurance men 
has ever experienced, the thermometer 
holding in the top brackets throughout 
the entire session. From point of at- 
tendance the meeting was outstanding, 
the registration reaching close to the 500 
mark, with a good attendance of agents, 
although the company officials present 
outnumbered the agency force. Next 
year’s convention will be held at Poland 
Spring, Me., on June 26, 27 and 28. 

The party got away to a good start 
Thursday night at a get-together-dinner 
that packed the spacious dining hall of 
the Mt. Washington Hotel. This year 
with the exception of the usual words 
of welcome from various organization 
leaders, there was no speaking pro- 
gram, the major part of the after dinner 
exercises consisting of a unique talk and 
demonstration of card and other tricks 
by a well known New York entertainer. 


Pennell Presiding Officer 


Robert M. Pennell, of Portland, Me., 
chairman of the New England Advisory 
Board, under whose auspices the conven- 
tion is held, presided at the get-together 
dinner as well as at the various business 
sessions. 

Official welcome to the delegates was 
brought on behalf of the state of New 
Hampshire by Harold K. Davison of the 
governor’s council, while greetings were 
extended from the National Association 
of Insurance Agents by President Wil- 
liam H. Menn of that organization. It 
was President Menn’s first appearance 
before a New England group, and he was 
given a fine reception. He made a hit 
with the New Englanders and was pre- 
sented with a handsome mantle clock as 
a memento of his visit. 

The business sessions opened Friday 
morning when George E. Clark, presi- 
dent of the New Hampshire Association 
of Insurance Agents, brought the greet- 
ings of that body. Mr. Clark is a fine 
example of younger insurance men of 
New England and expressed the greet- 
ings of his organization in a manner 
that left nothing to be desired. 

Warren S. Shaw of Brockton, secre- 
tary-treasurer of the Advisory Board, 
reported that the affairs of the board 
were in excellent condition and that reg- 
istrations this year were running well up 
with previous years. 


Harold P. Janisch Speaks 


Harold P. Janisch, executive advisor 
of the Service Men’s Protective Associa- 
tion of Massachusetts, the only organiza- 
tion of its kind in the country, said that 
the agents and brokers of Massachu- 
setts had found that in certain quarters 
they were characterized as being a use- 
less and wasteful something that should 
be eliminated from the economic struc- 
ture. They had discovered that they 
had been sitting down in a defensive 
attitude but now through the efforts of 
the Service Men’s Protective Association 
they were defending and justifying their 
position in the world of business, He 
pointed out that the agents and brokers 
of the state are now fully determined to 
regain for themselves their rightful place 
in the economic life of the nation. And 


today, he said, while they are in an 
unequal position in competition with 
those who are approaching the public 
direct in the sale of their wares through 
the elimination of the middleman, they 
are confident that through a program 
of education and the securing of equality 
in legislation they will be on an even 
keel with any class of competition. 

He said that the direct writers of in- 
surance have the agents and brokers of 
the country lashed to the mast. The 
Service Men’s Protective Association, he 
said, is keenly interested in the attitude 
of all companies, both stock and mutual, 
to ascertain if they are truly agency 
companies. This is a question which 
must be settled, he said, that the agents 
and brokers may know what companies 
are truly supporting the American Agen- 
cy System. 

He said that the trade assoc‘ations of 
the country were being dominated by the 
direct writers and this must be stopped. 
He paid particular attention to the prop- 
aganda which he said is being directed 
against the profit system, characterizing 
it as un-American, He said that in three 
states the law now prescribes that pub- 
lic schools teach that profit should be 
eliminated from business. 

Mr. Janisch maintained that the agent 
and broker, the insurance middleman, 
have a rightful place in American busi- 
ness life, and called upon the agents 
of the country to join in a battle to 
stop further inroads, through unfair com- 
petitive methods, which he said are prac- 
ticed by direct writers, by insisting 
through proper legislative restrictions 
that this class of companies be placed 
on an equal competitive basis with other 
members of the insurance fraternity. 


North and Fitzpatrick 

The convention closed Saturday noon 
following addresses by C. J. Fitzpatrick, 
former city editor of the Baltimore Sun, 
and now secretary of the United States 
Fidelity & Guaranty Co. of Baltimore, 
who spoke on “Public Relations”; and 
John A. North, secretary of the Phoenix 
Fire of Hartford, who talked on “Should 
an Agent Encourage His Son to Enter 
His Agency ?” 

Both addresses, printed elsewhere in 
this issue. were well received. 

James E. Smith of Providence, R. I. 
told the convention that he had just re- 
ceived a copy of a decree issued by the 
Court in Chancellory of Tennessee 
against Lloyd’s of London, in which a 
fine had been imposed and an injunc- 
tion issued to prevent this company from 
further operation in the state as a non- 
admitted company. Mr. Smith said that 
the entire subject of unauthorized com- 
panies was one of the most important 
matters confronting the agents of the 
country today and the operation of this 
class of carriers should be watched 
closely and every means taken to re- 
strict their further inroads into the 
business of the agents and brokers. He 
discussed the matter of blanket bonds 
as written by the Lloyd’s and stock com- 
panies and pointed out how the former 
companies offered certain inducements 
to banks which made it difficult for 
the agents to compete with, unless their 
stock comnanies would cooperate. 

Ralph W. Hinkley, general agent for 
the American group in New England, 
asked Mr. Smith if the Tennessee courts 
had been able to collect from Lloyd’s, 
to which the latter replied he did not 
know. 


To Consider Short Course School 
It was pointed out by Chairman Pen- 
nell just before the close of the con- 
vention that the matter of establishing 
an insurance school somewhat similar to 


that now operating in Florida is being 
considered by the Advisory Board and 
that a committee will be appointed in 
the near future to consider the propo- 
sition. 

The door prizes offered for each day’s 
session for early attendance were won 
this year by Thomas Cheney of Morris- 
ville, Vt., and Frank J. Newton of Fox- 
boro, Mass. 

Both President Menn and Harvey R. 
Preston, president of the Massachusetts 
Association, made strong pleas for big 
attendance at the October convention of 
the National Association in Boston. 
President Preston outlined the program 
and said that during the forty-six years 
of the National Association existence 
only two conventions of the organization 
had been held in New England, the last 
one twenty-three years ago. He said 
that up to date the registrations from 
New England had been comparatively 
few, this perhaps being due to the fact 
that the New England agents felt they 
were so close to the convention city that 
they could make their reservations at a 
later date. He urged them to make 
reservations immediately. 

President Menn said that the program 
had been arranged with the idea of fur- 
nishing the agents with information that 
would help them sell more business, and 
that committee reports and_ tedious 
speeches would not be presented at the 
convention. 


Convention Personnel 

Archie .B. Gile of Hanover, N. H., 
was in charge of registrations this year, 
assisted by Robert N. Davis, president 
of the New Hampshire Association. The 
reception committee was composed of 
George E. Clark, chairman; Harold F. 
Shea, John T. O’Connell, Harold W. 
Hatch, Leon W. Helson, Warren 5S, 
Shaw, Margaret S. Blodgett, Edwin J. 
Cole. 

The program was in charge of Munn 
Boardman, chairman; H. R. Preston, A. 
B. White, Henry L. Bailey, Jr., Robert 
M. Pennell. Invitations and_ badges, 
Warren S. Shaw. Printing and public'ty, 
J. Frank DeMerritt, J. Randolph Bel- 
cher, Harold F. Shea. 

Sports and prizes. Earle B. Dane, 
chairman; Margaret S. Blodgett, Walter 
C. North, Alfred C. Mason. Dane was 
unable to be present and Al Mason han- 
dled the distribution of the prizes. 

Con Cooperatives 


In his report as chairman of the Ad- 
visory Board Mr. Pennell called upon 
stock insurance to meet the challenge 
offered to the middleman by direct writ- 
ing insurers and cooperatives. Devot- 
ing much of his annual address to the 
subject of consumer cooperatives, Mr. 
Pennell held that stock insurance agents 
are in better position to meet coope Ta- 
tives’ competition than are middlemen in 
other businesses. 

“We in the insurance business,” he 
said, “are more fortunate than the busi- 
ness man engaged in selling a specific 
commodity, for while an insurance con- 
tract sold by a cooperative may appear 
to be the same as the policy issued by 
the strongest capital stock insurance 
company, there is still a vast difference. 

“A co-op can use the same color paper, 
the same size type, and the same identi- 
cal wording in the contracts of insurance, 
but they cannot, however unfair their 
advertising, make the contract the same. 
The capital and surplus of the old line 
stock company and the high grade per- 
sonnel guiding the capital stock compa- 
nies with the tradition of years of hon- 
est. faithful se-v'ce and hich ideals will 
make a vast difference in these two con- 
tracts. 

“The agent whose only reward and 
success depends on his industry and initi- 
ative will always outshine in service the 
salaried employe of a direct writing co- 
operative. The financial resources be- 





hind the two companies, their willing- 
ness and their ability to fulfil their con- 
tract promptly and the intellivence and 
the understanding in the selection of 
the proper contract of insurance will 
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always be of vital importance to the 
purchaser just as the selection of a law- 
yer or a banking institution is to the 
individual or to the business corpora- 
tion. 

“This competition is real,” Mr. Pen- 
nell asserted. “It is dangerous. But 
we in the insurance business can mect 
it if we will. To meet and defeat it will 
require the most conscientious service 
and effort on the part of the capital stock 
companies. 

“They will have to broaden their cover- 
ages as fast as progress and ever chang- 
ing conditions demand, they will have 
to watch their rates and lower their 
rates as fast as sound principles war- 
rant, rather than wait until competition 
of this type has gotten a foothold, for 
if competition forces rates down the 
competition will probably be here to 
stay.” 

New England Advisory Board 

Mr. Pennell’s discussion of coopera- 
tive competition followed his description 
of the functions of the New England 
Advisory Board. During the past year, 
he said, the board has doubled its meet- 
ings, conferring monthly, and “rather 
than wait for state associations to pre- 
sent their problems and formal requests 
for assistance, we have, by discussions 
developed by members representing the 
different states, attempted to anticipate 
important developments and questions 
and taken affirmative, well considered 
action. 

“This awakened interest in the Advis- 
ory Board,” he continued, “makes it casy 
to prophesy that this New England Ad- 
visory Board is destined to be a more 
and more important representative of the 
New England agent, for just as a re- 
quest or a declaration by a state associa- 
tion registers more effect than the same 
would from a single agent, so does the 
New England Advisory Board, as_ the 
representative of all six New England 
states, command more attention than 
any single one of the six state associa- 
tions would in the same matter. 

“It is not only a more effective bar- 
gaining agency, but it is a more con- 
venient one for there are many ques- 
tions arising in which each of the six 
states have identical interest either with 
the EUA or the National Association or 
with the Federal government; and the 
time is approaching when the compa- 
nies will welcome the use of this board 
as a convenient bargaining agency. 

“It is the logical and desirable me- 
dium of round table discussion of com- 
pany - agency problems affecting New 
England and the time is approaching 
when the best men will be anxious to 
serve as officers of their state associa- 
tions so that they may be members of 
this Advisory Board and thereby lend 
their ability and influence in shaping the 
future of the insurance business in New 
England.” 
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Harvey R. Preston, well known local 
agent of Springfield, Mass., who is 
president of both the Massachusetts As- 
sociation of Insurance Agents and the 
Service Men’s Protective Association, 
has addressed a seven page single-space 
typewritten letter on the letterhead of 
the latter association to the agents and 
brokers of Massachusetts on the alleged 
efforts of certain organizations to in- 
jure the commissioned producer in in- 
surance. This letter caused considerable 
comment at the convention of New Eng- 
land agents last week at Bretton 
Woods, N. H. 

In the New England field a sizable 
percentage of local agents represent 
both stock and mutual fire and casualty 
companies, the mutuals having long been 
established there. The Mutual Fire In- 
surance Association of New England 
claims 100 years of loyalty to the agency 


Killed in Mass. House 


The Massachusetts House on Wed- | 
nesday finally killed the mutual non- 
assessable bill by a vote of 118 to 88 | 
after long debate and several votes. | 








system but recent events, according to 
Mr. Preston, are causing that claim to 
be questioned now. The M. F. I. A. has 
sent out a letter attacking the activities 
of Service Men’s Protection Association 
and Mr. Preston’s communication, dated 
July 3, is in reply. 

Early in June the S. M. P. A. sent a 
letter to agents and brokers asking them 
to oppose the non-assessable bill in the 
Massachusetts legislature which would 
give, particularly to direct-writing mu- 
tuals, an advantage ever those doing 
business with agents and brokers. The 
following day the M. F. I. A. also sent a 
letter to agents, Mr. Preston writes, 
asking support for this same measure, 
criticizing the S. M. P. A. for its opposi- 
tion to the bill and also holding in poor 
taste statements made by Executive Ad- 
visor Harold P. Janisch of the S. M.P.A. 
before the Syracuse, N. Y., convention 
of the New York State Association of 
Local Agents. Mr. Preston summarized 
the statements of Mr. Janisch as follows: 


Reinsurance Problems 


“(1) That many companies in the 
Mutual Fire Insurance Association are 
accepting from and ceding to direct- 
writing mutuals which are opposing the 
agent and broker, reinsurance in large 
amounts. 

“(2) That practically all, if not all of 
the members of the Mutual Fire Insur- 
ance Association are members of the 
Federation of Mutual Fire Insurance 
Companies, the National Association of 
Mutual Insurance Companies, and the 
American Mutual Alliance, all of which 
are aiding a campaign to destroy the 
agency and brokerage system by the 
enactment of unfair laws, by the dis- 
tribution of propaganda and by other 
means at their control. 

“(3) That the members of the Mutual 
Fire Insurance Association are support- 
ing by their membership in the Na- 
tional Association of Mutual Insurance 
Companies activities such as the Co- 
operative Institute at which the elimi- 
nation of the middlemen in all business 
is preached as well as the elimination 
of the profit motive in business. 

“Our association, the membership of 
which comprises agents and brokers, is 
critical of any activity by any mutual, 
stock, reciprocal or Lloyds’ insurance or- 
ganization which seeks to wreck the 
middleman. There is no reason why 
our organization should not criticize the 
activities of a mutual company which is 
hostile to an agent or broker. Agents 
have in the past criticized the activities 
of some stock insurance companies and 
reciprocals and Lloyds’. Only recently 
in Massachusetts we have criticized the 
Stock companies’ attitude on assigned 
tisks. The mere request that the mu- 





Service Men’s Protective Ass'n 
Hits Non-Assessable Bill in Mass. 


tual companies change their tactics does 
not mean that the Service Men’s Pro- 
tective Association is hostile to the 
agency mutual company. It is simply a 
request that they change their methods 
so that the relationship may be more 
solid and fair.” 

Mr. Preston then examined some of 
the reinsurance arrangements between 
agency and non-agency mutuals with 
the purpose of showing that the criti- 








cisms made by Mr. Janisch are sustained 
by facts. 

“The members of this organization 
(S. M. P. A.) are opposed to the adop- 
tion by the legislature of House Bill 
1487 which would permit mutual fire and 
casualty insurance companies to issue 
non-assessable policies,” continued Mr. 
Preston. “We believe that a company 
issuing such a policy would cease to be 
a mutual company as the term has been 
understood by the people of this state 
for over 100 years. We also believe it 
would give to the direct writing mutual 
insurance company a further unfair and 
unwarranted competitive advantage over 


agents and brokers.” 





_ €. HAROLD MARSTON DIES 

C,. Harold Marston, vice-president and 
treasurer of Geare-Marston, Inc., New 
York and _ Philadelphia advertising 
agency, died last Saturday at his home 
in Germantown, Pa., as the result of a 
heart attack. He was 49 years old and 
had many friends in the fire insurance 
field. His company handled the adver- 
tising accounts of the National Board of 
Fire Underwriters and the Insurance Co. 
of North America. A native of England 
Mr. Marston saw service during the 
World War with the Royal Flying Corps. 
He is survived by his widow, a son and 
two daughters. 


Remember how discouraged Joe feltthe morning ... but maybe you are talking sense now ...”’ 


after the windstorm (the first in 40 years) had torn 
the roof from his house? He thought he would have 
to mortgage his property to replace it. Remember, 
too, how thankful he was when you reminded him 
that his F. & G. Policy included windstorm damage. 

It all started the day you said to Joe, “Joe, you 
should have protection against windstorm, hail, riot, 
explosion, damage by aircraft and motor vehicles. 
Those things happen once in a lifetime—but can you 


afford that one time?” He replied, ‘Talk sense, man 





Agents everywhere are getting 
business by using our unique 
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Few of your customers know about the broad cov- 
erage offered by the F. & G. Extended Coverage 
Endorsement—and how little it costs to have it with 
their present policy. That’s why it’s your duty to 
“say a friendly word of advice” about this Contract 


whenever the opportunity arrives. 


We must rely on you to solve the insurance prob- 
lems of your prospects and policyholders. To help 
you do this, we support your efforts with a record for 
prompt settlement of claims. There’s real satisfaction 


in knowing that your customers are completely covered. 


F.& G. FIRE 


FIDELITY & GUARANTY FIRE CORPORATION 
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UNITED STATES FIDELITY AND GUARANTY COMPANY 
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“Consult your Agent or Broker as you would your Doctor or Lawyer”’ 
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Phoenix Executive Sees Premiums 
Expanding With Competent Agents 


Answering affirmatively the question, 
“Should an agent encourage his son to 
enter his agency?” Secretary John A. 
North of the Phoenix of Hartford told 
those assembled last Saturday at the 
annual convention of the New England 
Associations of Insurance Agents at 
Bretton Woods, N. H., that in his belief 


premium volume will expand as various 
sidelines are developed more thoroughly. 
This will offset the shrinkage in the 
better known lines. But the business 
in the future will be handled by fewer 
and better agents and therefore the 
present owners of well-established agen- 
cies should start early to train their sons 
for the perpetuation of their business. 

The agent who has taken pride in his 
work could do no better, said Mr. North, 
than to train his boy for a life work 
that has as much to recommend it as 
any vocation. 

Educational Facilities Limited 

“Judging from the school and college 
graduates whom I have interviewed as 
they search for jobs, it is apparent that 
educational facilities are sadly lacking 
insurance-wise,” Mr. North asserted. 
“Here is a problem, in itself of suffi- 
cient dimensions, to take the time of a 
whole paper or conference. Agents can 
wield considerable influence in their per- 
sonal contacts with local institutions, 
foreseeing the day when a well-ordered 
curriculum will not deny insurance its 
place beside banking, law, accounting, 
engineering and other equally important 
subjects. 

“A little thought given to education 
and courses to be taken in college par- 
ticularly would prove helpful, if only to 
influence slightly a youth with prede- 
termined ideas. Most young men do a 
lot of floundering in the choice of such 
subject matter, and a little salvage might 
be obtained by a far-sighted parent. 
However, training starts at home. One 
should not speak disparagingly before 
his children, or in public, of a business 
in which he is the ‘mainspring.’ He 
should recite its good points, its benefits 
to the community, its economic impor- 
tance in credit, and the relief it affords 
following catastrophe. 

“Believe in your work and by both 
deed and spirit demonstrate it. As a 
craftsman in the early days showed his 
son the arts of his trade, let your boy 
or boys be exposed to the human in- 
terest which permeates our business by 
giving them an early acquaintance with 
its vital services. You may discover, 
for the first time, an aptitude in the 
young man which marks him as future 
agency material. 

“We are in a period when the com- 
plexities of life itself require better 
trained agents. Good underwriting starts 
with careful selection by the agents. 
New industries yet to come, new hous- 
ing and economic conditions to grow 
out of current situations in each com- 
munity, will demand the intelligent in- 
surance services of trained young men. 
It must be apparent to all of you that 
the successful agent of the future will 
have to be fit in order to participate.” 


Expansion in Coverage Since 1880 

Mr. North said that surveys show that 
agents located in New England received 
commissions in 1937 amounting to about 
$25,500,000. Another $8,300,000 was paid 
by New England companies to the six 
states, their cities and towns in taxes, 
licenses and fees. Speaking of unde- 
veloped lines he repeated an incident of 
correspondence between H. M. Magill, 
general agent of the Phoenix in Cincin- 
nati in the 1880's, an an inquisitive, pro- 
tection-minded woman in Kansas. ‘He 
quoted Mr. Magill’s letter as follows: 
“Mrs. A. M. Dodds, Osage City, Kans.: 

In reply to your esteemed favor of the 


23rd instant, we beg to say that wind- 
storms being entirely foreign to the bus- 
iness of fire insurance in which we are 
engaged, we have nothing to do there- 
with. Neither do we suppose that any 
other reputable fire company does, but 
only such companies as must resort to 
some ludicrous method or worse in order 
to get any business. One would hardly 
expect to find ready-made horseshoes 
for sale at a millinery store, yet such a 
commodity would have as fit a place in 
such a stock as windstorms would have 
in the business of fire insurance. Now 
do we not speak the truth? Yours ‘very 
truly. 

“P. S.—If against wind, why also not 
against rain, hail, crushing by snow, ac- 
cidents caused by faulty construction of 
buildings, etc., etc.? The proposition, 
Mrs. Dodds, is too absurd for any strict- 
ly legitimate fire insurance company to 
consider for one moment.” 

“As visionary as we may try to be, 
fifty years from now, or even less, will 
find some of our own statements held up 
as evidence of the shortsighted Lillipu- 
tians who infested the insurance business 
during the 1930's,” Mr. North predicted. 

“There has not yet been devised any 
practical substitute which can equal the 
agency system for distributing and mar- 
keting insurance of all kinds in every 
town, city and hamlet of the United 
States. 


Market Not Saturated 


“The future possibilities of this. sys- 
tem are dependent, of course, upon the 
people whose lives and energies are de- 
voted to it. The market is not saturated. 
The public knows more about insurance 
today and they should know more about 
it in the future. There will be a demand 
for improved service, intelligent selling, 
analysis of needed protection and more 
concentration on the undeveloped re- 
sources of our business. On the whole, 
the future selling in our business will be 
done by fewer agencies. 

“It has become increasingly apparent 
to many in the business, as well as some 
without, that ignorant, untrustworthy 
and otherwise unqualified agents have no 
place in our ranks. They will succumb 
to a high standard of competition which 
they can only aspire to reach, and so 
should be spared the agony. The public 
should likewise be spared the economic 
waste. 

“A most encouraging attitude is clear- 
ly recognizable today which augurs well 
for the future. Both company men and 
agents seem to be thoroughly aware that 
we are engaged in a joint enterprise. 

“A united front behind measures of 
common interest will forestall the type 
of competition which preys upon the vul- 
nerability of disloyalty and disagreement. 
Regardless of how you may individually 
appraise the work of the Business De- 
velopment Office, it is at least a case in 
point. Agents originated the idea and 
companies cooperated in the joint un- 
dertaking which has awakened many 
dormant souls within our own industry. 
It has probably done as much as any- 
thing to help crystallize thought and ac- 
tion on the consumer cooperative prob- 
lem. I feel that the research and well- 
directed activities of that office will in 
the future find an even more receptive 
body of agents in those who have yet 
failed to realize its possibilities. 


Greater Productivity 


“If it is true that momentum is gath- 
ering behind a late but surely united 
sentiment among the leaders of capital 
stock companies and their agents, is it 
not bound to result in greater produc- 
tivity premium-wise? I have in mind 
the fire, casualty, surety, life, marine and 
accident fields. Fire insurance compan- 
ies, for example, no longer depend solely 
upon fire business. Something like an 


Menn Asks for United Front Among 
Agents to Gain Major Objectives 


Pointing to the six states of north- 
eastern United States as one New Eng- 
land, William H. Menn of Los Angeles, 
president of the National Association of 
Insurance Agents, continued his pleas 
for national solidarity among organized 
producers when speaking last Friday be- 
fore the annual convention of the New 
England Associations of Insurance 
Agents at Bretton Woods, N. H. There 
are so many activities that agents have 
in common that should be upheld and 
advanced “that it is unworthy of any of 
us to be divided, or hold divergent views 
on the minor things which sometimes 
attract over-much attention.” 

Mr. Menn said that the National As- 
sociation is engaged in many activities 
calculated to be of benefit and advan- 
tage to the local agent. These benefits 
also inure, he believes, to the industry 
as a whole. Occasionally there seems 
to be a divergence of views and dissimi- 
larity of interest between groups of 
agents in different parts of the United 
States, or between agents and com- 
panies. 

“However, it is my sincere conviction 
that if the subject matter of these views 
and differences could be explored, care- 
fully analyzed and intelligently applied, 
it would be found that in nearly every 
case they could be reconciled and adapt- 
ed to the best interests of all partigs 
concerned. 

“When I make a plea for solidarity+in 
the insurance business, and particularly 
in the agency ranks, I am asking only 
for those things which I believe to be 
wise and helpful all along the line. Oc- 
casionally we find every branch of the 
insurance business wholeheartedly co- 
operating along a given avenue. This 
was splendidly illustrated recently be- 
fore the Congress of the United States, 
where an attempt is being made to pre- 
serve the integrity of the insurance 
agents of the nation as independent bus- 
inessmen and not employes of insurance 
companies. 

“There was a time when some com- 
pany executives challenged that princi- 
ple. But such is not the case today. 
Companies and agents alike, recognizing 
the necessity of preserving the indepen- 
dent status of the producing forces of 
the country, united against this attack 
upon that principle. 


Federal Movements in Insurance 

“We witness several Federal move- 
ments, requiring in their completion, in- 
surance protection. The National Asso- 
ciation has vigorously protested any at- 
tempt on the part of Federal authorities 
to take this business away from and out 
of the channels of the agency system. 
We believe it unrighteous for the Fed- 
eral Government to engage in any en- 
terprise which denies to a local business- 
man any chance to participate therein. 
We believe this not to be the American 
way. We believe that such constant 
encroaching upon private business will 


eventually destroy all American business 
institutions. If that be true, it is hard 
to understand how a_ government so 
organized and so conducted can itself 
endure.” 

It must be understood,” continued Mr, 
Menn, that in order to bring about that 
important and necessary cohesion among 
the agents of the country, and between 
the agents and the companies, does not 
mean that the position always taken by 
the agents on all questions is necessarily 
the right one and must be maintained. 
Nobody can dispute the theory that the 
right ought to prevail. What is the 
right course or the right thing to do, 
may not always be of common agree- 
ment, he said. Therefore, the necessity 
of careful and conscientious study, and 
full and complete development of a sub- 
ject or a problem in order that it may 
be properly conducted and solved. 

“To this end we should bend all of 
our energies, and to this object we should 
invite the attention and participation of 
all interests in this great business of 
ours. 

New Eng’and Agents 


“The great body of agents residing in 
the New England states have had over 
the years their full measure of difficul- 
ties and responsibilities. Your six state 
associations have often been of one 
mind in these matters, and your unity 
of purpose has on many occasions sym- 
bolized your solidarity of interests and 
those of the organized agency force of 
this country. In common with all other 
agents in the United States, you have 
been laboring diligently to promote and 
advance the welfare of the production 
subdivision of the insurance business.” 

While no specific reference was made 
by Mr. Menn to the mixed agency situ- 
ation which is common in the New 
England states, many of his listeners 
believed that he referred to this matter 
when he said 

“In this work we have recognized that 
you have some problems not common to 
every other part of the country. As 
these questions arise in the future, I 
am confident that you will give to them 
that measure of careful consideration 
which characterizes New England charac- 
ter and reputation since the birth of the 
nation. Our joint endeavor must be to 
solve whatever problems that arise in 
the right way. I am confident that I 
re-echo the sentiments that must be held 
by all the forthright agents in New 
England, that this your only desire 
and to that end will be accorded your 
full measure of confidence and support.” 





ONTARIO FIRE LOSS REPORT 


For the first six months the total fire 
loss in the Province of Ontario amount- 
ed to $3,809,475, compared with $4,473,- 
168 for the same period of 1938. There 
was an increase, however, in the number 
of losses from 7,770 last year to 8252. 
Fire Marshal W. J. Scott of Ontario re- 
ports that for the first half of this year 
there were twenty-eight criminal convic- 
tions for arson and other crimes asso- 
ciated with fire losses and eight acquitals. 





average of 42% of their premium income 
is derived from classes many of which 
were relatively unimportant thirty years 
ago. The development of accessory lines 
has tended to level off the curve in vol- 
ume fluctuations, in losses and in under- 
writing results. More important still, it 
is stabilizing the income of agencies. To 
handle properly classes with variations 
so numerous and requirements differing 
so widely demands greater versatility by 
the agent as well as among fieldmen and 
home offices. 

“The automobile has given the cas- 
ualty companies a field of special prob- 
lems as well as large incomes with which 


they have scarcely been able to keep 
pace. Will not new transportation de- 
velopments including the airplane offer 
agents of the future a major premium 
opportunity? Leaving aside the possi- 
bilities of restored values in foreign 
trade, cargoes, luxuries, building con- 
struction, merchandise and other stand- 
ard property insurance objectives, I think 
the protection of earnings, of profits, 
rents, leases, commissions, interest and 
other similar values will reward the ag- 
gressive agent in the future for the 
study and education required to sell them 
as readily as he does fire and liability 
today.” 
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Court on Liability of Railroad 
For Fire Loss to Shipper’s Goods 


wrote 


An interesting court case involving the 
liability of a railroad for loss by fire 
of goods intrusted to it as a warehouse- 
man has been decided in the city court 
of New York County in favor of the 
plaintiff, a dealer in paper bags. The 
dealer arranged with the paige to 
make a carload shipment of bags. The 
railroad placed at the disposal of the 
plaintiff a freight car standing in the 
railroad yards. Plaintiff's employes load- 
ed one truckload of paper bags into the 
freight car, returned again with another 
truckload several hours later which was 
likewise loaded into the freight car. 

There was still room for another truck- 
load and plaintiff's employes returned to 
his place of business to get the addi- 
tional load. The paper bags for the 
last truckload were not yet finished, so 
that the next day plaintiff's truckman 
did not call to complete the loading of 
the freight car. It remained standing in 
the railroad freight yard. No bill of 
lading was as yet issued. On the morn- 
ing of the third day, plaintiff learned 
that the paper bags loaded on the freight 
car had been destroyed by fire while 
contained within the freight car. There 
were no eye witnesses. 

Suit was instituted against the rail- 
road for the value of the paper bags 
destroyed. Defendant contended that 
since no bill of lading had been issued 
by it, and since the plaintiff, as shipper, 
had not completed loading, the railroad’s 
liability, as a common carrier, never 
began, Plaintiff was forced to rely upon 
the liability of the defendant railroad as 
a bailee for hire. 

The proof was necessarily and entirely 
circumstantial in nature as there were 
no eye witnesses. A verdict was re- 
turned for the plaintiff for the full value 
of the goods destroyed. The court, in 
denying defendant’s various motion to 


dismiss, for a directed verdict, etc., 
the following opinion: 

“Equitable Paper Bag Co., Inc., v. L. I. 
R. R.—The verdict should stand. Fire 
destroyed the plaintiff's property. while 
it was in the possession of defendant, as 
warehouseman. The fact of destruction 
by fire is not alone enough to exonerate 
the defendant. Without evidence of the 
attendant circumstances proof of that 
fact was not sufficient to overcome the 
presumption of negligence which arose 
in the first instance. Proof of destruc- 
tion by fire was only the first step in the 
explanation which the defendant was 
called upon to present. 

“When the fire was proved, notwith- 
standing some dicta to the contrary in 
reported cases; the case was still open 
on the issue whether the defendant had 
exercised care in safeguarding the prop- 
erty, and I charged the jury that on the 
whole case the burden of proving this 
issue was upon the plaintiff (Russell Mfg. 
Co. . New Haven we Co., 50 N. 
; Federal Ins. Co. . Lindsley, 132 
Misc., 54). 

“The plaintiff offered testimony to the 
effect that none of its employes had been 
near the freight car for over thirty 
hours. This testimony, if believed by 
the jury, put it up to the defendant to 
explain the fire or to show at least 
that the fire was not due to its failure 
to use reasonable care in the protection 
of the property. In view of the char- 
acter of the evidence on how the yard 
was policed and guarded, and the absence 
of direct testimony from defendant on 
this point, I believe the jury’s verdict 
was justified. The motion is denied. 
Settle order.” 

The plaintiff was represented by Ben- 


jamin Feldstein, attorney, New York 
City, and the defendant by Louis J. 
Carruthers. 





ATLANTIC MUTUAL DIVIDENDS 


Trustees of the Atlantic Mutual have 
declared a dividend of profits of 15% on 
(1) the net terminated premiums to No- 
vember 1, 1939, of cash participating poli- 
cies (other than open ocean cargo poli- 
cies and term policies attaching prior to 
January 1, 1939 and (2) the net pre- 
miums of cash participating term poli- 
cies which attach prior to January 1, 
1939, whose expiry or anniversary dates 
occur between August 1, 1939, and Octo- 
ber 31, 1939. 


HICKEY GOES TO MICHIGAN 

Lawrence J. Hickey has been appoint- 
ed marine and inland marine special 
representative of the Royal-Liverpool 
Groups for Michigan with headquarters 
in the National Bank Building, Detroit. 
He has been associated with the Thames 
& Mersey Marine of the Royal-Liverpool 
Groups for the last fourteen years and 
since August, 1937, has been in charge 
of the Chicago office of that company. 


VISCOUNT INCHCAPE DEAD 

Viscount Inchcape, famous British ship- 
ping magnate, died recently at the age 
of 51. He was a director of thirty com- 
panies, including the London & Lanca- 
shire. His widow is the eldest daughter 
of the Rajah of Sarawak. He is suc- 
ceeded in the Peerage by his eldest son, 
Viscount Glenapp. 


HEADS CLAIMS ADJUSTERS 

C. T. Greenacre, marine claims adjust- 
er in England to the Alliance Assurance, 
has been elected chairman of the com- 
Pany and Lloyd’s Adjusters of Claims, 
and P. H. Mitchell of Lloyd’s deputy 
chairman. Both elections were unani- 
mous. 











British Government Plans 
New Insurance Legislation 


The British government is arranging 
to pass two important bills before the 
Summer recess of Parliament. One will 
deal with war risks insurance and the 
other with export credits insurance. 

The War Risks Act will, it is under- 
stood, be restricted in its scope to ship- 
ping and essential commodities which are 
not insurable. The government has con- 
sidered in the light of reports from 
the treasury and the Board of Trade the 
question of compensation in respect of 
damage to property through enemy at- 
tack. A large number of government 
supporters are urging that a joint select 
committee of both Houses should be sef 
up to consider this aspect. But the gov- 
ernment is not in favor of setting up ‘this 
body, holding that the question of com- 
pensation in respect of homes and other 
property should be the subject of investi- 
gation after hostilities. 

The new export credits legislation will 
provide for an extension of existing fa- 
cilities. The £10,000,000 figure already 
provided in the government’s credit plan 
will be considerably increased. 





FINANCE COMPANIES TO MEET 


The National Association of Sales 
Finance Companies will sponsor a con- 
vention of sales finance companies at the 
Hotel Pennsylvania in New York on 
Thursday and Friday, September 14-15. 
All sales finance companies and others 
engaged in financing instalment sales are 
invited whether or not they are members 
of the association. 


L. F. Binkley Discusses 
Northwestern Nat’l Case 


\ description of the court case of the 
Northwestern National of Milwaukee 
versus Insurance Commissioner Harry J. 
Mortensen of Wisconsin relative to rate 
regulatory powers over inland marine 
policies was pre sented to the insurance 
division meeting of the American Bar 
Association on Tuesday at San Fran- 
cisco by Luther F. Binkley of the Chi- 
cago law firm of Ekern & Meyers. Mr. 
Binkley said that after the state supreme 
court had held in the Layton Art Gal- 
lery case that the insurance policy was 
not actually an inland marine contract 
Mr. Mortensen has handed down another 
“order” in which he holds that certain 
inland contracts are marine insurance 
and not subject to the fire rating law 
but that all others are to be written 
under the rating act. 

In its decision the court held that 
strictly marine contracts do not come 
under the fire rating law provisions of 
Wisconsin but continued to state that 
what constitutes a marine policy must be 
determined by the facts in each case. In 
the Layton Art Gallery policy suit the 
court held that the all risk contract was 
not a marine policy as the property was 
protected primarily at a location and 
only incidentally against transportation 
risks. 





Testimony Disregarded, 
Court Grants New Trial 


Action was brought on a fire policy 
covering a dwelling house and on another 
on household and personal effects. The 
defense was that the damage was not of 
the nature and extent alleged and that 
the fire was caused by act of procure- 
ment by the insured. As to the house- 
hold and personal effects defendant al- 
leged that even if the fire had not been 
incendiary there could be no recovery 
because plaintiff had submitted false 
proofs of loss, claiming destruction of 
items not contained in the premises at 
the time of fire, in violation of the policy 
provision as to false swearing. 

There was evidence of a half-filled bar- 
rel of gasoline with paper streamers lead- 
ing into it, saturated with gasoline, being 
found by the firemen. Testimony of fire- 
men and others was to the effect that the 
house contained no such number of items 
of household and personal effects as were 
set forth in the proof of loss submitted 
by the plaintiff. 

The jury found for the plaintiff for 
damage to the building and its contents. 
The Nebraska Supreme Court, Cuva v. 
Glens Falls, 285 N. W. 917, reversed 
judgement for plaintiff thereon and re- 
manded the cause for a new trial. The 
court applied the rule followed in Neb- 
raska cases that: “Where it is clear that 
material testimony has been disregarded 
by the jury, and which if considered 
and given due weight required a different 
verdict from that returned, a new trial 
will be granted.” 





Insurance Institute of 
Toronto Has 635 Members 


An increase in membership from 541 
to 635 was reported at the annual meet- 
ing of the Insurance Institute of To- 
ronto. Educational activities had also 
increased. The following officers were 
elected for the 1939-40 season: honorary 
president, F. S. McDermott, Liverpool & 
London & Globe; president, Colin E. 
Sword, Union of Canton; vice-presi- 
dents, J. B. Alexander of the Canadian 
Surety, J. S. P. Armstrong of the Do- 
minion of Canada General, and John 
Fanning of the Employers’ Liability; 
secretary-treasurer, William H. Burgess. 

The council is as follows: H. S. Angas, 
Edwards & Angas; H. C. Baillie, Eagle 
Star; R. J. Bastedo, Phoenix of Lon- 
don; T. E. Boys, Canadian Under- 
writers Association; W. H. Buscombe, 
Shaw & Begg; W. c Butler, Pearl; D. 
M. Dewar, Sun Insurance; L. R. Free- 
man, Zurich; H. A. Joselin, N. Y. Un- 
derwriters; S. McAdam, McAdam & 


Wagstaff; N. J. Ross, Union of Can- 
ton; H. 


R. Wiglesworth, L. & L. & G. 





MARINE INSURANCE COURSE 





New York Society Lectures on Ocean 
Coverage Begin October 19; Exams 
on April 19 and 22 

The Insurance Society of New York 
has announced the schedule of lectures 
to be given during the 1939-1940 season 
in Part II of its marine insurance course. 
Classes will be held from 1 p.m. to 2 
p.m. on Thursdays, beginning October 
19, and the series of twenty-one lectures 
will be completed on April 11. Exami- 
nations will be conducted April 19 and 
22, 1940. All classes will be held in the 
board room of the New York Board of 
Fire Underwriters on the second floor 
at 85 John Street. Cost of the course is 
$7.50 to members of the society. and 
$12.50 to non-members. 

Lecturers will be men prominent in 
the marine insurance business and relat- 
ed lines of industry. Final certificates 
in the marine branch will be awarded 
only to those students who, in addition: 
to passing all the examinations in that 
branch have also successfully completed 
the examinations in the inland marine 
course. Full information on the course 
may be obtained from E. R. Hardy, sec- 
retary, Insurance Society of New York, 
100 William Street. 

The lecturers include Cooper D. Winn, 
Jr., Guaranty Trust Co.; T. Catesby 
Jones of Bigham, Englar, Jones & Hous- 
ton; Frank F. Koehler, Jr., president, 
Koehler & Koehler, Inc.; Roy Thurnall, 
manager, ocean marine department, At- 
lantic Mutual; J. Stewart Gilbertson, 
marine secretary, Hartford Fire; J. 
Lewis Luckenbach, president, American 
Bureau of Shipping; John Jay Schieffe- 
lin, Chubb & Son; Frank A. Aiken, as- 
sistant manager, ocean marine depart- 
ment, Aetna; Henry C. Thorn, manager, 
marine department, Insurance Co. of 
North America, and Robert R. Dwelly, 
also of the North America. 


A. T. Roddy, Veteran Iowa 


Insurance Man, Is Dead 


A, T. Roddy, former head of the A. T. 
Roddy Insurance Co. of Des Moines, 
died after an illness of several years, 
leaving what was probably the longest 
active service of any insurance man in 
~ state, Mr. Roddy died at his home 
last Wednesday. Funeral services were 
held Saturday. 

Mr. Roddy was in the insurance field 
probably at least fifty-eight years. Rec- 
ords were inaccurate as to his early 
days. His wife said he had operated an 
agency for forty-three years, and prior 
to that had been an agent for at least 
ten years. He started out with the Old 
State Insurance Co., traveling in north- 
ern Iowa. He also traveled for the 
Royal at one time. In 1889 he purchased 
a one-third interest in the Witmer & 
Paige agency, but later sold out to start 
his own agency. 








MONTREAL 1938 PREMIUMS 


The volume of fire insurance premiums 
derived by stock companies and Lloyd's 
of London in the City of Montreal for 
1938 was $4,098,448, showing an increase 
over 1937 of approximately $11,000. The 
amount of the annual premiums of mu- 
tual and reciprocal concerns is not avail- 
able. The Royal wrote more fire insur- 
ance business in 1938 in Montreal than 
any other stock company. The Na- 
tionale of Paris, Fire of Canada, Guard- 
ian of England and Liverpool & London 
& Globe in that order all secured more 
than $100,000 in premiums, with other 
stock companies trailing. 





MOTOR CRAFT REGULATIONS 

The National Fire Protection Associa- 
tion has issued a new pamphlet edition 
of Fire Protection Regulations for 
Motor Craft, which is Part D of the 
regulations governing marine fire haz- 
ards. This pamphlet is a complete re- 
vision of Appendix D of the 1930 marine 
regulations, incorporating oe 
revisions adopted by the N. F. P. A. 
1938 and 1939. 
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New Automobile Rating Program Tops 


Developments of First Half of 1939 
Stock Casualty-Surety Business at Mid-Year Mark Shows Drop 


in Premiums; Higher Loss Ratios; Greater Pro- 
gressiveness as to New Coverages Noted 


By Wallace L. Clapp 


As the casualty-surety business enters 
the third quarter of 1939 several factors 
stand out as indicative of trends which 
will influence the final results of the 
year. The first is that premium income 
in both casualty and surety lines is 
reported below that of the same period of 
1938, largely due to declining payrolls, 
substantial rate reductions in compensa- 
tion and automobile, nervousness over 
national and international problems. Sec- 
ondly, loss ratios show an increase and 
this coupled with the rate reductions 
points to a decrease in underwriting 
profits this year. Third, it is becoming 
increasingly more difficult to invest 
moneys of an insurance company profit- 
ably. 

Despite these problems the picture is 
far from gloomy for stock companies 
who feel that they have already taken 
a number of progressive and far-reach- 
ing steps ahead this year especially in 
the automobile casualty field. The adop- 
tion of the new program for handling 
private passenger risks, it.is felt, will 
bring the companies closer to the insur- 
ing public. 


Significance of New Auto Rate Plan 


The new automobile rating plan is, in 
fact, regarded by company executives as 
the most important casualty insurance 
development of the year to date and 
marks a radical adjustment of automo- 
bile insurance rates by the National Bu- 
reau of Casualty & Surety Underwriters. 
Other important automobile insurance 
developments include extensions of cov- 
erage and the revision of the standard 
automobile policy. In the field of mis- 
cellaneous public liability and P.D. in- 
surance the revision of the manual, ex- 
tensions in coverage and change in the 
rating of various O. L. & T. classifica- 
tions are definite examples of the “more 
progressive” trend. 

The reduction in automobile rates 
nearly precipitated a general rate war, 
and in many sections the battle between 
stock and mutual companies for busi- 
ness is still raging. The National Bu- 
reau has consistently maintained that its 
experience justified the changes. Last 
year for the first time in history no- 
conference carriers wrote a larger vol- 
ume of auto premiums than the confer- 
ence companies. This trend prompted 
some company executives to advocate a 
radical readjustment in the entire rat- 
ing structure for private passenger cars 
on the grounds that the experience of 
bureau members had ceased to be repre- 
sentative in many territories. Under the 
circumstances some departure from the 
bureau experience indications was felt to 
be justifiable. And the fact that non- 
conference companies seemed to be 
charging lower rates with impunity in- 
dicated that a general lowering of the 
rate structure would not place rates out 
of line with the average experience of 
all carriers if such had been available. 


Surety Trends 

Most of the companies writing bond- 
ing lines have enjoyed a satisfactory six 
months, with contract bond business be- 
ing the biggest line. This is due to the 
governmental construction activity. The 
trend is upward in loss frequency and 
loss ratios, and the underwriting profit 


for the year is not expected to equal 
that of 1938. No outstanding develop- 
ments have marked the surety business 
in the first half of 1939, although it is 
noted that there has been an improve- 
ment in the handling of new coverages 
by the Surety Association and Towner 
Rating Bureau. 

The feeling still persists in some quar- 
ters that the Surety Association needs 
revitalizing, that “we must have a self- 
governing organization in the bonding 
field comparable to what we have in the 
casualty field if we are to maintain a 
position of prominence in this all-im- 
portant branch of our business.” 

Reticent on Predictions 

Talking with company executives this 
week The Eastern Underwriter found a 
general reticence to express predictions 
as to what the next six months will 
bring forth but many think that pre- 
mium income in the aggregate will com- 
pare more favorably with the same period 
of 1938. War in Europe would undoubt- 
edly cause a serious vibration of our en- 
tire economic structure, and would seri- 
ously affect premium volume and _ loss 
ratios. No one is ducking the fact that 
a sharp competitive situation exists to- 
day. “But that was so five years ago, 
ten years ago and will continue,” ob- 
serves a _ production-minded company 
chief. Succinctly expressed, here’s the 
picture as he sees it: 

“What makes the 
tion so sharp today, particularly from 
the non-bureau companies, is that the 
fidelity and surety companies have had 
four or five years of substantial profits 
with sub-normal loss ratios. This nat- 
urally inspires a number of companies 
with the thought that they can close 
their eyes to our experience of twenty- 
five or thirty years and plunge into the 
business at rates of from 25% to 40% 
below ours. They forget that in times 
of low loss ratios the surety companies 
are merely given an opportunity to build 
up surpluses and reserves to take care 
of the bad cycles which will surely come.” 
Safe Driver Reward Principle Favored 

A year ago the outstanding develop- 
ment was the safe driver reward plan 
and many of its critics believe it would 
be short-lived. Then along came the 
preferred risk rating plan in New York, 
developed with the aid of the Insurance 
Department, and popularly known now 
as the A.B.C, plan. The question in the 
minds of some executives today is 
whether the new classification rating 
plan will in time supplant these two 
plans. The opinion for the most part is 
“No,” although it is felt that out of 
these experiments will come further re- 
finements in the classification rating 
plan. But there is so much psychologi- 
cal advantage in the safe driver reward 
in the judgment of some executives that 
they hope it may become a permanent 
part of the rate-making machinery. 

There is not much enthusiasm in com- 
pany head offices for the $1,000 single 
limit auto liability policy but one keen 
student of the business makes this com- 
ment: “I believe that some of the more 
far-sighted agents are slowly beginning 
to realize that it has merit. If they 
would get busy and try to sell it to 

(Continued on Page 33) 
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Best Deplores New Deal 
Before Legal Meeting 


LIONEL P. KRISTELLER PRESIDES 





Insurance Lawyers in San Francisco 
Stimulated by Three Days of Round 
Table Discussion; Hear Many Reports 





John W. Cronin, general counsel, Lib- 
erty Mutual of Boston, was elected 
chairman of the insurance law section, 
American Bar Association, at its closing 
session Wednesday in San Francisco. 


Howard C. Spencer, Rochester, formerly ~ 


deputy superintendent, New York In- 
surance Department, was elected vice- 
chairman; Cl t Robin Port- 
land, Me., secretary. 








The opening session of the insurance 
law section in the American Bar As- 
sociation’s annual convention in San 
Francisco this week featured the vigor- 
ous address by Alfred M. Best, president 
of A. M. Best & Co., New York publish- 
ers, criticizing “the strange doctrine and 
practices” which mark the present Ad- 
ministration and which are “diametri- 
cally opposed to the time-proved correct 
principles of the insurance business.” It 
was a fearless address entitled “Insur- 
ance Horse-Sense vs. Economic Non- 
Sense” in which Mr. Best minced no 
words in telling what he thought of 
“people who are teaching and practicing 
bad economics, bad finance, bad psych- 
ology and bad morals.” But through all 
this barrage of propaganda he pictured 
the rank and file of insurance officials 
still adhering to the old, sound and tried 
principles of business and ethics. These 
are: To work, to save, to pay just debts 
and to treat every man honestly and 
fairly. 


Welcomed by Francis V. Keesling 
With Lionel P. Kristeller of Newark, 


N. J., chairman of the section, presiding, 
the address of welcome was given by 
Francis V. Keesling, president of the 
West Coast Life of San Francisco. As 
a member of the first council of the in- 
surance law section Mr. Keesling frank- 
lv admitted that he had misgivings at 
first as to whether it would serve a use- 
ful function. But he is now convinced 
that this section is not only useful but 
it has centralized constructive effort as 
it relates to the institution of insurance. 

Expressing his personal views on some 
major problems including the recently 
conducted probe of the Temporary Na- 
tional Economic Committee, Mr. Keesling 
continued: 


“We are conscious of this critical era. 
We are alert to the importance of im- 


provement. Simplification of policies, 
for instance, is greatly to be desired; 
but how, if the interests of both parties 


to the contract are to be safeguarded ? 
Acquisition cost is another recurring 
problem. In this respect, there should 


be very great value in the studies of 
the Temporary National Economic Cont- 
mittee, provided, however, that the attitude 
should develop 


is constructive. If it 


ae 


to be just another effort to socialize the 
institution of insurance, any such effort 
should be met with unrelenting opposi- 
tion. Personally, I believe that our hope 
is in iniative and individual enterprise, 
I decry further intrusion of government 
in ownership. 

“There may also be forthcoming a rec- 
ommendation of Federal control. In this 
respect, am also opposed, because I 
believe in the cfficacy of state regula- 
tion and the distinct competitive advan- 
tages resulting therefrom. 


Keen Interest in Best’s Address 


Keen interest was sgown in Mr. Best's 
Horse-Sense address and as he delved 
into the realms of economics and finance 
he had an appreciative audience. He 
cited facts to justify the statement that 
“insurance is the greatest business in 
the world” and that it was “the obliga- 
tion of every intelligent person to under- 
stand its functions and benefits, and to 
do everything possible for its protection 
against improper influences.” He pic- 
tured the new school of thought as being 
most solicitous for the debtor while the 
creditor—the man who believes in living 
within his income and borrowing only 
when he can pay in a reasonable time— 
is in the dog-house. 

The speaker spoke of the adverse ef- 
fect upon insurance companies caused 
by artificial depression of the interest 
rate and said that often the people 
who are hurt by this condition are the 
most thrifty and deserving elements of 
our population including many in the 
low income groups. 

On the investment side the speaker 
referred to the heavy interest which 
insurance companies have in utility and 
railroad securities—their stake in the 
utilities being more than $3,500,000,000 at 
the end of 1938 and in the rails about 
$3,400,000,00 said: “The ‘Non- 
Sense’ group are doing all they can to 
injure the utilities, and nothing of real 
value is being done to improve _ the 
unfortunate position of the rails.” 

Further along Mr. Best noted: “Inter- 
est alone mention amortization 
—on the present Federal debt exceeds 
by two hundred millions the entire cost 
of the Federal government in 1916, the 
vear before we entered the World War. 
Contrast this with the rigid economy 
exercised in the insurance business.” 

After discussing Da abt the HOLC, 
the United States Housing Authority and 
the crop insurance plan of the AAA, 
Mr. Best paid his respects to the mount- 
ing public debt of the Federal govern- 
ment. To help his lawyer audience grasp 
the sienificance of its magnitude he gave 
this illustration: 

“Suppose a client walked into one of 
your offices every business day, every 
holiday, and twenty Sundays of every 
year, a total of 333 days, and paid you 
on each of those days $1,000 for legal 
services. In 120,000 years you would 
have collected forty billion dollars, the 
amount of today’s debt.” 

Psychological and Moral Side 

Finally, in speaking about the psycho- 
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every automobile owner who is now un- 
insured, it would have a decided effect 
on compulsory insurance agitation. 
Retrospective Rating Here to Stay 
As regards retrospective rating unani- 
mity of opinion prevails that this plan 
is here to stay even though it has not 
as yet come into its own. A number of 
improvements will undoubtedly be in- 
jected into the plan and the prediction 
is that it will become even more effec- 
tive than it is today. Some underwrit- 
ers believe that all forms of third party 
liability such as compensation, public lia- 
bility, automobile, etce., for a single risk 
should be grouped so as to apply retro- 
spective rating. This trend, however, 
should be carefully studied, and it may 
be advisable to rate boiler and machinery, 
burglary and glass coverages separately 
and apart from compensation and _lia- 
bility. 
Full Medical Coverage in Auto B.I. 
Of current interest is the experiment- 
ing by certain companies with a full 
medical coverage policy in connection 
with automobile bodily injury coverage. 
If this form is adopted soon by the Na- 
tional Bureau for the general use of its 
member companies it is felt by many 
that it will be helpful in offsetting the 
loss in premium due to reduction in B.I. 
and P.D. liability rates. But inasmuch 
as full medical coverage for the insured 
savors more of accident than automobile 
insurance it might be advisable to issue 
it in the form of a separate policy or as 
a separate endorsement which would not 
extend coverage to other than the in- 
sured. Such a policy is frowned on by 
some because of its malingering possi- 
bilities and by others because it is re- 
garded as a step in the direction of in- 
troducing the principle of compensation 
into the field of automobile insurance 
where it does not apply. Said one exec- 
utive: “If medical reimbursement cover- 
age is to be sold in this connection it 
should be limited solely to guests who 
should sign a complete release of all 
liability before they are granted the 
medical benefits. 
More Progressiveness on New Coverage 
_ Commendable this year is the increas- 
ingly progressive attitude on the part of 
the stock casualty companies toward new 
coverages to meet the needs of the in- 
suring public. As one company chief 
expresses it: “Everything is insurable at 
a proper rate. For unknown hazards 
which have not heretofore been subject 
to insurance but for which a demand 
arises, we believe the companies as a 
group should furnish a coverage at a 
rate promulgated by competent authority 
so that during experimental stages in 
which the public is given coverages here- 
tofore unknown, the industry as a whole 
should bear the costs, if any.” This, 
however, does not signify that sound 
judgment should be forsaken in the 
adoption of ill-conceived and hurtful 
contracts or practices merely to meet 
Irresponsible competition. But the busi- 
ness should be continually devising ways 
and means of furnishing the kinds of cas- 
ualty insurance which the purchasing 
public desire and need. Any other atti- 
tude would simply mean stagnation. 


G. W. Crist Vice-President 


G. W. Crist, Jr. who last week was 
placed in charge of the New York 
branch of the Fidelity & Deposit and the 
American Bonding, has been elected a 
vice-president of both companies. 

Ashby C. Taylor, now in charge of the 
Detroit branch of the two companies, has 
been named as Mr. Crist’s successor in 
is former position as manager of the 
New York branch. 

Mr. Taylor, who will start his new 
duties late next week, joined the F. & 
D. in 1928 as assistant manager in 
the then newly organized Atlanta, Ga., 
branch. Successively he became mana- 





ger there in 1932; assigned to home of- 
fice agency department as assistant man- 
ager, 1934; appointed resident vice-presi- 
dent in Detroit in 1936 succeeding J. L. 
Straughn, deceased. 


Casualty-Surety Teachers 
In Florida Short Course 


Edward C. Lunt, Great American In- 
demnity vice-president, who is often re- 
ferred to as the historian of the surety 
business, the author of two text books 
and innumerable articles on develop- 
ments in this field, was the lecturer on 
fidelity and surety lines in the short 
course at Hollywood, Fla, July 5-8, 
sponsored by the Florida Insurance 
Agents Association and the University 
of Florida. Mr. Lunt gave two lectures 
as did other faculty members, each an 
hour long, discussing in his delightfully 
informal fashion underwriting and pro- 
duction angles of suretyship. 

Burglary insurance was ably handled 
by J. H. Dittman, superintendent of that 
department in the home office of the 
United States F. & G.; Ralph Davis, 
deputy insurance commissioner of Flor- 
ida, discussed retrospective rating as 
applied to workman’s compensation, and 
Harry T. Gray, a Jacksonville attorney, 
rave the agents the latest information 
about changes in the Florida compen- 
sation act. The administration of that 
act was described by W. C. Heaton, 
chairman of the Florida Industrial Com- 
mission. 

For boiler and machinery insurance 
information the school depended upon 
D. L. Royer, chief engineer, Ocean Ac- 
cident. as much an authority in his field 
as is Mr, Lunt. To L. P. McCord. Tack- 
sonville agent, dean of the school’s 
faculty and general educational chair- 
man, was extended wholehearted appre- 
ciation for h‘s fine job. 





IN TENTH PLACE FOR A. & H. 





C. J. Simons & Co.. Newark N. J., 

Among Leaders in Continental Cas- 

ualty for May; Writes Group Lines 

Although its accident and health de- 
nartment is but six months old C. 1 
Simons & Co. of Newark, N. T., were 
the tenth largest producers of this tvne 
of business among Continental Casnaltv 
arencies country-wide for the month of 
May. The department is in charge of 
Douclas J. Moe, an A. & H. specialist, 
who for many years prior to his present 
connection was an agency supervisor for 
the Continental. 

Recently this agency has provided 
group hospitalization facilities for the 
emploves of the followine concerns in 
Newark and vicinitv: Fischer Bakine 
Co.: Federal Telegranh Co.; Tensen & 
Redell, Elizaheth: Newark Tidewater 
Terminal. Port Newark, and Union 
Countv Coal Co. 

C. J. Simons & Co., with twenty 
vears’ exnerience in the general insur- 
ance husiness in Newark also repre- 
sents the Continental Assurance as gen- 
eral acents. The avency led the country 
for individual life insurance production 
with this company for the month of 
April. 


G. E. Ashley 35 Years With 


Aetna Casualty & Surety 


Secretary Gilbert E. Ashley of the 
Aetna Casualty & Surety observed his 
thirtv-fifth anniversary with the com- 
nanv on Julv 5. Joining the Aetna in 
1904 he served as a burelary underwriter, 
and in 1918 was elected assistant secre- 
tary of the burglary department. Later 
he was made secretary. 

Mr. Ashley is a member of the gov- 
erning committee in the burglary de- 
nartment of the National Bureau. He 
is also a member of St. John’s Lodge, 
No. 4 A. F. & A M., and the Wethers- 
field Country Club. 


F. J. VAN WAGNER, JR., ENGAGED 

Frederick J. Van Wagner, Tr., who is 
connected with the New York office of 
the Employers’ Liability. is engaged to 
marry Miss Lucille B. Haugh of Short 
Hills, N. J. Mr. Van Wagner, graduate 
of Peddie School and University of Vir- 
cinia, was in the agency field in Newark, 
N. J., before joining the Employers’ Jan- 
uary this year. He is now a compensa- 
tion underwriter in its New York branch. 








Broader Bank Forgery 
Coverage at Less Cost 


MADE RETROACTIVE TO MAY 15 





May Now Combine With Insuring Clause 
D; Also Available by Rider; Partial 


After a study by 
companies of the Surety Association of 
Jureau and 


two-year member 
America, the Towner Rating 
the insurance committee of the American 
Bankers Association bank forgery cov- 
erage and rates have been revised so as 
to provide better coverage at a reduced 
cost. The 
nounced July 10 and which are retro- 


changes, which were an- 


active to May 15, now permit combin- 
ing the forgery and alteration bond sup- 
plementary form with Insuring Clause D 
of bankers blanket bond standard form 
No. 8 revised. and making Insurance 
Clause D coverage also available by rider 
to insureds holding bankers blanket bond 


standard form No. 2. Partial forgery 
has also been made permissible, i. e., 
Insuring Clause ID in an amount less 


than the amount of the bond to which 
it is attached. 

This is the fifth revision 
Clause D worked ont bv 
Association in collaboration 
A.B.A. insurance committee and_ the 
Towner Bureau and represents another 
milestone in what has been termed “con- 
sumer participation” in the formulation 
of insurance contracts. Those who par- 
ticipated in the revision believe that the 
quality of forgery coverage for banks has 
been raised to its highest level, while 
the broadening of the market by per- 
mitting forgery’s inclusion in form No. 
2 should result in a more general pur- 
chase of such coverage. 

Questions Which Demanded Solution 

Forgery, which was first incerporated 
in bankers blanket bonds in March, 1923, 
has always been an active subject. As 
banking practices changed broadening 
changes have been made in the forgery 
coverage. But questions have arisen re- 
garding the coverage under Insuring 
Clause D and they have persisted until 
a solution was found. Such questions 
centered around the so-called bogus or 
fictitious checks, various kinds of instru- 
ments such as warrants, drafts, letters 
of credit, bankers’ acceptances, trade 
acceptances; also those regarding check 
writing and signing machines, inactive 
checking accounts, “pay as you go” or 
no minimum balance accounts, “giving of 
any value” coverage, operation of deduct- 
ible. certifications, etc. 

The problem of the charge for inac- 
tive accounts was finally solved by elim- 
inating them from the premium charge 
where the insured signed an agreement 
under which he segregated and set up 
a separate account on his general ledger 
to control the individual ledger sheets 
for such accounts. The question of the 
premium charge for “pay as you go” or 
“no minimum balance accounts” was 
solved by applying a special reduced 
rate for them. 

Three Rating Factors for Clause D 


Thus far, the premium for Insuring 
Clause D has been based on a single 
factor; namely, the number of checking 
accounts. The size of the bank, the 
average size of the checks, the size of 
the bond were not taken into consider- 
ation as factors in rating. In connec- 
tion with the present revision of this 
clause, however, the Towner Rating Bu- 
reau has made a comprehensive study of 
the experience and, as a result, has re- 
vised the rates so that they will now use 
three rating factors instead of one; 
namely, number of checking accounts, 
amount of insured’s bank's deposits, and 
amount of coverage carried under In- 
suring Clause D. It is felt that the use 
of these factors will result in a more 
scientific and equitable application of the 
rates. 

As was the case in the reduction of 
blanket bond rates for banks announced 
by the Towner Bureau on October 1, 


of Insuring 
the Surety 
with the 


Publish 26th Annual Edition 
Of Best’s Casualty Reports 


The 1939 edition of Best’s Casualty, 
Surety and Miscellaneous Reports with 
a number of improvements, new and 
rearranged tables of statistics has been 
published. The twenty-sixth annual edi- 
tion of this work, the volume contains 
an analysis of more than 400 companies 
writing casualty, surety and miscellane- 
ous lines of insurance; gives complete 
data on the underwriting, investments 
and operations of stock, mutual reciprocal 
and Lloyds types of carriers. In addi- 
tion there is a table containing statisti- 
cal information on assessment, accident 
and health associations, and a complete 
list of all stock mutual, reciprocal ex- 
changes and Lloyds which have retired 
from business in the past ten years. 

The Best’s Reports also contain about 
thirty-five pages of comparative tables 
showing the results of underwriting oper- 
ations of stock and mutual companies, by 
carriers and by lines of business for 1938. 
Aggregate underwriting results by classes 
of companies from 1930-38 inclusive are 
also given. At the end of each individual 
company report an underwriting exhibit 
is shown which presents its experience 
by lines for 1938 and its combined results 
for a five-year period. Also shown are 
distribution of assets, investment income, 
reserves and dividends. Another five- 
year comparative table gives financial, 
underwriting and investment experience 


NEUTRALON HEALTH INSURANCE 

The Canadian Medical Association at 
its annual convention in Montreal re- 
cently refrained from taking a stand for 
or against health insurance, but approved 
recommendations for further study of the 
question. H. H. Wolfenden, Toronto, 
consulting actuary, has been retained to 
advise its committee of experts. 

Curtis B. P. Carvalho, vice-president 
and treasurer, American International 
Underwriters Corp., and director United 
States Life, and Mrs. Carvalho, sailed 
Wednesday for a vacation in Bermuda. 
They will return to New York August 2 


1938, small insured banks will benefit 


most from the new rates. 


Forgery Deductible Credits Revised 


One fact brought out by Towner’s 
study was that the credits heretofore 
allowed for forgery deductibles were not 


justified by the loss experience. These 
credits ranged from 25.7% for a $200 


deductible to 76.7% for a $1,000 deduct- 


ible. If this range were extended to 
deductibles exceeding $1,000, it would 
mean that the discount would shortly 


reach 100% for higher amounts of de- 
ductibles—something unsound and_in- 
equitable. 

The credits for Insuring Clause D with 
deductibles have now been revised. In 
the case of insured banks carrying a 
forgery deductible of $500 or more, the 
credit has been slightly decreased. Be- 
cause it was realized that the scale of 
credits for forgery deductibles has in- 
fluenced the past decision of insured 
banks regarding their forgery coverage, 
it is permissible for insured banks to 
continue any bond now in force on stand- 
ard form No: 8 revised with old In- 
suring Clause D with deductible in the 
same or decreased amount both as to 
bond penalty and amount of deductible 
now in effect without change in pre- 
mium. It is likewise permissible for such 
insured banks to continue their supple- 
mentary form. 

Despite this ability to continue the old 
clause with deductible, it is felt that 
few banks will want to do so. This is 
because of the broader forgery protec- 
tion now available and to the fact, based 
on comprehensive, up-to-date experienc: 
that the forgery deductible credits al 
lowed under old Insuring Clause T) wer 
excessive and inequitable 

The Surety Association says that aside 
from forged securities losses, for whicl) 
protection is provided by securities bonds 
Nos. 3 and 4, “the revised Insuring 
Clause D will incorporate every feature 
now available in separate or supplemen- 
tal bank forgery contracts.” 
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Rehearing in — Adjuster Case 
Denied to Missouri Bar Committee 


The Missouri Supreme Court wrote the 
final chapter in what was regarded as 
the most important test case upon the 
subject of unauthorized practice of law 
ever to come to the courts when, on 
July 5, it was unanimous in overruling 
the motion for rehearing made by the 
Missouri Bar Committee in the suit of 
Liberty Mutual et al. 


result of the 


v. Jones et al. The 
motion was the Missouri 
Supreme Court’s having handed down, 
on May 2, a unanimous opinion which 
upheld the disputed right of lay insur- 
ance adjusters to settle claims and to 
appear at informal conferences before 
the Missouri Workmen’s Compensation 
Commission. 

At that time the opinion was hailed as 
a complete vindiction of the position 
taken by the six mutual casualty insur- 
ance companies which had brought the 
action against the Missouri Bar Com 
mittee, a position which was supported 
not only by other insurance carriers, 
but by various business and iahes j groups 
throughout the nation. 


Little Change in 10 Declarations of Law 


Although, in denying the motion for 
rehearing and assessing costs of $794.75 
against the Missouri Bar Committee, the 
court expanded several sections of its 
original opinion, the ten declarations of 
law given originally remained substan- 
tially unchanged. The several editorial 
changes in them seemed designed simply 
to make clear that lay adjusters may not 
pass upon legal questions. 

Much of the revised opinion was de- 
voted to a more detailed discussion of 
the nature of the Workmen’s Compensa- 
tion Commission, and pointed out that 
informal conferences under its auspices 
are not hearings, but mere discussions 
between the parties concerned. 

“Respondents argue our conclusion 
does violence to Section 11692, supra, 
quoted earlier in the opinion (this is 
the Missouri statute concerning the prac- 
tice of law),” the court stated at one 
point. “That section defines the ‘practice 
of the law’ as ‘the appearance as an ad- 
vocate in a representative capacity 
or the performance of anv act in such 
capacity in connection with proceedings 
pending or prospective before any court 
of record, commissioner, referee, or any 
body, board. committee. or commission 
constituted by law or having authority 
to settle controversies.” Respondents as- 
sert this forbids appellants’ lay employes 
to annpear at informal conferences with 
the Workmen’s Compensation Commis- 
sion because the commission, its members 
and referees, are ‘constituted by law.’ 
They say we cannot limit such appear- 
ances to bodies ‘having authority to 
settle controversies,’ since that phrase in 
the statute is in the disjunctive. 

“But it is to be remembered the com- 
pensation law was enacted ten years or 
more after Section 11692 was passed, so 
that the former prevails wherever the 
two are inconsistent. It is obvious that 
the broad provisions of Section 11692 
cannot be interpreted literally. There 
are many boards, committees, and com- 
missions in this state ‘constituted bv 
law.’ which make investigations, let con- 
tracts for public works or sunnlies and 
the like, before which law officers or 
employes of business entities of one kind 
or another customarily appear. Certain- 
Wv it would not be contended that only 
lawvers may come before any of these 
in a representative capacity.” 


Court on Major Point at Issue 


In commenting upon the major point 
at issue in the case—whether lavmen 


may adjust and settle insurance claims 
—the court said: “To hold that acts 
done by a lav emplove. wholly inde- 


pendent of the circumstances in which 
they were done. antemtically determine 
whether he is oviltw of eneaging in un- 
authorized law husiness, is to convict 
thousands who draw on slight routine 


daily work in 
We cannot go 


legal knowledge in the 
their own limited spheres. 
that far.” 

In discussing the motion for rehearing, 
the court said in part: “Respondents’ 
motion for rehearing and to modify the 
opinion raises two questions which call 
for brief discussion. It is charged that 
the opinion went to some length in up- 
holding appellants’ right to challenge 
the constitutionality of Section 11692, 
supra, and then failed to rule that ques- 
tion. We will say now that if the 
statute, and particularly the broad con- 
cluding part thereof set out in paragraph 
Il above, forbids the doing of the things 
permitted by the opinion, it_is that far 
unconstitutional, as against Section 1 of 
the Fourteenth Amendment of the Fed- 
eral Constitution and Sections 4 and_ 30, 
Article IT, of the Missouri Constitution. 
These are the provisions invoked in ap- 
pellants’ petition.” 


R. M. ALLEN, 39, DEAD 


Was Assistant to President of American 
Mutual; Had Made Rapid Progress 
With That Company 

Robert M. Allen, 39, 
president of American Mutual Liability, 
Boston, died suddenly on July 7. After 
service with Marsh & McLennan in its 
Chicago office he joined American Mu- 
tual in April, 1926, as a solicitor in Chi- 
cago. In recognition of his sales ability 
and leadership, Mr. Allen was appointed 
district automobile sales manager for 
nine Mid-West states in 1933. He came 
to Boston in 1936 as executive assisté int, 
was elected assistant to president in 1937. 
He was also vice-president of Allied 
American Mutual Fire, an affiliated com- 
pany. 


A. S. Hopkins, 88, Veteran 
Agent of Hartford, Dead 


Anson S. Hopkins, 88, who old-timers 
will remember as manager of the Fidelity 
& Casualty in Hartford, Conn., until 
1924 and later as A. & H. general agent 
for the Continental Casualty until his 
retirement in 1931, died July 5 after a 
long period of failing health. Mr. Hop- 
kins published two years ago the widely 
read book “Reminiscences of an Octo- 
genarian.” He was active up until his 
eightieth birthday. 

\ native of Pittsfield, Vt.. Mr. Hop- 
kins was married in New York City in 
1876 to Miss Martha Leath of Mem- 
phis, and on their wedding trip they at- 
tended the centennial exposition in 
Philadelphia. In June, 1936, they cele- 
brated their sixtieth wedding anniver- 
sary. Last January his wife died. Mr. 
Hopkins is survived by three daughters, 
a son, three grandchildren and three 
great-grandchildren. 


assistant to the 
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New Sickness Expense 
Policy of Pacific Mutual 


providing 


A sickness expense policy, 
reimbursement for hospital, nurse, surgi- 
cal and miscellaneous expense, is now 
being sold by the Pacific Mutual Life. 
The policy is issued to both men and 
women who carry accident insurance in 
the company and may be issued to those 
holding membership in hospital associa- 
tions or group hospitalization plans, pro- 
vided they also carry Pacific Mutual 
accident reimbursement, weekly indem- 
nity or 5-Way accident disability bene- 
fits. The policy imposes no restriction 
as to hospital, nurse or surgeon, and 
includes provisions for cost of X-ray 
examinations, laboratory tests, medicines, 
surgical dressings or use of operating 
rooms. 

The policy may be purchased to pay 
actual hospital expense of $5, $6 or $7 
a day and expense of nursing service up 
to $5, $6 or $7 a day, with a limit of 
seventy days’ hospitalization for one 
period of sickness. The policy is issued 
to men and women, ages 16-54, and the 
rates for the $5 hospital and nursing 
fees are: men, 16-49, $21.50 per annum; 
ages 50-54, $29.55; women, 16-49, $34.40, 
and 50-54, $47.30. 

For the $6 indemnity the rates for men 
are $25.80 and $35.45 and for the $7, 
the rate for men are $31.10 and $41.40. 
For both men and women renewal limits 
run through age 59, 


D. G. ee Besstiien Of 


Indianapolis A. & H. Club, 


Don G. Trone, secretary-treasurer, In- 
diana Travelers, 
dent of the newly organized Indianapolis 
\ccident & Health Club which held its 
organization meeting a week or so ago, 
adopted constitution and by-laws. Asso- 
ciated with Mr. Trone are the following: 
Jarney B. Ochs, Loyal Protective Life, 
vice-president; Wendell C. Taylor, Tay- 
lor A. & H. Digest Service, secretary- 
treasurer; John McGurk, Mutual Benefit 
Health & Accident, chairman of the 
executive committee. Other members 
named by the club are: C. Norman 
Green, Hoosier Casualty; E. T. Bonham 
Pacific Mutual; H. Joseph Wilson, Mas- 
sachusetts Bonding, and R. A, Calkins, 
Massachusetts Indemnity. The member- 
ship committee will consist of Clyde 
Wands, London Guarantee & Accident, 
chairman; E. J. Pryor, Monarch Life 
of Springfield, Mass., and Mr. Calkins. 
The club will hold monthly meetings. 


has been elected presi- 


J. J. REYNOLDS TO PHILIPPINES 

J. J. Reynolds, formerly special repre- 
sentative in New York City for the 
Retail Credit Co., is now in the Philip- 
pines where he is opening a combined 
claims and inspection office. Mr. Reyn- 
olds will operate under the name of 
Eastern Inspection Bureau, Inc., with 
headquarters in Manila. 
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1894 to 1939 


SUPERIOR COVERAGE 
AT MODERATE COST 
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A STOCK COMPANY WITH THE 
THOROUGH KNOWLEDGE AND 
UNDERSTANDING OF AGENCY 
PROBLEMS ESSENTIAL FOR 
COMPLETE CO-OPERATION 
WITH THE MAN IN THE FIELD. 


National Casualty Company 
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J. J. JACKSON ADVANCED 





Made Manager in N. Y. Office of Stand- 
ard Accident for Burglary, Glass, A. & 
H.; Well Rounded Career 
The Standard Accident has promoted 
John J. Jackson in its New York branch 
office to be underwriting manager for 
burglary, plate glass and accident and 
health lines. Mr. Jackson has had a well 
rounded career with the Standard, his 
one and only company connection, and 
his experience includes work as a rater, 
as assistant underwriter in the liability, 
automobile, burglary, plate glass and A. 
& H. departments, and as special agent 

in the metropolitan territory. 


TRICKY USE OF BANANA PEELS 

An ingenious means of “beating” an 
insurance company is brought to light 
in Indianapolis where a claim faker, Tom 
Reilly, works the stunt of slipping and 
falling on a self-planted banana peel in 
a drug store before witnesses. On one 
such occasion the faker pointed to the 
banana peel as the cause of his down- 
fall, complained of a knee injury, pointed 
to a torn trouser leg. Although doctor’s 
examination failed to disclose any in- 
jury he collected $37.50 from the insur- 
ance company protecting the drug store. 

The insurance firm set state police on 
the trail. They discovered that a week 
before he had fallen down in a depart- 
ment store and collected $35 for the 
same sort of damages, wearing the same 
pants. Reilly told the court the first 
fall was legitimate and the idea was so 
good he carried a banana peel in his 
pocket to make the second even better. 
The court called him out on his. slide 
and bound him over to the grand jury 
under $2,000 bond. 


HEALTH INS. BEATEN IN WIS. 


By vote of 60 to 32 the, Wisconsin 
Assembly killed the health insurance bill 
before it which would have levied a 2% 
tax on employer and employe alike to 
create a state health insurance fund, 
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Bringing Safety To 
Personal Suretyship 


CAUTION ADVISED BY NICHOLS 


Lien Method May Be Too Drastic; 
Affidavit or Certificate Plan Might 
Be More Effective in End 


Henry W. Nichols, general counsel, 
National Surety Corp., delivered an ad- 
dress on fiduciaries and their security 
before the probate law division of the 
American Bar Association at its conven- 
tion in San Francisco, July 11. He 
directed attention to bills introduced in 


at least seven states during the last 
session for the purpose, not of elim- 
inating personal suretyship, but to do 
away with some of its dangers. After 


speaking on those bills at some length, 
he said: 

“We should not 
these changes and expect results imme- 


perhaps rush into 


diately. Effective law changes slowly. 
It may be that the lien theory is too 
drastic. If so, then it seems to me that 
an advisable change would be the so- 
called form of affidavit or certificate 
which compels the complete exposure of 
the position of the individual qualifying 
as a surety, with a penalty attached to 
punish for wrongful misstatements of 
fact, and to add the requirement which 
would permit a surety to transfer his 
property on notice as long as it was 
not to the detriment of the obligee. It 
may be that legislation along the line 
that has been offered in Massachusetts 
will be the most practical step toward 
the correction of the unsatisfactory con- 


HENRY W. NICHOLS 
ditions that have existed in connection 
with personal suretyship. 

Massachusetts Bill’s Limitations 

“In my opinion, however, there are 
types of bonds, especially in the pro- 
bate courts, that require even more 
than the suggested control under the 
proposed legislation in Massachusetts. 
As far as that legislation goes, it pro- 
tects against voluntary acts on the part 
of the surety. It does not protect as 
to involuntary events, such as deaths, 
unpaid taxes and judgments. For this 
reason, I believe that if that plan is to 
be followed then personal sureties should 





be checked each year by the court tak- 
ing the bonds. This may make a little 
more work in some courts, but cer- 
tainly if the surety has to re-qualify 
each year, this would make for an addi- 
tional safeguard. Perhaps some day pro- 
bate courts will have officers of the type 
referred to in the first recommendation 
of your committee who can make such 
an annual review.’ 
Growth of Companies 

Other observations by Mr. Nichols 
were: “The fiduciary always should be 
required to give security to assure the 
faithful performance of his duties and 
to save the beneficiaries of his trust 


from loss in event he is unable to 
properly account. 
“The grave dangers in the use of 


the personal surety are the reasons why 
individual sureties are never encountered 
in some modern businesses and are not 
acceptable as security for public officers 
in some jurisdictions. Likewise, these 
dangers are the reasons for the growth 
of surety companies within the last fifty 
years. 

“Corporate sureties that have a wide 
spread of risks assume their responsi- 
bility for reasonable premiums. They 
absorb shock losses with no painful re- 
sults to the lives and fortunes of in- 
dividuals. Surety corporations are glad 
to work hand in hand with courts and 
with fiduciaries and lawyers to main- 
tain orderly procedure and _ conserve 
trust estates. 

Corporate Surety Better 

“To me the personal surety is as old- 
fashioned and unsafe as is the horse 
and buggy on the modern streamlined 
highway. Today, corporate sureties are 
scrutinized and supervised by trained 
insurance examiners in every state, and 
can do the job much better than per- 
sonal sureties can ever hope to do it. 

“Although there are many instances 


where personal sureties have paid and 
where many have been bankrupted by 
having to make good defaults of others, 
there is a list of heirs in almost every 
county in this country who have been 
deprived of estates to which they were 
entitled because personal sureties were 
unable to respond. 

“Statistics on the number of personal 
bonds furnished are startling. One 
would hardly expect, in this modern 
day of financial strain, to find so many 
individuals willing to expose their assets 
to the hazards of suretyship obligations. 

“In some jurisdictions there is no such 
thing as actually qualifying personal 
sureties and little pretense is made to 
establish worth. Many personal sureties 
are not worth their obligations, despite 
qualifying certificates and affidavits to 
the contrary. In most jurisdictions there 
is nothing to prevent personal sureties, 
after qualifying, from immediately dis- 
posing of or covering up their assets 

“It is because of these conditions that 
many, including lawyers, surrogates and 
their clerks feel that something should 
be done in the case of personal sureties 
to give more protection to obligees un- 
der the bonds. 


Company Safeguards 

‘Behind the obligation of a sound 
surety company are its capital, its sur- 
plus, its undivided profits, and large 
reserves for losses. Each surety com- 
pany whose bonds are acceptable to the 
Federal government is subject to in- 
vestigation by the United States Treas- 


ury Department, which three times a 
vear fixes the underwriting limits of 
each company. Surety companies are 


regularly examined by the insurance de- 
partments of the various states. Surety 


companies are compelled to make a most 
their 


detailed statement of 
(Continued on Page 36) 
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Items from Financial Statement of March 31, 1939: 


CaPITAL 

SuRPLUS 

Loss RESERVE 
PREMIUM RESERVE . 


Aut OTHER LIABILITIES 


ToraL ADMITTED AssETS 


$1,000, 000.00 
5,705, 164. 60 
6, 338, 333.48 
2,409, 682. 56 
1,067,418.44 


$16,520,599.08 


Securities carried at $974,474.55 are deposited 
in accordance with law. 
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Fiduciaries’ Neglect 
In Trusteed Estates 


LEGAL SIDE IS REVIEWED 
Walter S. Fenton’s Talk to American 
Bar Association’s Insurance Law 


Section in San Francisco 


Walter S. Fenton of Fenton, Wing & 
Morse, lawyers, Rutland, Vt., this week 
read a paper before the insurance law 
section of the American Bar Association, 
meeting in San Francisco, his title being 
“The Liability of Fiduciaries for Negli 
gence in the Operation and Maintenance 
of Property Belonging to Trusteed Es- 
tates.” Excluding charitable trusts his 
paper considered solely the liability of 
fiduciaries to third persons for negli- . 
gence in operation and management ot 
the trust property. 

As a general rule there is no di- 
vergence of opinion that a fiduciary is 
personally liable for his torts even 
though they were committed in the per- 
formance of the duties imposed upon 
him by the trust, or in the execution of 
the powers conferred upon him bv virtue 
of his office as such fiduciary. But the 
law respecting the liability of the fidu- 
ciary in his representative capacity is 
not so clear. If one were to give a cata- 
gorical answer to the question the an- 
swer would have to be in the negative 
except as to receivers or to trustees 
operating a railroad. This principle of 
non-liability in a repre sentative capacity 
is well-imbedded in the opinion of the 
courts. 

Fiduciary’s Right of Indemnity 

Among other things Mr. Fenton said 
in his paper: 

“It is the rule in practically every 
jurisdiction that if a person to whom the 
fiduciary has become liable on a tort 
judgment, for a cause arising in the 
course of administration of the trust, 
cannot obtain satisfaction of his claim 
out of the individual property or assets 
of the fiduciary, he may, by an appro- 
priate proceeding in equity, reach the 
trust property and apply it to the sat- 
isfaction of his claim, to the extent to 
which the fiduciary is entitled to exon- 
eration or reimbursement out of the 
estate. 

“It is not here intended to exhaustive- 
ly discuss the right of the fiduciary to 
exoneration or reimbursement, but some 
reference to the subject is necessary in 
order to ascertain to what extent a tort 
judgment creditor of the fiduciary may 
reach the trust property in satisfaction 
of the judgment. We may start with 
the general statement that the fiduciary 
is entitled to indemnity out of the trust 
estate for expenses properly incurred by 
him in the administration of the trust. 

“This right of indemnity can be as- 
serted either by way of exoneration or 
reimbursement. If the trustee has prop- 
erly incurred an expense for which he 
would be entitled to indemnity, but has 
also incurred a liability to the cestui for 
a breach of trust or otherwise, the 
amount of such liability may be set off 
against the amount to which the fiduciary 
would otherwise be entitled and, accord- 
ing to the weight of authority, indem- 
nity will be denied altogether if the 
amount of the fiduciary’s liability equals 
or exceeds the amount of indemnity. For 
the purposes of indemnity, the several 
fiduciaries are considered as individuals, 
that is, if one of two or more fiduciaries 
has committed a breach of trust in 
which the other did not participate, and 
for which such other is not liable to the 
cestui, and the fiduciaries in the proper 
administration of the trust incur a lia- 
bility to a third person, the fiduciary 
who is not in default is entitled to in- 
demnity out of the trust estate, which 





may be reached by such third person, 
notwithstanding the fiduciary who com- 
mitted the breach of trust is denied in- 
demnity to the extent to which he is 
liable to the trust estate for such breach. 
if there be a fiduciary who is 


Hence, 


under no liability to the trust estate, a 
tort judgment creditor seeking to satisfy 
his judgment out of the trust property 
will not be denied relief because other 
fiduciaries may be in default. 

“Tt is the rule in most jurisdictions 
that the fiduciary is entitled to indemnity 
for any tort liability incurred by him in 
the course of the administration of the 
trust, where he is not personally at 
fault. 

Injured by Negligence 


“Where the third party has been in- 
jured by the negligence of a carefully 
selected servant of the fiduciary, the fi- 
duciary has a right of indemnity for 
the payment of a tort judgement rendered 
against him in favor of such third party. 
It may be stated as a general rule that 
if such third party is injured by the 
personal negligence of the fiduciary him- 
self, such fiduciary is not entitled to in- 
demnity, but if the injury resulted from 
the negligence of one or more of sev- 
eral fiduciaries, and one who is_ not 
negligent pays the judgement, such fi- 
duciary is entitled to indemnity. In at 
least one case it was held that although 
the fiduciary intentionally committed a 
tort (the wrongful holding over of a 
store in which was a stock of goods be- 
longing to the trust estate and which 
was then sold to the substantial ad- 
vantage of the trust estate), if he acted 
in good faith and intended and did in 
fact benefit the trust estate, he was en- 
titled to reimbursement. It has also 
been held that when a creator of a trust 
directs the fiduciary to carry on a busi- 
ness, he impliedly limits the right of ex- 
oneration to the assets devoted to that 
business. 

Tendency of Equity Courts 

“The tendency of equity courts has 
been to make available to the tort judg- 
ment creditors of the fiduciary, his right 

(Continued on Page 37) 
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gradual, steady growth, 


tion of the Preferred. 


ears of , 


The Preferred Accident has throughout its 54-year 
career built up and maintained a progressive staff 
of agents in all parts of the country with whom its 
relationship has been friendly and mutually profitable. 


The cornstone of the Preferred’s success has been 
the emphasis.. being on 
careful underwriting in both field and home office, 
and a policy of claim settlements that builds good 
will among policyholders. 


That agents appreciate this program in its broad 
aspects is indicated by their long time representa- 


Rights’ Reservation 

In Actions of Defense 
MEMPHIS LAWYER’S ADDRESS 
W. Percy McDonald Says Notice of Dis- 


claimer in Advance of Trial Is 
Generally Sufficient Preservation 








W. Percy McDonald, Memphis, Tenn., 
lawyer, was one of the speakers before 
the insurance law section of the Amer- 
ican Bar Association in San Francisco 
this week. Title of his address was “The 
Defense of Insurance Company Litiga- 
tion Under Reservation of Rights.” 

Some of the courts themselves have 
laid the basis for dilemma by carrying 
the estoppel and waiver theory to ex- 
treme lengths. He is confident, however, 
that notwithstanding a few disconcerting 
and dangerous decisions the courts in 
the main will continue to stand by the 
well-reasoned rule which is asserted in 
the vast majority of these cases, and 
that the invocation of the Declaratory 
Judgment actions will continue to be con- 
fined to those exceptional instances 
where peculiar circumstances make it 
necessary or advisable. 

Notice of Disclaimer 


Mr. McDonald concluded his 
with these remarks: 

“There is one point which should be 
emphasized before I close. Frequently, 
an insurer’s defense to liability is found 
in conditions subsequent contained in the 
policy. It is usually held that these 
constitute affirmative defenses which the 


paper 


insurer must assert and prove. Of 
course, where the reliance is upon a 
condition precedent which must be 


proved by the insured such as that the 
loss sued upon comes within the coverage 
of the policy, the insured must carry the 


(Continued on Page 37) 
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Deplores New Deal 
(Continued from Page 32) 


logical and moral side “of all this pro- 
digious spending and giving,” Mr. Best 
thought that the millions of people who 
have been given and are still receiving 
something for nothing, or for a good deal 
less than it is worth—“at the expense, 
of course, of all the workers who produce 
all the wealth—cannot fail to be weak- 
ened thereby.” The speaker predicted: 
“Some day—and soon—all this must stop, 
and’ then a lot of people are going to 
feel that they are being gypped because, 
forsooth, they are required to pay their 
own way thereafter.” 


Committee Reports and Discussions 


Committee reports and round table dis- 
cussions occupied considerable of the 
insurance law section’s time during its 
three-day nieeting. The round table 
idea proved popular as in previous years, 
brought out much of interest on current 
legal problems in the major lines of 
insurance. Many of the addresses pre- 
sented are reviewed elsewhere in this 
issue. Insurance company men _ who 
served as session chairmen included Rob- 
ert E. Hall, Aetna Life, marine and in- 
land marine; T. N. Bartlett, Maryland 
Casualty, compensation and employers’ 
liability; V. J. Skutt, Mutual Benefit 
H. & A. health and accident; Hugh D. 
Combs, United States F. & G., casualty; 
Thomas Watters, Jr.. National Board of 
Fire Underwriters, fire; J. Harry Schis- 
ler, Fidelity & Deposit, fidelity and 
surety. 

Lay Adjusters’ Report 

Arousing keen interest was the report 
and recommendations of the section’s 
special committee on lay adjusters, headed 
by E. Smythe Gambrell of Atlanta. The 
continuance of this committee for 1939- 
1940 was urged and it was recommended 
“that the section continue its considera- 
tion of the problems of lay adjusters 
along the lines suggested by this report, 
with special emphasis upon the work of 
the conference committee on adjusters, 
looking to practical solutions of prob- 
lems as they arise and to the develop- 
ment of well-reasoned public sentiment 
supported by statutory and decisional 
law.” 

Glad to report that “progress has been 
made, and still greater progress is in 
prospect” in solving the lay adjuster 
problem, Mr. Gambrell summarized: 


“It is the sense of this committee that social 
and cultural progress and the development of lay 
agencies for the rendering of special services 
have not destroyed the social and public impor- 
tance of maintaining an exclusive legal profession 
specially educated and trained to render legal 
services. In the field of law we need the truly 
professional man more than ever. The question 
before this committee is not whether there shall 
be a legal profession with an exclusive domain, 
but where shall be the dividing line between 
the exclusive domain of the lawyer and the field 
in which the laymen, and especially lay experts, 
are permitted to serve the public. A multitude 
of practical considerations must enter into the 
answer to that question.” 


H. W. Nichols Talk 


(Continued from Page 35) 





business and investments regularly to 
every state in which they operate, and 
must procure annually certificates of sol- 
vency. They quickly justify before 
courts upon notice to do so. 

“In view of all the safeguards sur- 
rounding the operation of surety com- 
panies, made for the protection of hold- 
ers of its bonds, including wards and 
other beneficiaries, it is incredible that 
personal sureties continue to be ac- 
cepted and approved without requiring 
from them evidence of their continued 
worth. This personal surety situation 
has continued to the present day only 
because there is a constantly new group 
which needs the protection of fiduciary 
bonds. If the same persons were fre- 
quently heirs to estates they would soon 
demand that the practice of accepting 
inadequate personal sureties be stopped.” 
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Commodore a Windt Gallant Host to 
Party of “Would-Be Seagoing Tars’ 


Commodore J. P. H. deWindt, man- 
er boiler and machinery division Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, piloted a yawl full of insur- 
landlubbers down Long Island 
on the eighth annual 
cruise of the would-be tars 
and their similarly deluded colleagues of 
the Association of Casualty & Surcty 
Executives. 
The good 
Commodore 
the Bayside 


ance 
Sound last Friday 


? $e Io 
sureau §s 


yawl “Muriel,” owned by 
deWindt, got under way 
Yacht Club by the 
auxiliary 


from 
erace of a smoothly purring 
engine as her motley crew tugged futilely 
at mysterious halyards which stubbornly 

budge neatly furled 
Commodore had enjoyed the 
fun of the dry land buccaneers 


tangle themselves up in endless lengths 


refused to sails. 
After the 


seeing 


of rope, he gave a nod to his son, 
Arthur, who quickly sent the canvas 
aloft. ; 

Before a spanking breeze, the “Mu- 


riel” swept gracefully out of Little Neck 
Bay and, under the guidance of Chief 
Quartermaster Albert W. Whitney, set 
her course resolutely down the Sound, 
and came to anchor at Hempstead Har- 
bor. There the crew, which en route had 
turned to a more simple form of exer- 
cise than wrestling with sails, dunked 
themselves in the Sound, were served 
luncheon by their gallant host, and re- 
Iuctantly began the tack back up the 
Sound to mooring at the Bayside an- 
chorage. 
When 
before 

ashore, the 
the ship’s log: 
landing under their own 


HARRY A. USHER’S NEW POST 


Skipper deWindt 
sending his sunburned hearties 
following notations joined 
No casualties, all hands 
steam. Pilot 


checked up 





Managing A. & H. Dep’t in Aetna’s 
42nd St., New York Office; Swapped 
Jobs With Irving Lewis 
Harry A. Usher, for many years in 
charge of accident and health production 
in the 100 William Street (N. Y.) office 
of the Aetna Affiliated Companies, was 
transferred recently to the Forty-second 
Street branch where he is handling 
both underwriting and production of A. 
& H. Mr. Usher has been with the 

Aetna for seventeen years. 

Irving Lewis, who handled the same 
department in the Forty-second Street 
branch, swapped jobs with Mr. Usher 
and is now at 100 William Street in 
charge of A. & H. production. Mr. 
Lewis has also been many years with 
the Aetna. 


Fiduciary Address 
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of exoneration or reimbursement, where- 
ever possible. 

“As has been indicated earlier herein, 
there are very strong reasons for adopt- 
ing a more liberal doctrine with respect 
to the liability of trust estates for in- 
juries resulting to third persons from 
negligence in its management and op- 
eration, at least where “the fiduciary is 
not personally at fault. Every reason 
commends itself to the view suggested 
by the now Justice Stone, that the eco- 
nomic loss is more properly placed on 
the arrangement which directly or in- 
directly caused it. It is extremely diffi- 
cult to give any sound reason in ‘law or 
equity, in support of a proposition that 
would permit the settlor of trust funds 
to relieve the fund from liability by 
Placing it in the hands of fiduciaries to 
e used for certain designated purposes, 
when the settlor would himself be liable 
for his own wrongful acts, or for those 
of his servants, in connection with the 


same use of the same property had he 
Tetained it in his own name.’ 


doesn’t know a 
took his Hemp- 
preserver. Harold 
who had 


E. E. Robinson, who 
channel from a well, 
stead dunk in a life 
Hammond, _ traffic 

signed on as an able seaman, turned out 
to be a candid camera fiend. William 
P. Cavanaugh, signed on as ship’s first 
officer, was revealed as an experie nced 
salt who knows his navigation. E. 

3antel, so-called third officer, made a 
genial passenger. Chief Boatswain’s 
Mate L. A. Sawyer didn’t know a main 
sheet from a scupper. Master-at-Arms 
C. G. Van der Feen policed the’ craft 
from bowsprit to bilge. As a chief petty 
officer, A. E. “Auto Al” Spottke, made a 
fair acting steward. Kell Hauler Ed- 
ward R. Granniss had no nautical dic- 
tionary, so he never learned what his 
job was. Similarly, Stern Anchor Man 
C. E. Gillott discovered that there isn’t 
such a thing. Able Seaman Harold K. 
Phillips was revealed as equally fraudu- 
lent, being unmasked as nothing but a 
seagoing hitch hiker. 

Commodore deWindt was voted the 
perfect host and the “Muriel” as staunch 
a craft as ever poked a nose into the 
rolling waves. 


engineer 
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laboring oar, but where the reliance is 
upon conditions subsequent, it seems to 
me that the insurer can better make its 
point by bringing a declaratory judgment 
suit. In such cases, too, the insurer has 
to carry the burden of proof in either 
event. An excellent example of a condi- 
tion subsequent is found in Western 
Casualty and Surety Co. v. Weimar 
(C. C. A. 9), 96 Fed. (2nd) 635. This 
case was defended under a non-waiver 
agreement with a judgment against the 
insured. The insurer contended it was 
not liable for the judgment, because the 
insured had not complied with the co- 
operation clause. It was there held that 
the burden of proof was on the insurer 
and that it did not meet the burden of 
proving that the insured had failed prop- 
erly to cooperate. 

“In conclusion, I would say that in 
most jurisdictions the general rule is 
recognized and followed that notice of 
disclaimer in advance of trial is suffi- 
cient to preserve to the insurer its rights 
to contest liability after judgment against 
the insured. In some states, it is neces- 
sary to go further and prove consent or 
acquiescence in the notice of disclaimer 
by the insured. It is even safer to go a 
step further and obtain a non-waiver 





Seek k 25%. Rate Cut i in Va. 


On County Treasurers 


The Towner Rating Bureau 
ing another 25% reduction in 
on bonds of Virginia county treasurers 
and their deputies to become effective 
January 1, 1940, provided experience with 
this class of business continues favor- 
able. The last reduction of 25% went 
into effect August 23, 1937. 


AMER. CASUALTY 3RD DIVIDEND 

The American Casualty of Reading 
Pa., paid a dividend of 15 cents per share 
to stockholders on July 1, making the 
third cash dividend paid out of earnings 
during 1939. The month of May, 19339, 
was the biggest in the history of the 
company. 


is seek- 
the rates 


Each case must be handled 
of the authorities as they 
exist in the particular state. For ex- 
ample, in Alabama, and Texas, an in- 
surer could not safely rely upon notice 
of disclaimer and in the latter state, it 
could not at this time even rely upon 
a non-waiver agreement. Wherever 
there is any doubt under the law and 
decisions of a particular state, I think 
it would always be the part of wisdom to 
resort to a declaratory judgment action.” 


agreement. 
in the light 
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On the Production“Firing Line” 








C. J. Fitzpatrick Convinces Agents 
Of Value of Good Will Building 


Bretton Woods Audience Told of Fire and Casualty Co. Public 
Relations Work; U. S. F. & G. Secretary Also 
Speaks Mind on Federal Supervision 


If there were any agents in his audi- 
cence of New England 


who were faint-hearted about the value 


insurance agents 


of steady, advertising and 
building public goodwill, C. J. Fitzpat- 
United States F. & G,, 
the speaker on that 
week’s Bretton Woods 
fine selling job in making them 100% 
rooters. In whimsical fashion he put his 
audience in a good humor with well se- 
lected then hit his stride in 
giving specific examples of the public 
relations work being done today by both 
fire and casualty companies with the aid 
of agents. He emphasized that public 
relations is not so much window dress- 
ing but the current name for something 
as old as the hills—the cultivation of 
goodwill. 


Agents the Mouthpiece 


persiste nt 


rick, secretary, 
subject at last 
meeting, did a 


stories, 


“In the last analysis,” he said, “the 
companies must look to the agents as 
their mouthpiece. A standard insurance 
contract, plus a claim department that 
makes friends for the agent out of both 
claimant and insured is the best instru- 
ment in the interest of public goodwill 
that we company people can offer you. 
Any sound public relations program in- 
surance-wise should consider a separa- 
tion movement, divorcing representatives 
of agency companies from representa- 
tives of direct writing companies; strict- 
er qualification laws, giving the business 
more of a professional status; and a 
reaffirmation of faith by the agents 
themselves in the American Agency 
System.” 

As an example of outstanding good- 
will building the speaker mentioned the 
achievements of the fire insurance com- 
panies in the laboratory testing of ap- 
pliances and materials, all of which has 
meant a steady reduction in their pre- 
mium volume. He spoke of the tre- 
mendous contribution which the casualty 


companies have been making through 
their agents in maintaining inspection 
and safety work, estimating that up- 


wards of $75,000,000 has been invested 
in such activity in the past ten years. 
Even though this has meant reduced in- 
surance rates through experience rating 
Mr. Fitzpatrick exclaimed: 

‘But look at the accomplishments 
saving of lives and limbs and earning 
power; reduction in the uninsured costs 
of accidents, such as loss of time, loss 
of morale, and loss of efficient workers. 
3etter and safer working conditions are 
a very important phase of public rela- 
tions for they offset friction between em- 
ployer and employe and such friction is 
the worst public advertising a business 
can have.” 

Casualty Insurance Never Static 


As to recent rate changes and adoption 
of new coverages the speaker said: “We 
sometimes hear it said that casualty rate 
changes are too frequent; that new 
covers or extensions of covers are an- 
nounced with such rapidity that the pub- 
lic, and indeed the agents, are be- 
wildered. The answer is that casualty 
insurance can never be static: it must be 
elastic and adaptable to ever-changing 
industrial and social conditions. In a 
word, casualty rates and coverages re- 
flect the movements of society.” 


Slant on Federal Supervision 
Mr. Fitzpatrick minced no words in 











Grandpa’s White Beard 

One of Mr. Fitzpatrick’s best stories 
at Bretton Woods, told to illustrate “ad- 
vertising consciousness,” was about 
Grandpa’s long white beard. He related: 
One evening his little granddaughter 
said to him, “Grandpa, where do you 
put your beard at night when you go to 
bed?” Now Grandpa had never given 
any thought to what he did with his 
beard at night when he went to bed and 
he spluttered, “Why, my dear, the idea! 
1 I don’t put it anywhere.” 

That night, however, when Grandpa 
went to bed he couldn’t get his mind off 
that beard. He smoothed it out and 
tucked it under the covers, but it caught 
in the buttons of his nightshirt. Then 
he tucked it between the sheet and the 
blanket, but that didn’t seem the right 
place for it. Then he smoothed it out 
on top of the bedclothes, but it blew up 
in his face, so he yanked it under the 
bedclothes. In desperation, he tucked it 
in his nightshirt, but it tickled him, so 
he yanked it out. The net result was 
that Grandpa cussed and_ fussed all 
night, putting the beard under the covers 
and putting it on top of the covers and 
wondering what on earth to do with it. 
In a word, after living with the beard 
fifty years, Grandpa had become beard- 
conscious, and in some such way you 
and I have become advertising-conscious 
and sales-conscious. 








discussing Federal v. State supervision 
and is convinced that despite any dis- 
advantages the present system of state 
supervision seems far preferable. He 
said: 

“One of the penalties of prosperity is 
that when a business reaches the billion 
dollar status, it becomes a subject for 
investigation by some governmental 
agency. At the moment life insurance 
is under such scrutiny. There are ob- 
servers who believe that a case may be 
built for Federal supervision of insur- 
ance, which, of course, would be super- 
imposed upon the present system of state 
supervision. I say superimposed, because 
we will and we should always have state 
supervision. 

“Despite any disadvantages, the pres- 
ent system of state supervision seems 
far preferable. State supervision, and 
State supervision only, can satisfactorily 
deal with such strictly local problems 
as wages and living conditions in rela- 
tion to compensation benefits; local traf- 
fic hazards; local attitudes of courts and 
juries with respect to damage suits; 
local criminal conditions—these, all of 
these, are important factors in deter- 
mining premium rates. 


“The right method of approach would 
appear to be that which is being fol- 
lowed by the National Association of 


Insurance Commissioners in an effort to 
bring about greater uniformity through 
state action. What better example of the 
success of state approach is there than 
hat achieved already by your council of 
New England Governors ?” 

Mr. Fitzpatrick brought his talk to an 
optimistic close by saying: “We of the 
insurance fraternity are incurable opti- 
mists. We have lived through eras of 
wars; labor agitations; two automobiles 
in every garage; two chickens in every 
pot; two turkeys in every chicken sand- 
wich, and such ballyhoo, and we always 
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ON. Y. Law Changes 


(Continued from Page 22) 
also “Insurance in connection with ocean- 
going vessels against any of the risks 
specified in paragraph twenty-one of 
Section 46.” 

By Subdiv. 3 of Section 112 any 
licensed insurance broker may also place 
with an unauthorized insurer 

“(a) Insurance against legal liability 
arising out of the ownership, operation 
or maintenance of any motor vehicle or 
air craft which is neither principally 
garaged nor principally used in this 
state, arising out of any activity carried 
on whol'y outside of this state or arising 
out of the ownership, operation or main- 
tenance of any property having a per- 
manent situs outside of this state, but 
in case such property or risk is located 
in any other state, then only in an in- 
surer authorized to do such business in 
such state or in an insurer in which a 
licensed insurance broker of such state 
may lawfully place such insurance.” 

By the succeeding paragraph similar 
permission is granted with respect to fi- 
delity bonds guarantecing the fidelitv of 


persons wholly outside of New York 
State ete. 
Important limitations are, however, 


placed upon the foregoing liberal grants 
of placing risks with unauthorized in- 
surers by Subdiv. 4, of the section. 


Brokerage Standards 


The new act also seeks to raise the 
standards of insurance brokers by de- 
claring in Section 119, Subdiv. 2, that: 
“The purpose of this section is to pro- 
tect the public by requiring and main- 
taining professional standards of conduct 
on the part of all insurance brokers act- 
ing as such within this state.” 

Except for the fact that the broker 
may come into somewhat closer relation 
to the insuring public than does the in- 
surance agent or adjuster, there would 
seem to be no reason why both of the 
latter should not be held to similar 
standards of professional conduct. 

A provision, important to insurance 
companies, is found in Section 121 which 
in substance provides that any insurer 
who delivers in this state to any insur- 
ance broker a contract of insurance pur- 
suant to the application or request of 
such broker, acting for an insured other 
than himself, . “shall be deemed to 
have authorized such broker to receive 
on its behalf payment of any premium 
which is due on such contract at the 
time of its issuance or delivery or which 
becomes due thereon in not more than 
ninety days thereafter.” 

An important section of the new law 
(Section 125) provides that: “Every in- 
surance agent and every insurance bro- 
ker acting as such in this state shall be 
responsible in a fiduciary capacity for all 
funds received or collected as insurance 
agent or insurance broker, and_ shall 
not, without the express consent of his 
or its principal, mingle any such funds 
with his or its own funds or with funds 
held by him or it in any other capacity. 
Nothing herein contained shall be 
deemed to require any such agent or 
broker to maintain a separate bank de- 
posit for the funds of each such prin- 
cipal, if and as long as the funds so 
held for each such principal are reason- 
ably ascertainable from the books of ac- 
count and records of such agent or 
broker, as the case may be.” 





come up smiling. When I am inclined 
to be discouraged I think of the doctor 
whose patient said to him, ‘Doctor, do 
you believe I'll get well?’ ‘Why, my 
dear fellow. you're bound to get well. 
The medical record shows that with 
your disease ninéty-nine out of 100 die, 
one gets well. I’ve already treated 
ninety-nine and they are all dead. You 
are the hundredth case. Why, man 
alive, you can’t die, you’ve got to get 
well!’ 

“Gentlemen, 1939 will reward those 
agents who sell as the farmer plows—‘n 
the words of W. J. Cameron—daily, 
doggedly, deliberate'y, p'odding and plug- 
ging, not speculating about the upturn, 
but turning up the furrows.” 
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Ocean’s Head Office 
Honors J. E. Callender 


ON HIS 40TH ANNIVERSARy 


Felicitated and Dined Upon His Retire. 
ment as Central Dep’t Mgr.; Has Ins, 
Agency in St. Charles, III, 

After a round of deservedly compli- 
mentary affairs tendered by his asso- 
ciates and competitors in the Chicago 
area during the past few weeks, Joseph 
FE. Callender, retiring Ocean Accident 
manager, came East to New York and 
was guest of honor at a testimonial din- 
ner held at the New York Athletic Club 
Friday evening, July 7. The occasion 
celebrated Mr. Callender’s fortieth an- 
niversary with the Ocean and his re- 
linquishment of his managerial post jn 
the Central Department for that com- 
pany and the Columbia Casualty, mem- 
bers of the Commercial Union Group, 
The head office staff of the Commercial 
Union—Ocean Accident Group were de- 
lighted to have this opportunity of ex- 
pressing their admiration and esteem for 
Mr. Callender. Informal music and sing- 
ing added to the spirit of conviviality and 
Auld Lang Syne. 

The dinner was presided over by 
Henry Collins, United States manager 
of the Ocean, as toastmaster. Repre- 
senting the Commercial Union were F. 
W. Koeckert, United States manager, 
and Messrs. D. E. Monroe, O. C, Glei- 
ser, H. W. Miller, assistant United 
States managers, and A, F. Greer, sec- 
retary. From the Ocean there were 
also present C. W. G. Bailey, assistant 
United States manager; H. F. Rascher 
and L. E. Shallberg, resident managers 
of the New York metropolitan and the 
Philadelphia branch offices as well as 
the following head office department 
heads: 

J. F. Lydon, M. R. Skancke, J. J. Van Schoon- 
hoven, G. G. Brainerd, T. Thompson, J. H. 
Fischer, H. W. Hendrickson, E. J. Bilson, W. N. 
Phair, I. D. Bothwell, F. M. Rotermund, F. C. 
Barnhart, Dr. J. C. Fisher. 


London Official Pays Tribute 


Informal talks of a reminiscent and 
felicitous nature by a number of the 
guests closely associated with Mr. Cal- 
lender for many years followed the 
dinner. Mr. Koeckert read a fine con- 
gratulatory letter sent to the guest of 
honor by H. Lewis, vice-chairman of the 
board of directors, Commercial Union, 
in London, England. 

The New York event followed closely 
upon a similar affair held recently at 
Chicago, attended by the Ocean and 
Commercial Union staff there, and at 
which Mr. Callender was presented with 
a beautiful and suitably inscribed silver 
platter bearing the facsimile signatures 
of his associates in the head office. 

Responding to the well wishes of his 
assembled friends, Mr. Callender first 
acknowledged and thanked them for the 
visible evidence of their regard, the sil- 
ver tray he received at the Chicago func- 
tion. He then spoke briefly, but with 
deep sincerity, of his long association 
with and his high regard for “the finest 
casualty company, the Ocean,” and the 
other companies of the group. Closing 
his remarks, he said that he chose to 
regard his retirement not as the end of 
his career but rather as the beginning of 
a new opportunity for service to his first 
love, the insurance business, through his 
St. Charles agency. Those who know 
him, know, too, that he will not fail to 
see in his greater leisure a further op- 
portunity to continue his service 0 
human kindness to his fellow men. 

While Mr. Callender’s retirement as 
manager of the Central Department be- 
came effective on July 1, he is still to be 
associated with the Ocean as its agent 
in St. Charles, Ill., where he now resides, 
and where his many friends hope that 
he will continue to enjoy a happy and 
prosperous life for many years to come. 











ENTERS NEW STATES 
American Casualty of Reading, Pa., re- 
cently entered the states of Arkansas 
and North Carolina, making twenty-two 
states in which the company is licensed. 
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